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CORRUGATED 
AROUND THE JOINT | 


are vastly superior in strength, give longer service, are much neater in appearance and 
ccmparatively lighter in weight than the old style Strap and T-Hinges. 









As scon as the plain hinges become rusty they begin to bind, producing uneven 
stresses in the metal that the toughest steel cannot withstand, causing the hinge 
to break at the joint. Stanley Corrugated Hinges cannot bind on the joint, 
no matter how rusty they become, consequently the wearing of the hinges 
is evenly distributed, and they will last much longer on heavier doors. 








The corrugations of the leaves do not add materially to the strength 
or wearing qualities, but simply serve as an ornamental 
feature, giving a neat finished appearance to the hinges. 


Specify Stanley’s. 
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| DLANLED)O WAWOIKKS 
' NEW BRITAIN CONNECTICUT. 
} w VORK CHICAGO 









~ Visit our booth at the Panama- 
Pacific Exposition 


fee pages 29-69 


















_ Table of Contents, Page 37 Index to Advertisers, Page 85 
Situation and Help Wanted and Business Opportunities, Pages 96 and 97 
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Thermoid advertise- 
ment appearing in 
National magazines 











“SAVED THE CHILD. 
It never fails in emergency. It 
has the same sure gripping 
friction at the core as on the 
outside. It is 100% brake lin- 
ing. Watch your brake lining 
—-guard against accidents with 














hermos 


HYDRAULIC COMPRESS 
Brake Lining - -100% 





Suppose a 
Customer 
asks 


“Why is Thermoid so much 
better than any other brake 
lining ?” 

Give two reasons. 


Thermoid is cured under 
hydraulic compression into a 
substance of uniform density. 
It is the same at the core as 
on the outside. Though worn 
paper-thin it still has 100% 
braking power. 


Most brake lining is good 
only on the surface. Wear 
through the friction skin and 
you get to a loose, stringy, 
friction-shy substance, which 
is not brake lining at all. 


The second reason is that 
Thermoid contains 50% more 
material, size for size, than 
other brake linings. It lasts 
longer for this reason. 


Thermoid is the most 
heavily advertised brake lin- 
ing, is most demanded, gives 
better service and best safe- 
guards your customers. Why 
not push it exclusively? 


Thermod Rubber Company 


TRENTON, N. J. 


BRANCHES: 
Chicago Pittsburg Indianapolis 
Philadelphia St. Louis Detroit 


San Francisco Boston 


Our Guarantee: Thermoid will 
make good—or we will 





Thermoid advertise- 
ment appearing in 
National magazines 
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Mh! AMBULANCE 





CLOSE! 
but the Brakes Held 


You are so accustomed, every day, to 
grazing disaster that you come to take 
your brakes for granted. ‘They never have 
failed and you assume they never will. 
Brakes need watching more than any part 
of the car. Perhaps your brake lining ts 
the wrong kind—the kind that is friction 
shy inside. Perhaps it will fail you the 
next time your brakes stand between you 
and a smash-up. There is one brake lin- 
ing that will not fail— 


© Fr trx1© 


fn. p 
HYDRAULIC COMPRESsep 
Brake Lining - 100% 


Thermoid is brake lining clear through. 
Even though worn paper thin, it still will 
hold. It is cured under hydraulic com- 
pression into a substance of uniform dens- 
ity. Thermoid is conceded to be the best 
brake lining—do you want anyone to save 
a few cents by putting into your brakes 
anything but the best? 





Guard your safety with Thermoid 


Thermoid Rubber Co. 


oe COMPRES Trenton, N. J. 








Our GUARANTEE: 
Thermoid will make 


good or we will. 


Cannot be burned out 
nor affected by oil, 
heat, water, 
gasoline, dirt. 
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°*Tt Rings to Beat the Band.”’ 
H E.RE’S real har- People who want something 


different— something out-of- 
mony between the the-ordinary — will buy the 


ring of The [ron- Ironclad. With your name on 
clad and the ring of the dials they become great 
dollars in the till—both ‘“‘home missionaries’’ for the 


ring for profit. store. 


The Ironclad sells on sight, Each clock comes in a showy in- 


, : is ' dividual box, packed one dozen in 
rings on time and says on time. display carton with show cards to 


It 1s well setin asubstantial cast —joost sales. With an order for 24 
iron case—neatly designed and we print names on dials free. Order 
finished. direct or through your wholesaler. 


In broken lots 87c each. In dozen lots, 84c each. In case lots of two aozen, &2c each. 
Less 2%, 10 days at your wholesaler’ s. 


Western Clock Co., (Westclox) 
La Salle, Illinois. 
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Seasonable 


That is one big advantage of yourtradein machinists’ 
tools—it is not subject to seasonal fluctuations. It is 
a profitable branch of your business worth cultivat- 
ing if onlyfor this one reason. The demand for good 
tools is steady the year ‘round and the dealer who 
carries a line of the known high quality of 


Brown & Sharpe Tools 


is assured of steady patronage. No necessity arises to dispose 
of these goods at a loss or carry them over to the next season 
with the consequent storage and deterioration. Machinists’ 
tools take up but little space and can always be attractively 
displayed. 


Then the fact that the line bears the Brown & Sharpe trade 
mark is sufficient to guarantee not only steady but satisfactory 
sales. Known the world over for their accuracy, dependa- 
bility and fine workmanship, these tools are practically a 
staple wherever there are skilled mechanics. 








Our new catalog No. 26 is ready and is being widely distri- 
buted among mechanics. Is your stock in condition to meet 
their demands ? 


A full line of our tools is carried at our Chicago Store, 626- 
630 Washington Boulevard, Chicago, IIl. 


Brown & Sharpe Mfg. Co. 


Providence, R. I., U.S. A. 
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Coes Knife Handle has been 
called “The Road Wrench’ 


Our Knife Handle Wrench 
is a particularly good auto- 


fe W102 ahs erate : 
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The Ten mobile emergency’ wrench. 
Simple There is no foretelling the time 
Parts when a nut may need adyjust- 


ing here and there. 

Autoists have found that it 
pays to keep a reliable wrench 
like the Coes ready for imme- 
diate duty. 

That is why our Knife Han- 
dle Wrench holds the position 
of honor in most every auto 
tool kit. 

The simple ten-part construction of this wrench makes it fully 30% 
stronger than other wrenches. We have made actual tests to prove it. 

Of course this makes the wrench worth 30% more than inferior kinds, 
but it costs only 5% more. 

Wouldn’t you call this an economy worth while selling? 
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Coes Wrench Company 


WORCESTER, MASS. 


AGENTS 
J. C. McCARTY & COMPANY 29 Murray Street, New York 


JOHN H. GRAHAM & COMPANY 113 Chambers Street, New York 
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(TRADE MARK) 


The Guarantee of Excellence 
on Files 


Nicholson Files Keep 
The Register Ringing 


Every day sees new music composed to catch the public ear, 
but the old metallic ring of the cash register is still the sweetest 


music the merchant can hear. 


‘‘Nicholson”’ Files keep the bell ringing with a regularity that 
would do credit to a sharpshooter in a target gallery. 


Are you getting your share of the tool trade? Expert workmen 
go to the store that sells standard goods. They know that a 
dealer who sells “Nicholson” Files has as much regard for their 
welfare as for his own. And when they want other things 
they go to the man who sold them “‘Nicholson”’ Files. 


9° 


Get our Catalog and “File Filosophy.”’ They'll show the way 
toaconstant ringing of the register bell. Sent FREE on request. 


Nicholson File Company, Providence, R. I. 


























Of Course You Can Sell B& S 


Wrenches Without This Silent Salesman 
















Tho Mark That Guarantoos Quali 
The Marl That pst oS Salo 








They'd sell anyway to anybody 
who has any one of his five 
senses. But the fact remains that 
withthis handsome display stand 
you can sell more, and as a re- 
sult make more turnovers, and 
bigger profits each season. It 
stands |2 inches high and 16 
inches wide and has a bright, 
clean polished, enameled face 
It has room for seven wrenches 
of different sizes and patterns, 
giving you an opportunity to 
display a good range. 











Let us send you our circular de- 
scribing our wrenches and our 
advertising, and telling you how 
you can get this Display Stand 
free. Write. 
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Trimo Superior Chain Wrenches 







Send Fa 
Catalog 
No. 133 
































SIZES No.10 | No.11 | No.12 | No.13 | No.14 | No.15 | No. 16 

| | | | 

; | | | 
Capacity, size pipe...................  Ywteolin.) Kto2in. \ to3in.| % to 6 in. 1 to 8 in.|134 to 10 in| 2 to 12 in. 
ES EIR, Soy at at ee 14 in. 21 in. 28 in. in. 50 in. 60 in. 70 in. 
Weight of wrench, each.............. | 136 Ibs. 534 lbs.| 834 Ibs.| 1634 lbs. 30 Ibs. 55 lbs. 80 Ibs. 
Length flat-link chain................ 916 in. 15 in. 21 in. 30 in. 38 in. 47in.| 57% in. 
Length cable chain SCA ao gee REED We A | 10in, 15% in.) 21% in. 33 in. 40 in. 48 in. 57 in. 
Average breaking strain, flat-link chain..| 3,400 Ibs. 5,000 Ibs.| 9,000 Ibs.| 12,000 Ibs.| 15,000 Ibs.| 16,000 Ibs.| 24,000 Ibs. 
Average breaking'strain, cable chain....| 2,400 Ibs. | 4,000 Ibs.| 6,000 Ibs.| 10,000 Ibs.) 12,000 Ibs.| 15,000 Ibs.| 20,000 Ibs. 





ALL TRIMO CHAIN WRENCH PARTS ARE INTERCHANGEABLE 


Irimo Chain Wrench—lIts range of work is as great as that of any tool of its kind. 
Both handle and jaws are drop-forged of selected steel. 

sie Handle—lIs designed in section to give the greatest strength with the least 
weight. . 

The Chains—Are made of the best material and tested as to strength. Unless 
otherwise specified the flat-link chain will always be sent. 

Points of Superiority—Lighter in weight. Stronger in action. To turn the pipe in 
the opposite direction it is nof necessary to remove’ the wrench and reverse it, but 
only to loosen the chain and place the jaws upon the opposite side of the pipe. The 
pocket into which the chain is placed being in the handle, makes this wrench the 
strongest, as the drawing stress is upon the handle instead of the jaws. 

Gold Medal—A No. 16 Trimo Chain Wrench stood for six months at the 
St. Louis Exposition with 1,650 pounds weight suspended from the end of the 
handle. Awarded a Gold Medal. 


MADE BY 


Trimont Manufacturing Company 
55 to 71 Amory Street Roxbury, Mass. 
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Cyclops Nail Puller 


Retails for $1.00 





“Look at the Eagle Beak Jaws’”’ 


A FEW SELLING POINTS: Manufactured by 
No springs to break. 
Will not turn in the hand. . 
Union Hardware Company 


Unobstructed view of nail. 

Jaws hardened and tempered. 

Jaws grip beneath nail head. ; Mais a ™ 
Oblique delivery of ram blows. Foempgies, Conn, U. 3. A 
Handle prevents bruised hands. 
Will not roll off inclined surfaces. 
Length 18 in. Weight 4% lbs. ea. 


New York Office: 99 Chambers Street 
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Warranted Terne Plates 


For ‘an everlasting roof” 
there’s nothing better than our 
Terne Plate Roofing. 


Illustration at left shows 
our ‘Standing Seam.” 
Note how cleats are ap- 


plied and seams formed. 


Our Terne Plate Roofing assures 


safety, saving and satisfaction. 


It warrants our warranting it. We 
know it will stand up under severest 
conditions and make good. 


Each plate is carefully and liberally 
coated. ‘“‘More than enough’’ is 
our motto. Result—our Terne 


Plates have a reputation for wear. 


‘MILcoR™ 
Galvanized Sheets 


are open hearth, extra soft, easily 





workable, tightly coated with prime 
spelter. Uniform in length and 
width, packed securely for shipment 
with strong bundling bands. 





a ey 
eal SP We carry complete stocks 
ae and can make prompt ship- 


ments. 
Milwaukee ae Company 
Branch at MILWAUKEE 
KANSAS CITY, MO. WIS. 


ee 
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Exactly Meets 


A Great Consumer Need 


There has always been a need for making the burning 
of rubbish safe as well as thorough and sanitary. You can 
satisfy this need with the 








Rubbish 
Burner 

















It is made of moderately heavy gauge steel with per- 
forations only 9/32 of an inch diameter—so small that no 
piece of burning material can escape. The draught is not 
affected and complete incineration of the rubbish is readily 
accomplished at all times. 

Endorsed by leading Fire Insurance Companies. 
Order soon—get the full particulars from us at once. 
Write now. 


Clinton Wire Cloth Company 


CLINTON, MASS. 
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‘‘Its a Pleasure 


to Handle 


e om a Se 
Wickwire Wire 


Products” 











“I’ve been handling their goods for over 30 years 
now, and the Wickwire people are as fine a crowd to 
do business with you as you’d ever want to meet. 
You're sure of getting a square deal from them every 
time. 


“And when it comes to the quality of the goods, 
you can’t beat Wickwire quality, and in my private 
opinion you can’t equal it. You can stand behind it 
all the time. They control every step in the manu- 
facturing process. They have their own ore mines, 
blast furnaces, Open Hearth Steel plant, rod mill, 
weaving, netting, galvanizing and painting plants. 
Nothing second-grade ever leaves their place. 


Yes, sir, if you want to give your customers value 
received you couldn’t do better than handle the Wick- 
wire line. Ask your jobbers for prices. 








Wickwire Brothers, Inc. 
Cortland, New York 
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No. 400—$6.50 dozen No. 500—$8.50 dozen 


Aluminum Toy Cooking Sets 


Made of stamped Aluminum, put up in fancy 
display boxes, having handsome label. 


Light—Serviceable and Practical—a child's 
dream of real kitchen sets. 


Unparalleled for toy trade and premium use. 


Five styles as illustrated, F.O.B. Cleveland, 
Ohio, as priced. 


TERMS :—2% 10 days, net 30 days. 


The Geo. H. Bowman Company 
Manufacturers of Toy Novelties 


aaa OHIO 

















No. 300—$4.25 dozen No. 600—$8.50 dozen No. 200—$4.00 dozen 
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Here is a Plastering Trowel that will 
capture the Trowel trade in your town. 

The Steel is the highest grade crucible 
steel obtainable. The blade has that flex- 
ibility about it that makes plastering easy. 
The workmanship is A No. 1. It is hand- 
made, blocked and taper ground. The 
mounting is light — of the finest malleable 
stock—no buckling. 

Special attention is called to the Handle. 
It has our Patent Evertight Fastener (Pat- 
ented December 15, 1903). It is the natural 
clear grained wood—no varnish or paint 
used to hide defects. We guarantee this 
fastener not to work loose. Sizes 10 to 13 
inches. 

You'll find it a steady, profitable seller. 
Send for our New Catalog and Prices. 


Geo. H. Bishop & Co. 


LAWRENCEBURG, IND. 





























MakeThem Pay 


Many a merchant has been forced to borrow money and 

even go out of business because he could not get his custo- 

mers to pay their bills. There are hundreds of ways to 

make them come across and Mr. Frank Farrington tells 

about a number of them in his new book entitled 
‘Store Management Complete.”’ 





Every reader of hardware and retail literature knows Frank Farring- 
ton’s style. It runs along in an easy flow, with common sense facts 
and conclusions presented from a standpoint of practical knowledge, 
and always with that touch of human nature which marks the writer 
of extensive experience. And with all, the book is analytical. For 
example in the first chapter, ‘‘The Man Himself,’’ you learn what a 
merchant is; the most desirable personality; mental and physical quali- 
fications; how to be a merchant; overwork and its disadvantages; pos- 
sibilities of development; proper examples; the right line of growth; 
success-making qualities. 














The other chapters cover in equally as thorough manner— Where to Start, Store Management, The Buy- 
ing End, The Store Policy, Clerk Management, Leaks, The Store’s Neighbors, Working Hours, Expenses, 
The Credit Business, What to Sell, Premium Giving. 252 pages, illustrated. Cloth bound, $1.00. 


HARDWARE AGE BOOK DEPARTMENT 


239 WEST THIRTY-NINTH STREET, NEW YORK 
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The SEAL. of Progress 


The products of the Detroit Twist Drill Company—all of them—are stamped 
with this trademark. 

To thousands of progressive factory men it is the symbol of advanced ideas 
—a sure indication of a tool manufactured according to the latest highest 
standards in both material and design. 

And never has this Seal of Progress been more aptly placed than on the new 


“DETROIT” 
QUICK TWIST DRILL 


This remarkable drill is an innovation—a radical departure from anything which has 
ever been done before. 

Not only does it cut truer quicker holes at less cost per hole: for power but it cuts 
MORE of them without stopping to regrind. 

The increased twist is the secret which turns the trick— 

And the increased twist which adds speed and profit to the using of these new drills 
is doing the same for the selling. 


Let your customers test out a few at our risk 


Write for trial order and Catalog ‘‘T’’ TODAY 


DETROIT TWIST DRILL CO. 


Originators of the “Quick-Twist Drill’ 


718-730 FORT STREET, DETROIT, MICHIGAN 


633 Market St., Philadelphia. 412 First Ave., Pittsburgh. 122 Chambers St., New York. 518 Camp St., New Orleans, La. 
9 S. Broad St., Atlanta, Ga. 118 Pearl St., Boston, Mass. ae Georgia St. ‘Jndienenella, Ind. 118 N. Clinton St., Chicago, IIl. 
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SOMATA NARA 


Place It Where It Can Be Seen 
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Place this cabinet with its array of 
Forstner Auger Bits where your carpenter 
and woodworking customers can see it, 
then sit back or rather stand alive and 
watch them stop and bite. 





Forstner Bits bore their way through 
hard, knotty, cross-grained wood, leaving = 
a smooth hole and polished surface. They = 
are the only bits not dependent onacenter = 

. = 
or level to guide them. They cut from = 
the outef rim, the entire surface is at work = 

= 
= 
= 
= 
= 


AAO 


all the time; no jagged ends. You can 
use them as gouges, or chisels; you can 
do scolloping, fancy scroll twist columns, 
newels, ribbon mould- 
ing, etc. 





Let us send you de- 
tails on this free display 
cabinet. 











The Progressive Manufacturing Co. 
Torrington, Conn., U.S. A. 


Emm A040 NAA LN 
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Said the Jobber 
to the Dealer 


“Reliable sandpaper — that’s 
the kind you want to offer. The 
kind that you can safely sell your 
transient as well as your regu- 
lar customers. The kind that the 
most critical carpenter will find 
satisfactory.” 








And that jobber knew what he 
was talking about. Nothing dis- 
gusts a carpenter like an abrasive 
that soon crumbles or wears with 
a few rubs. 


U. S. Sandpaper 


is the reliable kind. It possesses unusual 
cutting qualities. U. S. Sandpaper is a 
combination of the best glue obtainable, 
flint discovered by test to be the hardest 
in the country and a specially fibred 
paper. We put these three things to- 
gether in a way that only years of ex- 
perience can decide. 


Jobber, dealer and consumer—they all 
know U. S. Sandpaper. 
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Stanley Mitre Boxes 


STRONG—DURABLE—ACCURATE 


A Few Striking Features 


Saw is held above work when not in use. 





Swivel is automatically locked at any angle. 


Two sockets in swivel for use of long or 
short saw. 


Narrow opening in back of frame, especially 
adapted for small work. 


Steel rod uprights for saw guides. 


Uprights adjustable for saws of varying 
thickness and for those that run out of 
true. 


Stock guides for holding work in place. 


Extra wide range of work—will saw at angle 
of 30 degrees. 


One-piece frame with detachable malleable 
iron legs. 
Construction thoroughly mechanical; ll 


parts interchangeable and readily re- 
placed if lost. 


Quickly and easily put together or taken 
apart for carrying. 


A specially made back saw 
furnished with each box. 


Every mechanic that visits your store will 
be interested in this up-to-date mitre box. 


May we send you some special circulars 
containing complete description ? 


STANLEY RULE & LEVEL Co. 
New Britain, Conn. U.S.A. 
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A Product For 
Every Purpose 
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Screw Products 


From the manufacturer to the 
householder, from the farmer to the 
blacksmith, from the bicyclist to the 
automobilist, the appeal of Corbin 
Screw Products extends. 


If your customer wishes any type 
of wood screw, machine screw, bolt 
or nut, etc., his interest will be best 
served by Corbin Products. 


If it is a bicycle or motorcycle 
brake that is called for a dealer will 
win his customer’s confidence by 
offering the universally preferred 
Corbin brakes. 
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The Screw-hold with a thousand 
uses takes right “hold” of hollow 
tile and concrete—and there it 
sticks like grim death. 


The wall will pull out before Ankyra. 








Branches: 


If an automobilist or motorcyclist 
desires a speedometer that will re- 
turn an unerringly accurate record 
in any temperature under all condi- 
tions the Corbin-Brown best —_ 
the requirements. 


The demand for Corbin Products 
is firmly established. For years 
they have enjoyed the preference of 
consumers everywhere. Make them 
a part of your stock. 


Let us furnish you with price 
lists, discounts and catalogs on 


Wood Screws 

Machine Screws 

Jack, Safety and Ladder Chains 

Furnace Chains 

Stove Bolts and Rods 

Escutcheon and Hinge Pins 

— Screws milled from the solid 
ar 

Corbin Brakes 

Corbin-Brown Speedometers 


Makers of 
Automatic Screw Machine Parts 


THE CORBIN 


SCREW CORPORATION 


The American Hardware Corporation 


uccessors 


NEW BRITAIN, CONN. 


Stronger than the wall itself. -No matter 
where you put it—in laths-and-plaster, ex- 
panded metal laths,.metal window sashes and 
frames, hollow tile or concrete walls—it is 
there to stay, and holds the fixture firmly in 
place. The screws can’t work loose but they 
can be taken out and replaced at will, without 








New York Chicago Philadelphia 


losing Bolt. 
hold. 


tegral part of the Bolt. 


the fixture. 


Ankyra combines the principles of the ex- - 
pansion bolt, toggle bolt, and anchor bolt. 


Made for No. 6,8 
Screws. 


valuable to architects, builders, plumbers, 
steamfitters, electricians, etc. 
Investigate today. 7 
P 
Send Coupon 7 
for Samples R v4 
and Booklet P: 
Ank 
roe Mfg. Co. 


Ankyra Mfg. 
Philadelphia 


Ankyra is a permanent screw- 
It can’t work loose. 


Its safety and economy make it in- 


The nut is an in- 
Insures the safety of 


, 10, 12, 14, 16 and 18 Wood 


7 149 Berkley St. 
Co. Fu PuILADELP IIIA 


Please send with- 
yA out cost or obli 
ya tion to me, sam pies 
and booklet hesesibinn 

Ankyra. 
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Tire Bolts 


Rivets and Burrs 


Largest Stock and Greatest Assortment 


American 
~PROVIDENCE, R. I. 





WOOD SCREWS 
MACHINE SCREWS 
STOVE BOLTS 


Screw Co. 


Western Depot : 
69 East Lake St., Chicago, Ill. 
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Protected Mail— Seen 
from front or either side 





Architects specify The IN-VU for 
new homes. 

Write for price list and booklet 
illustrating in colors its exceptional 
ornamental possibilities. 





Special Discounts to Dealers 











The IN-VU MANUFACTURING Co. al 
ROCHESTER, N. Y. 














the Appearance of His Home 
Over fifty per cent. of the homes served by Uncle Sam’s 


mail carriers are without a suitable mail receptacle. Their owners 
have been waiting for The IN-VU, 
the mail box that is ornamental 
and serviceable and will stand the 
test of time. 


The IN-VU is a home mail box 
of styles to match any wood or brick 
finish. It is constructed of plate glass 
and select kiln-dried wood and is 
assembled with nickel-plated brass 
pivots, top and magazine clasp, all 


non-rustible. 
Letters 


cA Perfect Letter Box for the Man Who Prizes 
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Williams’ “Vulcan” Caliper Gauges 


FOR 
External, Internal and Eternal Use 


C mm 2c 


Capacities 3—7'/2” Capacities 1—3” Capacities 1!4-—3” 


When recommending gauges, drive home the fact that your customers can ill afford 
to use adjustable gauges in sizing their product or make inferior substitutes in small 
lots with Tool Maker’s labor. Micrometers and Vernier Calipers are excellent tools 
with which to make gauges but they are poor tools of which to make gauges. Satisfy 
your customers by supplying gauges that do not get out of adjustment or materially 
increase their cost of production. 


Western Office and Warehouse J. H. WILLIAMS & CO. Exhibitors at 


Panama-Pacific Exposition 
32 C Go, Clinton St. 57 Richards St. Block 18, Machinery Palace 


Chicago, Ill. BROOKLYN, N. Y. CITY Your call will please us. 


Write for New Catalogue—Just Out—Showing Complete Line of Drop-Forged Tools. 
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roundings. 


PURPOSE— 


EQUIPMENT— 


water. 





Bucket Fire Tanks 


Endorsed by Underwriters 
as Better Than Fire Pails 





HANDY FIRE PROTECTION 


To provide immediate, handy, effective and 
economical means for Fighting Fire. 


An airtight Tank in which is stored Six Buckets 
with Self-Raising Bails and sufficient chemical 
solution to fill several extra additional pails 
with fire-fighting solution. 

pound in powdered form accompanies each tank 
and this is simply stirred into the tank full 


A supply of com- 


of 
MEASUREMENTS— 
No. 1—Capacity, 21 gallons, 15% x 28 in.; 


agg are 10-quart capacity. 
city, 31 gallo ae. 18% x 30 in.; 


aie are 14-quart capaci 


ADVANTAGES— 
Always ready for ——- use; need no at- 


tention after being fi 





WHEELING CORRUGATING COMPANY, WaEELING W.VA. 


BRANCH OFFICES AND STORES: 


NEW YORK 
ST. LOUIS 


CHICAGO 
KANSAS CITY 


Also Sales Offices: 


Dallas, Tex. Detroit, Mich. 


Minneapolis, Minn. 


Portsmouth, O. 


PHILADELPHIA | 
CHATTANOOGA 


Something That Everybody Knows How to Use 
Safe, Sanitary and Easily Handled. Effective and Economical 


A few Bucket Fire Tanks placed in central and convenient locations afford property 
owners a sense of relief worth much more than the cost of the Tanks. 

Fire-Fighting Apparatus is always conspicuous, but Bucket Fire Tanks are so nicely 
finished that their appearance is not repulsive but lend rather a brilliancy to the sur- 


DESCRIPTION— 

Each tank contains six buckets with balanced 
bails so that as the top bucket is removed, the 
next bail rises automatically to meet the hand. 
Each bucket has two strong lugs on opposite 
sides, so that buckets nest 1 and come 
from the tank well filled with the soletion with 
which the tank is charged. 


After the pails are all taken out there is still 
a reserve supply left. Tanks and pails are made 
of heavy galvanized steel. Tanks are Painted Red 
and Stenciled. Pails are Japanned Black. 


Used and highly endorsed by all branches of the 
manufacturing and commercial field, public and 
— corporations and institutions, public utilities, 
etc., etc. 


Nearest office will gladly quote prices. 





REMEMBER in these days of low first cost 
sul stitute roofings-—that first cost and last cost 
: considered---there is no roofing so satisfactory. so 
durable, so weather-proof and so cheaply applied as 
GALVANIZED ROOFING 
If you want the best—of the best kind—wf Roof- 
ing, insist on “CORCO” Brand. 








(mt ae 
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Richmond, Va. 
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A metal roof is fire-resisting, attractive 
and long-lived. Tell your customers 
about Inland Painted Steel Roofing. 


hy INLAND Painted Roofing? § 








Inland, because of the superior qual- 


ity of our Basic Open Hearth Steel. 


Painted, because present prices on Zal- 
vanized sheets are prohibitive, while 


painted sheets are still exceedingly low, 
though due for a series of sharp advances. 


THINK OF IT! You can buy 20 gauge 
painted sheets at the quoted prices on 28 
gauge galvanized sheets! 
exactly twice the weight of steel in the 
heavy painted sheet as there is in the 


hight palvanized. 


And there’s 


This tip will put a lot of money in the pocket of 
every sheet metal worker or dealer who is alive to 


his opportunities. 


We sell in carlots or less from mill, at mill prices. 


amine 


Send for our quotations 


-- Chicago 
icago Heights, Ill. 


aii] INLAND STEEL COMPANY je 


First National Bank Bid 
Works- Indiana Harbor, Ind. and 
Branch Offices- ST.LOUIS -ST.PAUL- MILWAUKEE- DENVER-DALLAS 


a 
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Je-dWake Vedier’s BI UPDC 


As you walk from your home to your store, or drive 
in the country, observe carefully the many homes and 
private grounds which would be beautified by the erec- 
tion of Waukegan-Cyclone Ornamental Lawn Fence. 

When you drive in the country, count the many rickety wooden farm gates which ought to be replaced 
by Victor Rust Proof Gates. 

You will be surprised at the amount of business near at hand. Why not go after this business which 
is rightfully yours? Give us the names of these prospects, let us send them our catalog and special 
printed matter, and refer them to you, so you and your clerks may close the sale. 

Your farmer trade demands the New Victor Farm Gate because you sell it under the strongest guar- 
antee of durability ever put on any gate. The Victor combines many features. of convenience and 


strength not found on any other farm gate. 


Depects “and” we will’ help CYCLONE FENCE COMPANY 


aby get the business. Our 
Waukegan, Illinois 


effective. 
formation on this money-mak- 
ing line. 
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MYERS 
STORE LADDERS 


With Noiseless Cushion Tire Rolling Trolleys 


Economize every inch of wall Space by 
making shelving clear to cetling accessible. 


FOR ALL MERCANTILE LINES 


Hardware and Implement Houses, Department 
Stores, Shoe and Drug Stores, Dry Goods and 
Groceries, Warehousessand Stock Rooms of any 
kind; also used by Telephone Companies in 
Switchboard Service. 


Light Running—Neat and Strong— 
Safe—Steady 

Just like going up or down stairs. No weaving 

or vibration when mounting or descending. 

Both hands free for removing or placing stock. 


Easy to Install—Occupy Small Space 
Thousands in Service and Giving Excellent Sat- 
isfaction. Attractive Circulars and Information 


on Request. 


F. E. MYERS & BRO. “otto” 


ASHLAND PUMP AND HAY TOOL WORKS 


a NE 


<< 
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Excelsior Rust-Proof Fence 


You will need to do mighty little in the way of talking pros- 
pects into customers if you sell Excelsior Rust-Proof Fence. 

An extensive advertising campaign is now running full blast 
to do all the talking ior you, preliminary and otherwise. We are 
speaking our mind to the nation in regard to the strength of 

lsior patent clamp joints, the rust-proofing of our galvaniz- 
ing-after-making process, and the strength of the wires we use. 
Not only that, we are shunting the demand your way by mention 
of the “local hardware dealer.” 

As far as your townspeople are concerned you are he. Our 
message to you is: Stock now! Order from your jobber, or 
write directly to us. 


WRIGHT WIRE COMPANY 
WORCESTER, MASS. 











The good trade 
paper is the most 
powerful medium in 
advertising per unit 
of circulation that can 
be secured.”’ 





—John Lee Mahin, President Mahin Ad- 
vertising Agency, Chicago, «n an address 
to the Federation of Trade Press Asso- 
ciations, Chicago, September 26, 1914. 











le a 





























June 24, 1915 HARDWARE AGE 


DOUBLE OP AL WIRE 
ZINC COATED SCREEN CLOTH 


Galvanized After Weaving : White Satin Finish 










There is only one OPAL Wire Screen Cloth. This is a trade 
name and trade mark, used exclusively by us for many years as 
applied to and descriptive of our own superior Zinc Coated 
product, and is so registered in the U.S. Patent Office. 


Buyers should guard against being misled by other makes of 


screen cloth represented as ‘‘Opal Finish,’’ or ‘‘an Opal cloth, ’’ a O,,977; | 
or similar expression involving the use of our trade name. |e CG | 
1M ‘ 

. « . e if iy \ : 

Get the genuine OPAL. There is nothing ‘‘just as good,’’ as ne: cae 


thousands of dealers will confirm. extn acer | 
Look for the Name on the Label i 


t 
Perea et a ae el 
Pr: gs roa } 
, : 


> 


WIDTHS 
18 to 48 in. 


12, 14 and 16 
MESH 





NEW YORK WIRE CLOTH CO. 


233 Broadway, New York Works: York, Pa. 


TAHT HE 
HAWK Hii 
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Every Farmer and Country Resident Needs This 
Pump—and We'll Help You Sell it to Them 


The Goulds Fig. 1604 “New Alert” Double-Acting Force Pump is 
made for service with small capacity home water supply systems. 
For the latter it is provided with an air valve and supplies both the 
air pressure and water for the tank. 








Any time the owner wishes to change from hand to power operation 
he can do so easily by using our Fig. 1613 Jack as shown. This is 
only one of the more than 300 types 


GO coe veey crevice EVERY SERVICE PS 


which we are advertising in all of the leading farm 
papers. Every day we are re- 
ferring to our dealers large num- 

; bers of inquiries from this adver- 

is tising. 

m . $We also furnish these dealers 

3 free advertising booklets for local 

distribution, printed in their own 

names. 

Write our nearest office for our catalog 

with discounts and ask for complete in- 


—— formation on our advertising help for 
Fig. 1604 dealers. 








vy 
. 





Fig. 1604 with Air Valve and Fig. 1613 Jack for Hand or 


ower Operation 


THE GOULDS MANUFACTURING COMPANY 


Main Office and Works: Seneca Falls, New York 


Branch Houses: Boston, New York, Chicago District Offices: Atlanta, Houston 
+ SEuannvenvanunnaarannceaseescaunsannannncauanececesseasgsaqouucenaceeveeeneessuacuocecoaavcegeeessgnssvccuecaueeeeeeveessssqosuacacaseceeeseesssvesvornscaveeeevesssssssovanauenecegeegnanvsvocnscneonvensastessassosssuocaveveesssvusvavsscaneceaeceenegsssevssvasoqeunnaneareeeeeneesnessnoeacccccarcastt 
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BLACK DIAMOND FILE WORKS 


ESTABLISHED 1863 INCORPORATED 1895 





Twelve Medals of Special Grand Prize 


Award at 

INTERNATIONAL GOLD MEDAL 

E iti Atlanta, 1895 ’ 
xpositions 





Copy of Catalogue will be sent free to any interested File User upon application. 


G. & H. BARNETT COMPANY Philadelphia, Pa. 


Owned and Operated by Nicholson File Co. 
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he The Accuracy | | 
pring and firm ° 
joint Calipers in of Union Rules 


all required styles 
and sizes. All is obtained by means of improved ma- 
chinery of the latest type. All gradua- 
tions are clear and clean-cut—therefore 
readable. Union rules are tempered and 


veryaccurate, 
quick acting and 





of the best quality neat in appearance. There are lengths } 
material. and styles to suit the wants of your : 


trade. | 
Write for particulars and prices. | 





Catalog No. 3l 
contains full par- 


ticulars. UNION CALIPER CO. 


ORANGE, MASS. 
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ATHOL MACHINE CoO. 


ATHOL MASSACHUSETTS 






























g SMITHS EGE Mg MANUFACTURED BY 


green Smith & Egge Mfg. Co. 


BRIDGEPORT, CONN., U. S. A. 





Send for This SIX TUBE REVOLVING DRIVE PUNCH will perforate a hele 
prices through paper or leather, nearly the full length of the tube, at any point on the 


Puts the nore ag desire to cut, which is a feat that cannot be executed with the ordi- 

Hole where The “SEMCO” is made of Cold Rolled Steel, nicely nickeled, the tubes from 
ou want it Special Drawn Carbon Steel Rod, and each one finely tempered. 

y Packed in individual paper boxes and one dozen in a container box. 


“SEMCO”’ signifies QUALITY, BEING THE ABBREVIATION FOR THE SMITH & EGGE MFG. CO. 
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| Parker’s Double Swivel Vise 


appeals to Tool Makers instantly. Operator is saved the usual 
bother of removing the work from the vise jaws. It can be 
swiveled on base or turned in barrel, without even touching the 


SS) os 
| soo) Ne Vise Screw or Lever, and is held in position by a turn of the 
| ot —~ tightening studs. 
‘ a Made with Parker’s Solid Steel Bar Slide Strengthener—a 
= we Patented Feature found on no other vise. The Tool Steel Jaw 


Faces are removable and renewable. 





PATENTED JAN. 2, 1906 Always a big seller. Send for No. 5 Vise Catalog. 


N. Y. Sal ,32 W S 
The Charles Parker Company fictories — Meriden, Conn. 




















The Original GREEN RIVER 
SCREW PLATE 








‘“‘Hold-Fast”’ 


Sliding 
Lever raised. 


Lever rie T Bevel 


Imported Wood Handle— 
Heavy Brass Trim 


No. 105—Made in 6”, Send 50c. for sample. 
8”, and 10”. 




















Shows 





Simplicity and ease of adjustment are the distinguish- 
ing features of the “GREEN RIVER” Die. 

It is all done from the face of the Die and without 
removing the Die from the Stock. 

The cup-head screw on the right acts as a hinge, hold- 
ing the Die halves together. 

The size is regulated by the taper-head screw on the 
left; driving it farther down opens the Die to a larger 
diameter; backing it out closes the Die to a smaller 
diameter. 


An entirely new device for locking the Blade 
—Washer and lever are case hardened drop 
forgings. 





The whole Die and guide 
when in use is clamped 
firmly in the Stock. 


Wiley & Russell 
Mfg. Co. Div. 


Greenfield Tap & Die Cor- 
poration, New York, 28 
Warren St.; Philadelphia, 


We have an attractive proposition to make 
dealers who will display this Bevel. Write us for 
details. 


This Bevel controlled and made only by 


The Southington 








; Sectional View Showin 
Hardware Co., Southington, Conn. Hinge Screw at Right ss 38 No. 6th St.; Chicago, 
Also Squares, Levels, and other Tools—Wood Screws. — wags yea - ae 















Since 1837 






They will increase your trade. \ > 
The best carpenters know . 
all about them. Every one . 
sold means a satisfied cus- 
tomer. You know what that 
means. 


Send for Our Catalogue. 





Carpenters 
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(Patented) 


THE CHAMPION 
Double 


acing L Loor Hinge 


This handsome hinge of few parts has 
the “call,” and deserves it. 


The entire weight of the door rests on 
a ball bearing and allows the door to 
swing freely and easily without jar or 
noise. 


And all a carpenter has to do to attach 
this hinge, is simply saw out a rectan- 
gular piece at the bottom corner of the 
door and make a slight mortise for the 
strap ends of the hinge. No wonder 
it sells. 


Send for our Catalog of Profitable 
Hardware Specialties. 


The Champion Hardware Co. 


GENEVA, OHIO 





__— 
A SRE 













HELLER’S 


PIVOT DOOR CABINETS 


LAY ALWAYS 





pIsP 


SEND FOR CATALOG No. 24 


showing the largest assortment of 
Hardware, Shelving, Fixtures, etc., in 


the United States. 
W. C. HELLER CO. 


MONTPELIER - ~ OHIO 


June 24, 1915 














Every Inch of Box 
Strapping Usable 


A novel device (pat. app. for) prevents the band 
from twisting and uncoiling after the length is cut. 

No loose ends to scratch a person passing. 

Sell De Haven’s Roldsafe Box Strapping. The 
above feature goes with every sale. 


The De Haven Mfg. Company 





Brooklyn, New York 

















PORTSMOUTH IRON ) 
oe I Like o Stone Wall to Rust&Grrosin } A A 









Fire and Wear Protection 


In order to secure the most certain fire 
protection, more builders every day are 
specifying metal roofings. And to be 
equally safe from repairs and abbreviated 
service, many of them are asking particu- 
larly for 


Whitaker 
Galvanized Roofings 


These are made of Whitaker Brand long 
life Open Hearth Steel, Copper bearing 
Ohio Metal or the rust-resisting Ports- 
mouth Iron, and are ‘known for their un- 
varying high standard. 

Sell YOUR trade these brands and you sell 
them more than mere fireproof roofings, 
for you include “more wear per square” 
in every deal. 


Get the 1915 Catalog and Prices. 


WHITAKER - GLESSNER CO. 


Portsmouth Works 
PORTSMOUTH, OHIO 
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ABSOLUTELY NEW 





WATROUS < ait Door 
Catch No. 210 

Here is an article your customers will 
appreciate. Fills a long felt want. Keeps 
screen door fly tight. Works automatically 
and never misses. Rubber contact protects 


door frame from damage. Gives perfect 
satisfaction. 


FRE Sample mailed upon request. 
Write for it today. Judge for yourself 


its wonderful selling possibilities. 


WATROUS-ACME MFG. CO. 
DES MOINES, IOWA 





1401 Metropolitan Street 














AGE 





VIcKINNEY 








Hinges in Boxes 


When a customer comes into your store 
for hinges must he wait impatiently while 
your clerk searches through dark, dingy 
bins and bulky barrels? 

It would be so much more satisfac- 
tory and profitable for you to hand him 
McKinney Hinges right off the shelf. These 
hinges are packed one pair with screws in 
a strong paper box and all lids are gummed 
on to prevent contents from spilling out. 

The next time somebody asks for hinges 
be prepared. Get ready now. 


McKINNEY MFG. CO. 


Pittsburgh, Penna. 
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“EL-WEL-CO.-TI” 


(electric welded cow tie) 


Is the best cow tie on the market 
—is superior in weld, appear- 
ance and strength—and is guar- . 
anteed not to break. Made in 
Ohio Pattern, two toggles, 
straight link, any length. 

Note the difference between our 
toggles and those offered as “‘just 
as good.” 

Made full: size to gauge—if 
marked 2/0 or 3/0, you may be 
sure that’s what they are. You 
will not get a size smaller as in 
some other makes. 


Sold by all jobbers, but for 
your own protection insist on 


“EL-WEL-CO-TI”’; refuse to 
accept substitutes. 


STANDARD CHAIN CO. 


Pittsburgh 











P? HARGAIN] 





Bargain Clothes 
Line Sells to the 
Average Class 


We mean just this: 99% of your busi- 
ness comes from the “common people,” 
so called. They demand low-in-price 
articles. 


As far as good material and careful 
workmanship is concerned you'll not 
find a better article than our Bargain 
Clothes Line. Best of all, it gets hot 
on the trail of competition. 


Early orders get early trade. Lay in 
your supply at once. 


ESieo MILLS 


FALL RIVER -_ =. 
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No. 170 NEY Carrier 


Lightest draft Fork Carrier made. 7-in. Roller 
Bearing Sheaves. Wide mouth permits the lift- 
ing pulley to carry near track. Made extra 
strong. Big seller. Good profit. 


We make the largest line of Haying Tools in 
the world. Send for New Catalog. 


The Ney Mfg. Company 
Canton, Ohio 














A PROFITABLE SAFETY DEVICE 
T h e y C O m e B a C k Saaaneen bes treacherous. A swinging garage door is 


A bent mud guard, a broken lamp or radiator hurts 
your customer’s pocketbook just as much as personal 


ibeaon Cary’s Universal 
givethem UALy S UNIVversa injury. SAFETY FIRST He must take certain pre- 


his machine. 


, i! Box Str ap The Griffin Garage Door Holder 














No. 1914 
atente 
It is the onl Strap is a simple, strong, serviceable article designed expressly to 

in existence at can HOLD THE DOOR OPEN. The only practical article ever 
be absolutely depended Se cur ir akaen Geis < yetihasgir magia’ 
upon to run true to Get ready to demonstrate : there’s money in it for you. 
width and gauge and Made by 
uniformly soft  an- THE GRIFFIN MAN’FG CO., 
nealed so that it has 37 WARREN ST. 17 E. LAKE ST. 
great tensile strength NEW YORK ERIE, PA. CHICAGO 

an yet e 

nails will drive 

readily. 

Our Strap is IT IS 
the standard for qual- HOLDS NEVER 
ity, full weight and full THE IN 
measure. DOOR THE 

OPEN WAY 
Every reel warranted 
to contain 300 feet. All 
are equipped with our 
Patent Metal Hanger. 


Menufestavers also of Flat and Twisted Wire 
Box Straps, Box Fasteners, Clasps, Seals, Cor- 
rugated Joint Fasteners, Hinges and Hasps, etc 


CARY’S Everlasting FLEXIBLE STEEL MAT . 


Write us for Catalog and Prices and learn what 
geod profit there is in handling the Cary lines 


Cary Manufacturing Company 


Manhattan Bridge Plaza Brooklyn, N. Y. 

















Tubular Rivets and Bifurcated Rivet 


Packed in CARTONS, Assorted | 
Lengths 50 and 100 Rivets to 


Box. 12 Boxes to Carton 


THITTITy 


SLOTTED CLINCH AND TUBULAR RIVETS FOR MANUFACTURERS 


AUTOMATIC MACHINES FOR SETTING TUBULAR 
OUTSIDE PRONG AND SLOTTED CLINCH RIVETS 


JUDSON L. THOMSON MFG. CO., Waltham, Mass. 
CARTON ASSORTED RIVETS Chicago Branch: 316 North Michigan Ave. 
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3 aS ~ Order STANLEY No. 3000 : : i 
3 “Twinrold” Self Tightening \ 
\ 


Y i) Pat. Sept. 26, 1911, and Nov. 5, 1912 \ i es \ 
on \ a 


It is coiled double. : 
It is self-tightening. ie i) Hil 
| ' 


»~ Nails can’t slip in driving. | . 
; 0 ae | 
hy THE STANLEY WORKS oa 
it i . NEW BRITAIN, CONN. ffi ia \ 
li cr >», 100 Lafayette St., New York 73 EB. Lake St., Chicago < ie Hi Ih 
Wil 


ut 


: 


i. 





r rm 


: i : 
See page 73, also Front Cover ae . ie hi | | Hs 
ey ee Le Pea UH Hl =y 


im Mm - 
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No. 12. 1 Inch 


For The Sharp Ends 
of Rocking Chairs 31 Years Not Beaten 





have quickly found favor with * eigiiatt ainsi Ceili Sei alii 
the trade. A positive protection one years have held the lead. 
against the sharp ends of rocking a: hardware men will tell you 


chairs. Durable and easily fitted 
to the _ rocker. 
Catalog, prices 
and terms on re- 
quest. 





They are built of all steel. They 
are roller bearing and revolve at 
a touch. 


They sell well and give good 
satisfaction—always. 


Get our prices. 


M. B. SCHENCK CO. 


MERIDEN 


Elastic Tip Co. 


370 Atlantic Ave. 
Boston Mass. 


sd 














No. 13. % Inch 














% YOU CAN MAKE E 


a “YANKEE” TOOL CUSTOMER 


of every man who enters your place 


“YANKEE” Tools are now used by all classes of mechanics, and appeal to men of 
avers. aes and calling; in fact, anyone who ever has occasion to use tools of 
any kin 








. YAN KE ~ 


= a jez”. ™!, wal <e6 R& L-SPIRAL RATCS CHET. DRIVERS . 
= wa 








wwe MH ‘BROS MFC c6 


A little der.onstration will at once interest any man in your store and make a 
possible cu’ tomer, the kind that goes away pleased to return for more. 


ONE HUNDRED STYLES AND SIZES 
Your jobber can supply you 


NORTH BROS. MFG. CO. Philadelphia, Pa. 


aN? 130 | TTT TULL 
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You'll Get 
Every Inch 
You Pay For 


We're careful here in the way : 
we measure out rolls of screen 
wire cloth. 





Hit} 





And this also applies to our Hil 
hex. netting and every other prod- Hl 
uct sold by the roll. 


Priest’s | 
Clippers | 


We have the biggest fi 
clipper proposition of- | 
fered to the trade. It’s | 
a proposition that pays | 


Made in U.S. A. | and pays big—because 
H| it satisfies. 


You'll never get short lengths. i 
What’s more, you will find every i 


wo inch salable, every mesh uniform. | 
WiRe CLU' : . | 
Screenings in galvanized, black | 


“ree painted and bronze finishes. Hl 


Judge our complete line by the i 
way your order goes! il 


Our proposition is ff 





| that you stock Priest’s 
| Ludlow-Saylor | Clippers! Write. | 
Wire Co. | American Shearer Mfg. | 
. | Company Hl 
St. Louis Mo. M1 315 Main St., Nashua, N. H. | 
| il 


——————— eS 
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Competition forbids increas- 
ing profits by raising prices, 
but it doesn’t forbid increas- 
ing sales by selling a bet- 
ter line. More sales mean 
bigger profits—you give 
more and get more when 
you sell 


LE TILIN 


For Gasoline 
Pumps and Other Liquids 
















The Deming 
Line is 


Complete. 


It Contains 
Pumps For All 
Pumping 
Requirements ; 
For Operation 
By Any Power. 








a + sl “ee Made a little different— 
n . 

on Request. a little better than others, 

cost no more, sell easier and 

oftener. Our catalog shows 

a long line of profit makers 

















THE of special desi 
DEMING COMPANY siadeiiin ck saliins 
Salem, Ohio bility 
Henion & Hubbell 
PITTSBURGH: 


Sake henaien bx at Somat HAYES PUMP & PLANTER CO. 


Fig. 804 ities CALWA IAAL . 
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that skates could be made 


June 24, 1915 
adjustable for length in a 


Has positive manner and in a 
It safe manner? 
The idea occurred to us 
several years ago and we 
Ever have been making improve- 
ments on that idea ever 
O rr d since. 
Ccu € As the Conron Extension 
Ice Skate now stands, the 
To heel plate is fastened im- 
movably to the _ runner 
bd blade while the sole plate 
Ou is capable of extension 
along the runner to fit any 
length of foot. 

The tightening of two 
nuts fastens the sole plate 
rigidly in position. 

Conron runners are ex- 
tremely hard and tough, 
made with hand-tempered 
edges, and backs soft and 
tough to prevent breaking. 

Order from your jobber 


and write us for particulars 


today. 





The Conron-McNeal Co. 


Kokomo :: + Indiana 








OVER 


aes AAQ() ar 


a ea 


jcL 
4 | 


WILLA ALE 









THE WirE Goops COMPANY 
Worcester Massachusetts USA 

















14,000 Rivets Headed For $1.00 
ON A 


GRANT 


Noiseless Riveting Machine 


A boy or girl at $1.00 
per day can head 14,000 
rivets in bicycle mud 
guard braces, and sim- 
ilar articles, in ten 
hours. 





Rivet heads formed by 
this machine have a 
highly polished finish. 


Machine is absolutely 
NOISELESS in opera- 
tion. 


Breakage of castings or 
marring of surface of 
articles being riveted en- 
tirely eliminated. 


Belt and motor driven 
machines for rivets up 
to %” in diameter. 


Send us samples to be 
riveted and returned to 


you. 
Catalog! 


The Grant Mfg. & 
Machine Company 


B. S. STATION 
BRIDGEPORT, CONN. 






































FIRE PROO! 


PAPER BALERS 


are a source of income and profit to the 
user, Not only that. but they avoid fire 
risk, help keep your place of business neat 
and orderly, and do away with ex- 
pense of having waste hauled 
away. You can’t afford to 
Schick Paper 
Baler when it will not 
only pay for itself, 

t earn you 
money as — 


08s 
and expense into 
saving and 
profit. 
Can be used 
for baling ex- 
celsior, tin 








scraps, 
rags,etc. 
as well 
as > 
—— Best Prices 
Write today for full information and ask us 
where you can sell your waste paper, rags, etc., 
at best prices. Just fill out and mail the coupon 
below and we'll not only give you the above in- 
formation, but we will quote you our prices and ex- 
plain our liberal 10 day free trial offer 
whereby you can prove to your entire satisfaction 
that a Schick Baler will save money and earn money 
for you. Mail the coupon now. It places you under 
obligation and sure will show you how to save 


o 
money 
Jobbers Wanted 


DAVENPORT MFG. CO. 


Dept. H, Davenport, Iowa. 


OR RE OT A A A A A a —s 





Davenport Mfg. Co., 
Dept. H, Davenport, lowa. 


Please send full information about Schick Balers, de- 
tails of free trial offer and tell me where to sell baled 
paper at best prices. 
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DESIGNED wrt SKILL 
wik. 1 e BUILT sy EXPERTS 
THE QUALIT FLASHLIGHT ; 


Here is just one of the distinctive new Kwikltt- : 
successes—Metal Telescope Case No. 3577. The newest 
and most original Vest Pocket Flashlight. Intensely 
practical, mechanically perfect, and of exceptional 
beauty in design and finish. Not a hinge or clasp on 
the entire case. Without a fault—they have caught as 
the trade. we 


The complete Kwiklite line embraces sixty- ; 
five attractive styles and finishes, also guaran- i — 
teed Batteries and Lamps. 


Take the first step towards increasing your OL 
profits by sending today for our catalogue and . 
discounts. 


THE USONA MANUFACTURING CO. Inc., 5388?%S3'S: S008 Si 


HRNIVUITET nr 


Study These Ideal Sad Iron Conditions 
Horse-Shoe Brand a em? 


WV . On top of them all— 
Ying ers NEEDLE IS BOK? 


2nd. It produces bet- 
ter combustion than 
any other iron made. 


3rd. It is the sim- 
plest iron made. 


4th. It is the most 
attractive iron made. 


5th. It will last six 
to ten times longer 
than any needle-point 
iron on earth. 















; | ~ 
= 





ENN 








Warranted as to quality 
Warranted to give satisfaction 
Warranted as to price 














Plain 

“ 6th, We sell it 
} Bearings through dealers only. 
é 7th. We guarantee it 
i and to give satisfaction. 
ql Steel Ball 8th. But four years 
s : old, yet 100,000 more- 
Bearings than-satisfied users. 
4 9th. It is the iron 
; “ will stand your 
: 10th. Absolutely safe 
4 and reliable. A child 
| | E.nclosed can operate it. 
H 11th. The iron 1 
j Cog ee clean. ‘Can be 
‘ used anywhere. 
H eels 
[: Wh 12th. Write us for 
ff pore or ask your 
ih cas , jobber. 
i Plain Bearings Steel Ball Bearings Size of Rolls 
hi Lg a a oa x¢ _—— There are One Million ee sad irons in scrap pile 
ji 
Hi WE MAKE THE LARGEST VARIETY OF An absolutely gastight metal cap on tank—no packing of any kind 
$s: WRINGERS IN THE WORLD used—the only one of its kind 
it 
if , . 
t rn ee ee The Ideal Sad Iron Mfg. Co. 
i ° . Cleveland, Ohio 
: The American Wringer Co. . msn 
| NEW YORK CITY, U.S. A. The Taylor-Forbes Co., Guelph, Ont. 























“ONE MINUTE” 
The World’s Greatest Washing Machine 


SELLS ITSELF 
Nets the dealer goud profits and makes satisfied customers 
The One Minute Power or Electric Bench Washing Machine 
with Swinging Wringer is a complete laundry in itself. 
Let us tell you how we invite the prospects to your store. 


Write us for our illustrated catalogue giving full particulars 
and illustrations in colors of our Hand Power, Engine Power 
and Electric Power Washers. 


ONE MINUTE MFG. CO., Box A, Newton, lowa 
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“ENTERPRISE” 
Coffee Mill 
No. 100 


so] Height, 144 In. 
| Weight, 44 Ibs. 
Finished in Black 











Just Waiting 
To Get In 


There are flies in your town just wait- 
ing to get inside of the St. Louis Fly 
Trap. And the longer they wait the 
more damage they will do by carrying 
deadly disease germs and filth. 


You are the man who can force the 
issue. You are the logical distributor 
of fly traps. Hence, you are the man 
we want to interest. 


Our line of Fly Traps is complete with 
variety of styles, sizes and finishes; the 
St. Louis is a mere item. We won't 
attempt to describe our fly trap offer- 
ings. Suffice it that the Ludlow- 
Saylor standard of quality is manifest. 
Time is fleeting. Write us at once. 


Made In U.S. A. 


Ludlow-Saylor. Wire Company 
ST. LOUIS, MO. 



























Enamel. 
Price $1.00 


$1.25 


You don’t need to say a word, Mr. 
Dealer, when you show a _ housewife the 
“ENTERPRISE” No. 100 Coffee Mill. It 
tells its own story, quicker and better than 
you can. 


The housewife sees the air tight, damp 
proof, dust proof glass container holding ex- 
actly 1 lb. of coffee. She realizes it does away 
with the bother of a separate container. She 
can’t overlook the fact that her coffee supply 
is always visible—a reminder to get more 
when needed. 


She will notice the little dial on the handle hub 
that regulates the coarseness or fineness of the 
grind. And she will be delighted with the glass 
receiver—conveniently graduated in tablespoon- 
fuls—just the way she is accustomed to meas- 
uring. 


Every part is “ENTERPRISE” made, grinders 
of special metal, and every part standardized for 
quick replacement. 


You won’t be asked either, Mr. Dealer, for a 
recommendation of the “ENTERPRISE” No. 100 
Coffee Mill. Because the name “ENTERPRISE” 
is constantly on every housewife’s tongue. It’s a 
name that means saving of time and work, help and 
satisfaction to her every day in the year. 


The ENTERPRISE Mfg. Co. of Pa. 


Philadelphia, U. S. A. 


Blue or White, 
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The Hardware Merchants’ 


Card Index Record 




















VERY retailer and wholesaler owes it to himself 
to conserve his energy and time, and this com- 
plete system has been prepared to enable him 

to do it. A glance at the illustration above will show 
what a big help it is. There is a division for everything; 
buying and selling prices, special quotations, reminders 


for future advertisements, window displays, special sales, 
follow-ups, stock wanted, etc. With this complete yet simple system 
at your elbow you can plan your work for a whole year and then 
give your entire time to carrying it out on time and reap the harvest. 


Complete Record in Quartered Oak Case 
14 inches long, 6 inches wide—$6.00 


Hardware Age Book Dept,” "*.0'faity™ 


=] 
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Johns-Manville service means more than the 
desire to serve, it means the ability to be of 
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Jouns- 
MANVILLE 
SERVICE 


COVERS 
THE CONTINENT “x: 





Service—a Real Asset Sai Making Sales 


because he knows that the nationally established 
organization behind it, guarantees him the con- 


service as well. 


When your customer asks for a J-M product it is sideration rightly due a purchaser after sale. 














Model J” 
The Guarantee Sells It 


This Long Horn is backed by the strongest guaran- 
tee ever placed on a mechanical hand-operated horn. 


When you tell your customer that The H. W. 
Johns-Manville Company guarantees him permanent 
satisfaction and when you explain that permanent 
satisfaction in this case means a new horn if any 

part of a Model “‘“J”’ Long Horn at any time proves 
sefociive you have sold your customer thoroughly. 

Look as far as he will, your customer find cannot another 
horn on which the guarantee evidences the same complete 
conviction of mechanical excellence as this guarantee does 
on the Long Horn 

The average, well-pested car owner is not looking for a 
cheap horn, but for a permanently efficient warning signal. 
A little lower price does not carry half the appeal of a strong, 
full-fledged guarantee. 

Make your own survey of the horn market and you will 
come to the inevitable conclusion that the Long Horn is not 
only a better buy but a better selling proposition as well. 
ie Write nearest J-M Branch and get our proposition to the 

ade tra 
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able cut size 
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H-W: JOHNS ~ MANVILLE CQ: 





THE CANADIAN H. W. JOHNS-MANVILLE CO., LIMITED Toronte Montreal Winnipeg 












Soot Proof SPARK PLUG 


The Purchaser 
Stays Sold 


One of the surest ways of 
interesting car owners in 
your automobile supply de- 
partment is to stock and sell 
a good, reliable, well-known 
brand of spark plugs. 


J-M (Mezger) Soot-Proof 
Spark Plugs have fourteen 
years’ recognition as depend- 
able plugs. Moreover, they are recog- 
nized as offering the maximum service 
in use. 


This recognition has been steadily added to 
by a big, consistent advertising campaign, 
reaching practically every possible spark plug 
consumer. 


The demand for J-M (Mezger) Soot-Proof 
Spark Plugs is established. It yearly grows 
greater because among other things this plug 
enjoys | the reputation of being a sure “re- 
peater.” Once a man uses this plug he is 
“steel” against the temptation to try something 
else. In sizes for all motors, list price 75 cents 
each. 

Wouldn’t it pay you to investigate our prop- — 
osition to the trade? A postal addressed to 
the nearest J-M Branch brings it. 
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isston & Sons, 
Philadelphia, U. S. A. 
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There’s An Easy 
Way of Getting 
This Display Model 


And it’s not an expensive way either. 


You merely let us have a first trial order of “No. 77” 
Storm-Proof Hangers. We will fill your order imme- 
diately, ship it by fast freight with the display model 
included. 


When the model reaches you place it where your cus- 
tomers can see and operate it. The superior features of 
this combination are so apparent that quick sales will fol- 
low. If you wish emphatic evidence ask for copies of let- 
ters from enthusiastic Storm-Proof dealers. 


The display model itself is certainly worth having. It’s 
a silent salesman. Shows the customer just how our No. 
7/ Storm-Proof Hanger works and helps you in your 
sales demonstration. It’s worth many times its price as 
a sales-maker. 


Mail us your name and address. 


National Mfg. Company 


Sterling, Illinois 
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Big Displays Made with Little Stock 

















Window display made by C. R. Parker for the Garner Hardware Company, Des Moines, lowa 


on the sales floor of the Garner Hardware 

Company’s store in Des Moines, Iowa. They 
are also window trimmers of more than ordinary 
ability. 

Featuring Rice Leaders of the World, Fred re- 
cently tried his hand at a Winchester window, and 
C. R. in a trim window gave Coldwell lawn mowers 
a boost. King used just one rifle in his window 
and a lone lawn mower told the story on the long 
green. 

By the clever use of a mountain scene in the 
background and a framework of trees and foliage, 
Fred King has given depth to his picture and the 
thoughts of prospective customers run naturally 
with the rifle and hunter through the heavy woods 
of the foothills to the mountain hights beyond. 
The graceful curve of the old limb in the fore- 
ground forms part of the circle frame which is 
carried out further by the careful arrangement of 
the wild grape vines. The circular sweep of the 
old eagle’s wings at the top of the windew still 
further emphasizes this effect. The other birds 
and animals used in this window are trophies of 
customers of the Garner Hardware Company, and 
their use built a closer friendship not only with the 


K RED KING and C. R. Parker are team mates 


39 


owners but with the passing public. The show card 
announces in strong letters that the wise ones say, 
“Use Winchester.” This window has a powerful 
appeal and is a splendid example of maximum re- 
sults with the use of a minimum amount of mer- 
chandise. ; 

This is the season in which progressive mer- 
chants are opening their campaigns for fall busi- 
ness in guns and ammunition. For years milliners 
have shown straw hats in February, and sold them, 
too. The clothing merchant shows his styles months 
ahead of the season when the clothing will be worn. 
The shoe merchant anticipates the seasons, and 
hardware dealers have learned that their goods 
move best and sell cleanest when they start early 
on goods whose selling season is limited. 

There are only about sixty days when guns and 
ammunition move rapidly. Ninety per cent. of the 
annual gun sales in the average hardware store are 
made in a sixty-day period. It is good business 
to speed up the machine to anticipate that period, 
to lay your wares and to start people thinking as 
has Fred King. 

On the Active List 

The trim window by C. R. Parker demonstrates 

that he also is an outdoor man with more than 
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Hunting window, trimmed by Fred King for the Garner Hardware Company, Des Moines, Iowa 


ordinary artistic ability. The depth of perspective 
in this display mates well with the gun window. 
The wax figure of the lady by the gate is dressed 
in such a simple, sweet, refreshing manner that it 
just seems to say, “This is my good-morning to a 
little spot I love.” The settee, the carefully tubbed 
little flower bed in blossom, and the flowering rose- 
bush all show care that must be accompanied by a 
well-trimmed lawn. The grass needs cutting. It 
shows it plainly, and what a delightful task it is 
going to be to push a Coldwell over this homey little 
corner of the yard and trim it up. Parker has 
evidently promised himself that he is going to make 
the people of Des Moines want lawn mowers, and 
he has succeeded admirably. A single lawn mower 
has told the story because the stage has been clev- 
erly set. 


Selling lawn mowers is a very simple proposition. 
Some sales just happen along, but the surest sales 
are those carefully planned. A new lawn is gener- 
ally a tip worth taking. The repair shop and the 
grinding man are sources of information worth 
cultivating. A list of the people who hire men to 
cut their lawns will uncover the fact that most of 
these people would push the mower themselves if 
they owned one. Lawn mowers do not class as 
passive merchandise. A lawn mower is on the active 
list. Sales can be increased materially if salesmen 
will just keep both eyes open for prospects and 
both feet burning shoe leather to get to them. Such 
windows as C. R. Parker’s bring dormant resolves 
to a conclusion. It doesn’t take a dozen mowers 
to make a display. He has firmly convinced us of 
that. 


THE LIMITATIONS OF THE FAMILY SCALE 


OHN B. FOLEY, secretary of the New York 
State Retail Hardware Association, has sent 
out a bulletin which contains an interesting article 
on the relation of the family scale to the weights 
and measures movement that is now attracting so 
much attention. The article is as follows: 

Uncertainty has existed for a year past regard- 
ing the attitude of the State Department of Weights 
and Measures toward family scales and of the right 
of merchants to offer them for sale. 

When the early regulation of the department was 
made, requiring that adjusting screws be covered 
to prevent manipulation, scales so treated were ap- 
proved and in some sections were sealed by city and 
county officials. Later examination showed, how- 
ever, tliat no scale of this type satisfactorily passed 
the required test for accuracy and the practice of 
sealing them was discontinued, and they were for- 
bidden for use in selling any commodities. 

Knowledge of the changed attitude of the depart- 
ment became public slowly and there was, as a 


result, some confusion on the part of merchants who 
could not understand why weighing devices for- 
merly approved should be refused approval and 
sometimes actually condemned before being sold to 
customers. 

The reason for the department’s attitude toward 
family scales in commercial use is that inspectors 
found.many of them grossly wrong, being used in 
public markets, by hucksters and farmers, and occa- 
sionally by storekeepers for selling foodstuffs, etc. 
Tests showed short weight frequently, and it was 
found occasionally that the seller was cheating 
himself. 

Furthermore, in several instances reputable gro- 
cers, whose counter scales were absolutely correct, 
were criticized for alleged short weights; the criti- 
cism being made by ladies after purchases were 
re-weighed at home on family scales. 

The latter condition particularly incensed both 
grocers and the State Department of Weights and 
Measures to such an extent that it was decided by 
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the department to discourage the sale of this type 
of scale for any purpose, and to prohibit absolutely 
the use of it for selling any commodity. 

Sealers in the larger cities appear to have paid 
but little attention to these scales except where they 
found them in use in markets, etc., and the sale of 
them has continued uninterrupted for household use 
in such cities. Some county sealers, however, have 
condemned them when they have found them in 
merchants’ stocks, have placed “‘condemned” labels 
on them and forbidden their sale for any purpose. 

This course was manifestly unfair to both mer- 
chant and householder where the latter wished to 
own a scale for ordinary home purposes, but in 
every case I believe the sealer acted from desire 
to do his full duty to the public. 

The writer, in company with one of the jobbers 
of the state, recently called on the State Superin- 
tendent of Weights and Measures, and that official, 
after affirming his intention to drive out family 
scales from use in trade, conceded that they might 
be sold for home purposes without hindrance from 
any official, provided that they were so clearly 
marked on the dial as to leave no possible doubt as 
to their actual character. 

The superintendent suggests these changes in the 
printing on the dial: 

Omit the word “WARRANTED.” 

Substitute in its place the following: 


“FAMILY SCALE” 
“NOT LEGAL FOR USE IN TRADE.” 
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Device for covering adjusting screw must still be 
used. 


With this change the department is willing that 
family scales be sold for home uses only. 


Sealers who have heretofore condemned them 
when found in stock (not use) will discontinue that 
practice, so you may therefore feel at liberty to 
offer and sell such scales for FAMILY USE ONLY. 
In event that you are stopped in this business by 
sealers, please notify this office and the matter will 
be quietly adjusted. 


The department also asks the co-operation of mer- 
chants in its efforts to keep these scales out of use 
for commercial purposes, by informing purchasers 
that they are not legal for sales and will be con- 
demned and destroyed if found employed for that 
purpose; and further, by making it clear to buyers 
of them for domestic use that the scales should 
not be used to check weights of purchases from 
grocers and market men, who necessarily use 
tested and sealed weighing devices in their business. 

Some manufacturers now print scale dials cor- 
rectly; others print the words ‘Not legal in trade,” 
but still use the word “Warranted.” These terms 
are contradictory and should be changed. All man- 
ufacturers will, I believe, shortly print their dials 
to correspond with the requirements. You should, 
therefore, have no trouble in getting scales soon 
which will permit a good volume of business and 
still comply with the very reasonable regulation of 
the weights department. 




















A well arranged display of accessories recently made by the K. D. Horrall Hardware Company, Olney, Ill. 


Well Arranged Display of Acces- 


sories 


§ eee form the central figure in the attractive 

display of auto accessories made by the K. D. 
Horrall Hardware Company, Olney, IIl., which is 
reproduced herewith. They are arranged in an 
unusual way and attract a great deal of attention 
to the window. A display of other accessories, 
neatly arranged, did the rest. 

The Horrall company has been carrying acces- 
sories for about a year, and has found that fre- 
quent displays of the line in the show windows 
produce good results. The display includes a com- 
plete assortment of the goods that a motorist gen- 
erally buys from the hardware merchant. 


Coming Hardware Conventions 


CAROLINAS RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Isle of Palms, July 13, 14, 15, 16, 1915. 
T. W. Dixon, secretary, Charlotte, N. C. 

NEW YORK STATE RETAIL HARDWARE ASSOCIATION 
CONVENTION, Buffalo, February 15, 16, 17, 18, 1916. 
John B. Foley, secretary, Kirk Building, Syracuse, 


Ss 


THE ONTARIO SPECIALTIES LIMITED, Ottawa, Ontario, 
successors to Aluminum Castings, Limited, has been in- 
corporated to manufacture and deal in metal specialties, 
by W. B. Russel, president, G. F. Perley, vice-presi- 
dent and I. H. Wright, secretary-treasurer; capital 
$100,000. 














HOW WENDELL G. ROBINSON WON 
HIS SPURS 


Interesting Events in the Life of Young Montana Hardware Manager 
Who Has Made Good Under Severe Handicaps 
By “THE ASSISTANT MANAGER” 


are members of a mutual admiration 

league. We became acquainted some ten 

years ago when he was a cub clerk in the store of 

a competitor and I was manager of the biggest 
hardware store in town. 

A desirable builders’ hardware contract was in 

the air. I handled the job for our store and wires 

were so well laid I thought that contract was roped 


W_ sre m G. ROBINSON is my friend. We 

















Wendell G. Robinson 


and branded, but I reckoned without the hundred 
and sixty-pound blond down the street. He had it 
sewed up and the goods on the way before I came 
out of the trance, and an order was never lost that 
brought better results. 


Resolves and Results 


I met Wendell shortly after this incident and 


told him I liked his gait. We chatted five minutes 
on the street corner and I returned to the store 
determined to put that boy on our payroll. He went 
on down to the store where he was employed with 
an equally strong determination to land a job 
with us. 

The opportunity came when my head clerk termi- 
nated his contract with more vigor than virtue. 
The domestic eruption in our hardware family came 
on Saturday, and Sunday morning Wendell Robin- 
son was at my bungalow about the time our Plym- 
outh Rock roosters announced the coming of dawn. 
He camped in a porch swing some two hours before 
he had the chance to make his application. We ate 
breakfast together, and over our coffee I learned 
something of the foundation this young fellow had 
laid. 

Wendell Robinson was born in Detroit, February 
26, 1888. Four years later his parents moved to 
Helena, Mont., where they resided eight years. 
“Blondie,” as the boys dubbed him, entered the 
public schools and passed through those eventful 


years with fair marks in his classes and a perfect 
record in baseball, boxing and swimming. 
From “Blondie” to “Quick Delivery” 

The Robinson family then moved to Anaconda, 
where Wendell entered the public schools. The 
three years that followed were enough to test the 
strongest moral fiber in him. The town was wide 
open. There were more saloons than business 
houses. Gambling houses of the kind that opened 
their doors and threw away the keys were common. 
The red light district was a town in itself. Money 
was plentiful and wild bursts of speed among the 
smelter men and miners were common occurrences. 
During the three years young Robinson attended 
school in the great smelter camp he rose every 
morning at two o’clock to sell newspapers on the 
street. He was one of those kids who developed a 
punch in each hand and a rare vocabulary in slang, 
but he was bomb-proof against the score of moral 
temptations which assailed him. 

Wendell went in for side money wherever he saw 
a chance. He was a messenger boy, a pin setter 
in a bowling alley, a bell hop and an elevator boy, 
and finally with the eighth grade just behind him 
found a job in a drygoods store. 

“I landed that job,” he said, “because I owned a: 
bicycle and knew where every mother’s son in town: 
lived.” His name was changed from “Blondie” to. 
“Quick Delivery,” but the future was limited and 
a year later Wendell secured his first hardware job 
with the MacCallum & Cloutier Mercantile Com- 
pany. 

Their hardware department was small and the 
road to advancement was as rough as old Mount 
Haggin, which towered 12,000 feet over the town. 

The manager of the hardware department was a 
sterling character and disposed to give his young 
assistant every ounce of help possible, but Mac- 
Callum was the type of owner who believed roasting 
to be the best method of smelting the golden quali- 
ties out of his help. He was the kind of a man 
who could make a walloping big storm out of a 
small amount of material. Most of his men swal- 
lowed his abuses as part of the job, but young Rob- 
inson’s training had been in a school that hits back, 
and round one, between Mac and the new hardware 
kid, furnished material for whispered gossip in the 
store for a week. Mac won, but he knew he had 
been in an argument. Round two, which took place 
a month later, was a near tie, and round three, an 
even break. From then on the boss and the cub 
shared honors and sailed a true course, even if the 
sea was choppy at times. Mac liked his kid clerk 
because the youngster would fight back. He once 
told me that the world needed more vitriol and less 
milk and water. 

Trail Blazing 


He kept Wendell Robinson on end for a year. 
Half the time he was on the end of a broom or 
duster and the other half at the business end of a 
window pole or a nail truck. His salary was twenty 
dollars a month. He soon found out that a rip saw 
and a hand saw were birds of a feather but as 
different as ducks are from chickens. He learned 
the difference between a sauce pan and a Berlin 
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kettle and quickly decided that more knowledge 
plus more work was the price of a raise in pay. 
He soon learned that no clerk is paid what he is 
worth, because the route to more pay is dotted away 
out ahead by men who are demonstrating it to 
the boss that they have already arrived. There is 
no back trail to bigger pay—it’s all trail blazing. 


A Running Start 


Wendell Robinson studied hardware days, and 
every evening lined up in a night school. In three 
years he worked up to $75 a month. He had grown 
big and broad shouldered. His wavy hair was 
brushed well back and it shook like the mane of a 
young lion as he sold me his services that Sunday 
morning. He looked fit and ready to tackie any- 
thing when he reported for work—and he was. 

The first week he tackled our stock room and 
shook things up until the bones of the manufac- 
turers of some ancient hardware rattled. He sold 
more safety razors that week than we had sold in 
the previous month. He hung around the door wait- 
ing for it to open mornings and left his job at night 
as reluctantly as a fellow leaves his sweetheart. 

He told me that time was something he didn’t 
care to consider, but that he wanted the opportunity 
to learn. He couldn’t figure discounts to his own 
satisfaction, and when that boy and Ladd’s Dis- 
count Book got together it was like the mating of 
a pair of warblers in the spring. He caught the 
swing of it in a hurry, and after the first thirty 
days I caught no errors in his figures. He went 
slowly at first, but he worked many evenings on his 
own time to even the balance. 

At the end of each day I checked, priced and 
figured the sales slips for the day. That youngster 
never left the store before I did. If desk work kept 
me an hour after the store closed, it kept him. If I 
wanted information about any charge or any stock, 
he was there on his toes. He studied buying, he 
pumped every salesman dry of information about 
their goods. 

The Evolution Period 

His loyalty was of the brand that doesn’t wash 
out in the first rain. Sometimes it was excessive. 
One day we caught a thief. The fellow had stolen 
a plane. I took him back to my desk to talk it over, 
but was interrupted by a customer and had to step 
out of my little office. The culprit tried to slip out 
the back door. My new clerk brought him back 
and flung him with such careless force into my 
chair that it shattered two chair legs and ended the 
revolt. 

Wendell was in a process of evolution. He was a 
good example of an armed nation. He knew how to 
box and he never strained a point to dodge conflict. 
Sometimes I thought his powers of salesmanship 
predominated and at other times I felt sure his 
slugging proclivities were supreme. He tapered 
off, however, and in time arrived at a point where 
he took his wrath out in additional sales well clothed 
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in smiles. He came to that stage of perfection 
where a five dollar bill in the cash register meant 
a more complete victory than a bundle of five in the 
solar plexis. He learned that big men roll up their 
sleeves for sales promotion more often than for a 
free-for-all, and when Wendell was convinced of a 
thing there was never any doubt about his being an 
ardent disciple. 


The Result: of Encouragement; Plus Effort 


Three years ago he became manager of the hard- 
ware department of the Copper City Commercial 
Company. I met him recently. He sat at my old 
desk and it was a pleasure to see him there. Under 
his management the business has expanded. I used 
to think I was some stickler for neatness in the 
store, but the old store had improved. A few added 
floor cases, a couple of new wall cases, and a new 
scissors case made the store look better. These 
changes were for the good of the store. The stock 
was clean as a whistle, bought right and on the 
move. 

“Do you know, Mr. Assistant Manager,” he said 
as we sat down together, “the biggest thing you 
ever did for me?” I confessed that I didn’t. “Well, 
old man, I just want to tell you that when you used 
to drop your hand on my shoulder and say, ‘You’re 
making good, Wendell,’ it used to put more courage 
and ginger into me than anything in the world.” 

I’ve thought over that remark many times since, 
and it’s a cinch that honest praise is the cheapest 
and at the same time the best air to keep in the 
tires of a machine out of which you want service 
and speed. 

And then, Wendell Robinson has done another 
thing. He is younger than the men on his sales 
force. He worked with them as a clerk and has 
held them to a man as manager. That is a test 
few young men of twenty-four would care to guar- 
antee. He is now twenty-seven and is not only 
holding the old force, but has made them more 
efficient. 

“T attribute my success,” he said, “to a readiness 
to always do more than I was paid to do, and to a 
pair of eyes that couldn’t see the clock. An old 
merchant once said to me, ‘There is no fishing 
where there is no mending of nets.’ That fits this 
hardware store, and when there is no business we 


work on the stock.” 


A Good Example 


Wendell Robinson is a credit to the hardware 
business. We need more young men of his type, 
From a newsboy in an environment that was any- 
thing but saintly at fifteen, he became the manager 
of one of Montana’s best hardware stores at twenty- 
four. His ambitions and the way he has hewn to 


them are examples any young fellow would do well 
His greatest ambition is to own his 
It is a safe prediction that it 


to emulate. 
own hardware store. 
will be realized. 
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SUGGESTION IN 





SALESMANSHIP 


By FRANK FARRINGTON 


. 


OME salesmen possess individual qualifications 
S which make it easy for them to suggest di- 
rectly or indirectly the idea they wish their 
customers to receive. The salesman with the right 
personality, what we may call a “selling personal- 
ity,” finds it easy to direct the channels of his cus- 
tomers’ thoughts. His whole attitude and ex- 
pression convey the idea he wishes absorbed and the 
customer unconsciously develops a favorable feeling. 
In developing suggestive salesmanship, salesman- 
ship which will act through the indirect expression 
as well as through the direct, the salesman should 
know his customer’s peculiarities. The better you 
know the individuality of the prospective buyer, the 
better you can lead his mental processes. The bet- 
ter you can read human nature, the better you can 
handle the individual buyer. Unless you are able to 
read human nature in others they will get the bet- 
ter of you. Your customers will prove too much 
for you. 

It is necessary for you to keep the upper hand 
with the customer if you are to do the leading. This 
does not mean that you are going to browbeat him, 
but that you are going to understand him better 
than he understands you. Yours should be the 
greater mind if it is going to suggest to the other. 
Yours should be the self-confident position but not 
the over-confident. 


The Power of Suggestion 


If your suggestions of any kind are to carry 
weight they must be made with enthusiasm. The 
customer will feel in a minute any lack of faith in 
your own goods. If you are apathetic, apathy will 
show in all you say and do about the goods. Com- 
petition is too keen for a man to be a success in 
selling if he feels no enthusiasm over his goods. 
In buying we buy the items about which we develop 
enthusiasm, but the buyer will not develop much 
enthusiasm when the seller cannot develop it. En- 
thusiasm suggests enthusiasm and apathy suggests 
apathy. Without knowing why, the prospective cus- 
tomer who is met by an unenthusiastic salesman 
will himself fail to continue even the enthusiasm 
he felt when he came into the store. 

You may talk in strongly favorable language of 
the goods you are trying to sell. The price and the 
quality may be all that you claim and you perhaps 
claim enough, but along with your talk will go sub- 
conscious suggestions which will unconsciously be 
absorbed by the buyer, and this suggestion will be 
one of apathy or enthusiasm about the goods just 
according to your own inner feelings. 

Every sale you make is a mental transaction 
rather than a verbal or a financial one.- In order 
to make the sale it is necessary that you talk and it 
is necessary for money to change hands. But the 
talk is merely the medium for the exchange of 
ideas and the ideas themselves are existent only in 
the mind. The money end of the deal is only the 
result of the mental transaction. It is your own 
mental attitude and the mental attitude of the buyer 
that are to be considered. The situation is con- 
trolled by those mental positions. 

There is a great deal of talk about the psychology 
of salesmanship. That is nothing but the mental 
side of buying and selling. And after all what is 
there about salesmanship that is important in such 
a degree as the mental feature? 

When salesmanship is regarded from its mental 
side, the consideration may be slightly more tech- 
nical. It may appear more theoretical. But then, 
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nothing is more practical than sound theory. 

If we are to suggest definite ideas to a customer 
through manner and through any indirect means, 
we must see that the conditions are as far as pos- 
sible favorable. In making a distinct and accurate 
record on the cylinder of a phonograph it is neces- 
sary to eliminate all unnecessary noises and to con- 
centrate the desired sound waves in the receiver. 
In taking a long distance telephone message where 
the voice is indistinct it is necessary to concentrate 
attention. If you are going to get a delicately ex- 
pressed suggestion registered in the prospect’s mind, 
you must see that there is no conflicting idea in the 
air, that the suggestion has a clear field and that 
the mind of the recipient is in a favorable attitude. 

In getting an idea before the prospective buyer 
clearly it is desirable to emphasize its most striking 
characteristics. Any suggestion that is involved in 
a maze of detail, that is not a well defined sug- 
gestion when it reaches its destination, will probably 
fail of an effect. 

The attention of the customer is secured at the 
outset by using his sense of sight and touch. Get 
his mind directed to what you want to sell by get- 
ting him where it will fill his sight. Let him touch 
it when the touch will convey a sense of quality or 
convey some desired impression through the feeling. 
With his eyes and hands conveying to him the sug- 
gestions you want him to receive, his ears will be 
open for anything that will strengthen the im- 
pression of the other senses. 

Find out from what point of view the customer 
views the article and its purchase. Put yourself 
in his place to the extent of viewing the proposition 
as he views it. Then you will know what ought to 
be said and done to get a favorable mental attitude 
on his part. 

Price and Quality 


It does not take much sounding to discover that 
one customer is regarding a purchase solely from its 
financial side, or that another considers the style 
and quality of the goods rather than the durability 
or the cost. The customer’s desire should receive 
consideration but there should be a constant effort 
to suggest the importance of other considerations 
when there are other considerations of great im- 
portance. 

If the buyer’s chief regard is for price, suggest 
to his mind the importance of quality—unless you 
prefer to meet competition and to sell on a price 
comparison exclusively. Where the customer con- 
siders quality the main thing, while price is your 
chief advantage, impress indirectly the importance 
of buying economically. 

The valuable fact that you lodge in your custom- 
er’s mind by indirect means, by suggestion, will be 
of the greater worth because he will probably think 
he has been clever enough to discover that fact him- 
self. Many items of information about the goods 
you are selling will have a greater vaiue for being 
insinuated instead of being expressed outright. 

Some writer on salesmanship has said, “Don’t 
take yourself too seriously.” There is probably 
something in this. However, I do not believe any 
salesman can afford not to take himself and his work 
seriously. The light minded man is destined to be a 
light-weight all through. He does not get ahead be- 
cause he does not take himself seriously enough. 
I believe in being happy-minded, cheerful-minded, 
and in showing it, but I do not believe in being 
light minded. A man may overdo the matter of 
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taking his work seriously, but I say, take yourself 
seriously. 

The light minded chap who is full of light ideas 
and of light-weight talk may be agreeable enough to 
listen to in small doses, but he will not make many 
big sales. Small talk and joking are not a part of 
selling goods. Joking with customers is expensive 
business. Sometimes they are not ina mood to care 
about jokes. It is very difficult to tell a funny story 
well. It is much more difficult to make it fit well 
into a selling talk. It is almost impossible to get 
hold of stories the customers have not heard before. 
The penalty of humor in salesmanship is loss of 
sales. 

Although you may decide that it is not worth 
while for you to use suggestion in your selling, 
nevertheless it will enter into your work. You will 
suggest involuntarily things you would not volun- 
tarily suggest. If you are careless about giving in- 
formation regarding the goods you are selling you 
suggest that you do not know much about them. To 
suggest your own ignorance about your stock is to 
suggest to the buyer that it would be a good plan to 
look elsewhere. 

Know Your Goods 


I don’t believe a man can really do the best kind 
of work in selling goods, the uses of which he is not 
entirely familiar with. If you do not know the util- 
ity of every item you have occasion to sell you will 
fall somewhat short of being unable to show the 
greatest worth of the goods. You cannot point out 
to customers points of which you yourself are ig- 
norant. The more knowledge you have of an article, 
the more experience you have had with it, the better 
you can sell it. 

A man cannot have practical experience in all the 
lines he is selling perhaps, but he can take advan- 
tage of every opportunity to gain experience and 
where he fails to get experience he can get knowl- 
edge. Nothing will be of greater help right here 
than the trade papers. | 

I know there are some salesmen who have no faith 
in “This suggestion talk,” as they call it. They do 
not believe that a customer is influenced uncon- 
sciously by the actions or by the indirect expressions 
of another person. The actual importance of sug- 
gestion however can easily be demonstrated. Step 
into the waiting room of a small railway station 
where a number of people are waiting for a train 
soon to arrive. Sit down and wait five minutes, 
then get up, look at your watch, button up your coat, 
pick up your bag and start for the train. If none 
of your fellow travelers pay any attention, then 
there is nothing in suggestion. As a matter of 
fact, however, half of them will probably follow 
you and the rest will want to. We cannot help 
being influenced by suggestion. 

Every salesman uses suggestion to some extent. 
If a customer shows a tendency to buy a cheaper 
article than we think he should buy, don’t we damn 
that cheaper article with faint praise, saying that 
it “is all right for the money,” and when we say 
that, aren’t we saying, suggesting in a roundabout 
way that it is not very good? Just as we are al- 
ready accomplishing certain ends by means that are 
suggestive though we may not have realized it, so 
we can accomplish more by the development of our 
suggestion tactics. 

Suggestion should begin with the entrance of the 
customer. That is, instead of waiting for the op- 
portunity to develop in the course of conversation 
about the goods, opportunity should be made for 
the suggestions to take effect. One of the first 
things that may be suggested is the advantage of 
buying the best grade of goods that can be afforded. 
If the customer is thus made unconsciously to ele- 
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vate quality and to subordinate price before having 
made any statement about how much he expects to 
pay, there will be one less influence set against you 
at the outset. Every salesman knows how a cus- 
tomer will stick to a price limit once set, not so 
much because of the actual inability to pay more, 
but because he has set his stakes and does not want 
to back down. 

A suggestion in the way of courtesy to a customer 
will often soften a long wait or help a tired feel- 
ing. If you are busy and there is no one to wait 
on a customer, the indicating of a comfortable seat 
and perhaps the offer of some advertising literature 
after discovering the customer’s want, will make 
the wait even a desirable thing for your sale. 

You can suggest to a customer things you would 
not say outright. You sometimes know better than 
the customer what he wants or needs. You cannot 
intimate that or let him see that you think it. In- 
stead you must suggest the points you appreciate and 
that he fails to appreciate. You should search the 
customer’s mind from first to last and make tact- 
ful and careful use of what you find there. 


Discrimination Necessary 


In order to avoid making suggestions that will 
have an adverse effect, it is necessary to read the 
customer. If you are going to know more than the 
customer about what he ought to buy, you will have 
to study below the surface of his mind. 

Some customers want the thing everybody is buy- 
ing. They want to be “in the swim” though they 
may not want to say anything to convey that im- 
pression. Other customers may reason in an oppo- 
site way and want something different from the 
general run. It is science which will enable you to 
determine to which customer you should say “Every- 
body is buying these” and to which you should say, 
“These are exclusive patterns.” 

Some customers, you will find, like to have you 
take them in hand and tell them the whole story, 
because they are perfectly frank in their admission 
that they don’t know anything about the goods. 
Other customers want you to think them very wise. 
Probably the wise man knows considerably less than 
he would have you think. Probably the ignoramus 
is not the fool he appears. You must avoid sug- 
gesting to any untried customer that he is either 
more or less informed than he appears. Take the 
man as he seems to wish to be taken and govern 
yourself accordingly. 

Of all the things you can suggest by direct or by 
indirect word or action, the greatest is probably 
service. Whenever you are able to cause a customer 
to think your store is accommodating, or that you 
are a willing and a painstaking salesman, anxious 
to please and to see that the purchase made is the 
one that will result to the greatest advantage, you 
are suggesting something that has a great value. 
The public appreciates service. It gets none too 
much of it even at the best stores. Too many peo- 
ple are afraid to step in and look at goods because 
they doubt the dealer’s willingness to supply atten- 
tive and polite service to anyone who is not ready 
to buy. 

Salesmanship may be as simple as A B C and as 
easily learned. If you follow that kind of salesman- 
ship you will get that kind of results and you will 
work for a salary in proportion. On the other hand, 
you may recognize the fact that there is more to 
selling, a greater depth to salesmanship, a science 
that is beyond the A B C stage, just as there are 
studies in language far beyond the learning of the 
alphabet. If you want to go on to the top you will 
set about learning the higher grade of salesman- 
ship instead of stopping satisfied with having mas- 
tered its A B- C’s. 




















LOCAL PROTECTION AGAINST OUT- 
SIDE “TRANSIENT” COMPETITORS 


By ELTON J. BUCKLEY 


tail Merchants’ Association 1 have a letter 

making the following suggestion: ‘“Won’t 
you pay some attention in your legal articles to the 
transient merchant question. So many towns are 
asking me what they can do to keep out the tran- 
sient vendor.” 

Fortunately I can handle this so that it will be 
equally interesting and applicable to retailers of 
other States, as the fundamental law of the subject 
is substantially the same everywhere. 

The situation which retail merchants are com- 
plaining of is typically this: there will be in a given 
town the usual number of established retailers, all 


Bait a representative of the Pennsylvania Re- 


citizens of the place and all contributing in one way ~ 


or another, to the local expenses. Into such a town 
there will come other men with goods to sell—ped- 
dlers, agents, auctioneers, salesmen of outside con- 
cerns, taking orders from consumers. Of course none 
of these pay anything toward the upkeep of the 
place—they have no interest and no part in it out- 
side of the dollars they can take out of it. Every 
dollar’s worth of business which they get is lost to 
the local merchants, who in almost all cases are the 
more deserving of the two. Consumers, however, 
are not discriminating, and it often seems as if 
they prefer to buy goods from outsiders and 
strangers. 

What can be done to keep the itinerants out? 
Is there any way in which the local trade can be 
preserved for the local merchants, so far as peddlers, 
agents, auctioneers and outside salesmen are con- 
cerned? The answer is that there is no legal way 
in which the itinerants can be kept out absolutely, 
though they can be curbed to a certain extent. 

Generally speaking, any city, town, borough or 
township has the power to pass an ordinance tax- 
ing, licensing or regulating the transaction of busi- 
ness within its boundaries. This power includes 
the power to impose what is often called an occu- 
pation tax or license. 

I say as a general thing that cities, towns, etc., 
can pass such ordinances. There are some excep- 
tions, though not many. The power is derived from 
the general and fundamental law of the states. Of 
course I cannot go into the question as to which 
states grant this power to their cities and towns, 
but suffice it to say that in practically every state 
of the union it is possible for the cities, towns, 
counties, boroughs, etc., in it to pass some sort of 
an ordinance taxing occupations. 

There are two fundamental requirements as to 
such ordinances: 1, they must be reasonable and 
they must not destroy business under the guise of a 
taxing ordinance; and 2, they must not discriminate 
between residents and non-residents. Many hun- 
dreds of such ordinances have been declared uncon- 
stitutional by the courts because they violated the 
second requirement. It was a natural error, for 
non-residents were what these ordinances were 
aimed at, therefore it is not surprising that they 
sought to tax only non-residents who came into the 
territory and sought to sell goods. The law, how- 
ever, is very clear that this cannot be done. An 
ordinance imposing a tax upon a transient business, 
or compelling it to obtain a license before operating, 


must tax transient business done by residents as 
well as by non-residents. 

With the above conditions in mind, and speaking 
generally, the average city, county, borough, town- 
ship or other municipal subdivision can pass a per- 
fectly legal and valid ordinance imposing a tax or 
license upon all peddlers, canvassers, agents, sales- 
men, or other representative or person who does 
business within the city limits, “doing business” 
meaning offering goods for sale. But as pointed 
out, such an ordinance must include local peddlers, 
canvassers and agents or it will be bad. Or it can 
pass an ordinance taxing all transient business. 

I find by an examination of the cases that most 
cities and towns have met this problem by imposing 
a tax or license on “transient” business, this of 
course including transient business carried on by 
residents of the place as well as by non-residents. 
It seems to me that this would meet most cases, for 
the outside business is almost always transient, 
meaning that it is not constant, regular and con- 
tinuous, and that it may be here to-day, gone to- 
morrow and perhaps back again next week. That 
is certainly transient business and it can be taxed 
or licensed. 

What tax or license fee can be imposed? It 
must be reasonable or it will be set aside. As one 
case has it, “authority to tax or license does not 
include authority to impose a prohibitory tax upon 
a useful occupation.” A business cannot be sup- 
pressed through a tax or license. 

I suppose a tax or license fee up to $25 would 
be upheld. 

In many places these ordinances already exist— 
they are simply not enforced, because nobody has 
made it his business to see that they were. In other 
places ordinances primarily intended to prevent 
peddling are phrased broadly enough to include 
canvassers of a more important type. For example, 
in Pennsylvania the official definition of peddler is 
“one who carries from house to house small pack- 
ages of goods, for the purpose of offering same for 
sale.” It makes no difference whether the goods 
belong to him or belong to somebody else who pays 
him a salary to take them about. 

My point is that this definition is broad enough 
to include many canvassers and outside business 
people who do not consider themselves peddlers at 
all. In such cases it would merely be necessary to 
enforce the peddling ordinances, which exist almost 
everywhere in the United States. 

‘A taxing or licensing ordinance is bad if it inter- 
feres with interstate commerce, and a very large 
number of small communities, while manfully en- 
deavoring to protect their own merchants, have 
seen their efforts defeated by failing to remember 
that. No city, town, borough, township or county 
can tax or license a canvasser, sample agent or sales- 
man who represents principals doing business out- 
side the state, and who solicit orders by sample or 
otherwise, for goods which have not yet been 
brought into the state, or if they have been brought 
in, are still in the original packages. The shipment 
of goods under such circumstances is interstate 
commerce, and no agent engaged in it can be com- 

(Continued on page 66) 
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THE MAN BEHIND THE COUNTER 


Why I Told the Consumer Facts 


IM B. JOHNSON, JrR., of Wabash, Ind., writes 
J as follows: 

“A woman stepped into the store the other 
day and directed this question to the clerk who 
greeted her: 

““I would like to have about forty pounds of 
yellow ochre, one gallon of gasoline and a little 
turpentine.’ 

“The clerk studied a moment, but not on the 
question of the probable amount of the bill. Look- 
ing up he asked her— 

“*Madam, may I ask you what you are going to 
paint with that combination?’ 

“‘Certainly,’ was the answer, ‘I am going to 
paint a floor.’ 

““*Who told you to use gasoline and ochre?’ 

“*A painter. I asked him what would make a 
good cheap floor paint, and he told me to use the 
ingredients I have just mentioned.’ 

‘“‘ “Now let me tell you a few things about ochre 
and gasoline as a paint,’ and he went on to tell her 
what worthless material this was for the purpose 
intended. 

“She stood in perfect amazement as he told_her 
things she had never known about paint. After 
he had told her about the evils of ochre and gaso- 
line as a floor preparation, he naturally brought to 
her attention a floor preparation he had for sale, 
one that would give the proper results and one 
that would save her many moments of unnecessary 
aggravation. Needless to say he sold her a nice 
bill of paint besides making her a lasting customer 
by showing some interest in her and by a simple 
statement of facts. 

“I bring this incident to notice because it rep- 
resents an evil the retail merchant has to face 
everywhere. Anyone in this day strong enough to 
hold a brush can become a painter on a moment’s 
notice and can get work. The painter trade has 
degenerated in this respect. I think I am safe 
in saying that 90 per cent. of the painters, or rather 
those professing to be painters have never had to 
serve a full course of instruction under a master 
painter as was formerly the case in every trade. 
When a person employs a painter he is supposed to 
get a man who understands his business and one 
who could do the job better than the employer him- 
self. But time seems to be too short to prepare 
for such a trade. All one needs now is a little 
nerve, credit with the paint dealer and a brush 
and he readily becomes a painter. 


AT 


“What is the effect on the retail paint dealer? 
He must in the natural order of things handle a 
first grade paint and guarantee it to do certain 
things and fulfill certain requirements. I wish 
there never was such a thing as a guarantee, for 
it is one of the most abused things with which a 
merchant has to deal. However, he is burdened 
with it and he must use it to good advantage. Too 
many of them misuse it. But to get back to the 
paint proposition again, as I said, a merchant must 
handle a first-class paint to get the business and 
hold it. Holding it and getting repeat orders is 
the essential thing. Anyone can get a first order. 
Now what is the dealer going to do with the painter 
who misuses a paint and causes him a lot of trou- 
ble and perhaps loses him good business and many 
customers? Nothing. He cannot touch the 
painter directly but he can indirectly by educating 
the customer. 

“The other day I happened to sell a lot of ochre 
to the most crooked painter in town. He bought 
this for a job on which dry paint was unnecessary 
and actually detrimental. He said upon inquiry 
that he was going to paint a roof. All well and 
good. Did I stop with that? No. I went to the 
property owner and told him straight facts about 
primers, something he had never known before 
because he had never inquired into the subject. He 
had absolute confidence in his painter, who hap- 
pened to be the biggest crook in the town. Was he 
pleased? No one ever saw a customer more so. 
He went home and told his painter in good, strong 
language to use nothing but a lead and oil primer. 
His instructions were carried out to the letter, and 
he has a coat of paint on his house that will last a 
good many years. 

“Now, what is the advantage of instructing the 
ultimate consumer in the elementary principles? 
There are many, but here are three that particu- 
larly impress me as being the most important: 

“First, the dealer eliminates the possibility of 
having good goods returned under the broad guar- 
antee. The painter is never held responsible. 

“Second, he takes an active interest in the weal- 
fare of his patron. When a man taken care of in 
such a manner wants more paint he knows where to 
get it. He knows Mr. Honest Dealer told him 
straight facts before and will do it again. 

“Third, it acts as an indirect pressure on the 
painter to do good work, and this is one of the 
most important advantages. 

“T think the education of the ultimate consumer is 
one of the greatest duties of the retail merchant and 
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one from which he may derive a vast amount of 
good. Not only is this true in paint but in all lines. 
To do this the merchant must put forth a lot of 
effort and find out facts for himself. The hardware 
store of today is vastly different from the one of 
twenty-five, fifteen and even ten years ago. Its 
shelves are full of merchandise not even known in 
the past. The paint department in the hardware 
store in which I am now employed, a few years 
ago consisted of a few cans of assorted colors 
that looked as though they were bored with their 
condition and would like to move on into regular 
paint society. And very shortly they did. Our 
stock now consists of nearly everything needed in 
finishing a house from beginning to end and need- 
less to say the business in this line has expanded 
several hundred per cent. We still sell the same 
good old Rogers line that has been with us for the 
past few decades. Customers come to us with their 
paint troubles and we help solve them to the best of 
our ability. We answer all questions cheerfully, go 
out of our way to lend assistance and ninety-nine 
times out of a hundred we land the job. Of course 
we are not specialists—no man can be with so many 
lines in a country town store, but we know some- 
thing about the lines we sell. Not only that, we also 
know a good many things about the lines we don’t 
sell. That is the reason we sell our own. Thus I 
have said that the education of the ultimate con- 
sumer is a prime factor in the success of the live 
and prosperous store. 

“IT am only twenty-four years of age and have 
been in the hardware game only two years, but even 
a beginner can have ideas that may be good. I read 
the trade papers and find therein ideas of many old 
heads who have been in the game many years and 
I thought if they can express themselves through 
the trade paper medium I could also and perhaps if 
one young fellow my own age finds one little truth in 
this it is well worth my time. We live to learn and 
must learn by the experiences of others. Time is 
too short to get every experience every other fellow 
has had so why not express ourselves and let others 
profit by our experiences as we profit by theirs. 
Possibly I have expressed nothing new or vital, but 
as I have said, if some young fellow—and I like the 
young fellow—can gain one little, wholesome idea, 
it is well worth my time and effort.” 


Terminals 


ITIES and automobile owners have troubles with 
their terminals at times. Not many of us con- 
cern ourselves about our city’s terminal troubles; 
however, the terminal troubles of the motorist pre- 
sent a different kind of case. They mean business 
for the hardware merchant who is there with the 
goods. 


Sell Clip Terminals to All Owners of Low-Priced Cars 


I wrote the Rajah Auto-Supply Company recently 
and asked how The Men Behind the Counter could 
increase their automobile accessory sales. The com- 
pany told me that there is a good opportunity to 
sell clip terminals to every owner of a low-priced 
car. 

Take the Ford, for instance, and you can include 
the Studebaker, Maxwell and many of the lower 
priced cars; the factory terminal equipment is a 
ring or loop terminal. To fasten it to the spark 
plug it is first necessary to remove the top screw 
on the plug, then put the terminal over the post and 
put the screw back into place. Anyone who has had 
experience knows what is likely to happen—a little 
slip and away goes the thumb screw down into the 
drip pan. It is not a nice job to pick it out, and 
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considerable time is lost even if it is finally located. 
Of course this trouble is not experienced with the 
clip terminal which the motorist can buy in a num- 
ber of different styles. With these it is just a case 
of slipping the terminal off, replacing the plug if 
necessary, then slipping the terminal on again. 


Wiring Not Changed When Thumb Nut Terminal Is 
Used 


For all cars equipped with the loop or ring termi- 
nals a thumb nut terminal may be sold. The thumb 
nut terminal is fastened to the terminal already on 
the spark plug wire so that the owner has the ad- 
vantages of the clip connection without changing 
his wiring. 

This feature should appeal to the automobile 
owner. Try the plan of suggesting clip terminals 
to those who come into your store and see how it 
works. 


Movement to Eliminate Short-Paid 
Postage 


MOVEMENT has been started to eliminate the 
short-paid postage annoyance, and the Post 
Office Department, through Joseph Stewart, Second 
Assistant Postmaster-General, has just issued de- 
tailed instructions to postmasters which, supple- 
mented with the earnest efforts of representative 
commercial organizations, should secure very defi- 
nite results. 

It is desired to enlist the co-operation of every 
commercial organization and business man in the 
United States in an effort to correct the short-paid 
postage evil in connection with American letters 
going to foreign countries. Numerous reports con- 
stantly coming from all parts of the world indicate 
that the practice of American business men in send- 
ing out their foreign correspondence insufficiently 
stamped is a factor which affects very unfavorably 
the natural extension of our foreign trade. 


Sheet Metal Association Will In- 
crease Membership 


HE Master Sheet Metal Contractors Association 
of Cincinnati, Ohio, is making a strenuous 
effort to increase its membership. All who attended 
the convention at Dayton last week pledged them- 
selves to use every effort to build up the member- 
ship. Notices have been sent out to all of the sheet 
metal workers in Cincinnati and its environs, and 
it is hoped that the next meeting will be opened by 
a large number who are now outside of the asso- 
ciation. The next meeting will be held at the store 
of Vice-President John Weigel, 664 East McMillan 
street, at 7:30 p. m., July 6. 

The officers of the Cincinnati association are as 
follows: F. Wm. Stechow, president; John Weigel, 
vice-president; J. A. Henggler, secretary, and Chas. 
Kobmann, treasurer. 

It is also the purpose of the association to invite 
sheet metal workers in Newport and Covington, 
Ky., to affiliate themselves with the Cincinnati local. 


J. C. Famine of the Failing-McCalman Company, 
Portland, Oregon, was a HARDWARE AGE visitor this 
week. Mr. Failing is on a pleasure trip through the 
East. He visited the great factory centers of New 
England and attended a class reunion at Yale, which 
is his alma mater. Mr. Failing believes the people of 
the East are much more optimistic regarding the im- 
mediate business future of the country than are the 
citizens on the Pacific Coast. 
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HOW TO MAKE COLLECTIONS 


Practical Suggestions to the Retailer on a Most Important Branch of 
His Business 


By GEORGE M. 


on credit and in the hands of the customer is 

a question that concerns every man engaged 
in the wholesale and retail business. If people, as a 
rule, were as prompt about paying their bills as 
they are about making their purchases, the average 
retailer would have little to worry about. But un- 
fortunately a large number of people have the habit 
of being dilatory in making their settlements and 
some we are sorry to state fail to settle at all. 

The question of credit presents many difficulties. 
In your dealings with the public you are never abso- 
lutely certain just whom you can depend on. Fre- 
quently the people whom you put the most implicit 
faith and confidence in are the very ones who put 
you off from month to month, and in the end do not 
pay you at all. In some businesses the credit line is 
not drawn tight enough and this is responsible for 
a number of the worthless accounts that accumulate 
on the books. 

Some retailers hesitate about being too strict in 
drawing the line on credit. John Smith, a prom- 
inent citizen with a reputation for slowness in pay- 
ing bills comes into your store to make some pur- 
chases. You realize that you are taking a chance, 
but rather than run the risk of offending him, you 
are afraid to refuse him credit. This is where a 
mistake is made. It would be far better to come 
right out and tell John Smith that you cannot extend 
him credit. It might make him mad, but you would 
profit more in the long run. If all retailers would 
treat John Smith in a like manner it would not take 
very long to convince him that it is to his interest to 
pay his bills promptly. 


H = to get the money after the goods are sold 


Collect by System 


The trouble a large number of retailers experience 
in collecting their accounts is due to lack of system. 
They send out their bills and statements but do not 
follow them up close enough. Customers can soon 
be educated into making prompt settlements if you 


will go at the matter in the right way. On the first 


of every month when you make out your bills or send 
out your statements, make a list showing the names 
of your customers and the amounts due and keep it 
where you can refer to it constantly. By checking 
off the accounts as they are paid you can readily 
see who is paying up promptly and who is lagging 
behind. When a customer gets delinquent, write 
him a letter immediately and remind him that his 
account is past due. If he fails to respond to your 
first notice keep right after him until he does. 

You do not gain anything by being dilatory with 
your collections. You may think that you are work- 
ing for the best interests of your business by allow- 
ing some of your preferred customers to take their 
own time about paying their account, but in doing 
this you are taking a risk which may ultimately re- 
sult in a loss to you. Insist upon the customer pay- 
ing who can pay. There may be some excuse for 
the man who can’t pay, but none whatever for the 
man who can pay, but won’t pay. He cripples in- 
dustry, restrains trade and creates a long line of 
debtors who cannot pay. He is a brake upon pros- 
perity, a drag upon humanity. 


RITTELMEYER 


Collecting Accounts Important as Going After Business 


If retailers were to spend the same relative pro- 
portion of their time in figuring the right of way of 
collecting their accounts that they do in going after 
business, there would be fewer of them charged off 
the books to profit and loss after the lapse of a cer- 
tain time. Often a retailer fools himself into be- 
lieving that he has a lot of good accounts on his 
books and he only wakes up after someone has 
shown him that a goodly portion of his so-called good 
accounts are really worthless. 

It would pay every retailer to give heed to the 
following advice given by a writer in a recent busi- 
ness magazine: Care is the big word—of equal im- 
portance in both credits and collections, for care- 
less work in either will block the results of good 
work in the other. A man may be careful to whom 
he gives credit, but if he is lax in collections even 
the best of his customers will occasionally get be- 
hind. Of the two strict collections are more im- 
portant and for two reasons: First, in a great - 
many cases it is impossible to tell whether or not a 
party is worthy of credit until he is given a trial; 
second, it is safer and easier to refuse a man credit 
after he has proved himself unworthy under a fair 
chance. Thus lax collections might take from the 
retailer a great many customers who would be good 
in case their bills were collected with business-like 
insistence.” 

What is the best method of collecting slow ac- 
counts? There is no set rule to follow. Some are 
collected successfully by mail, others are collected 
by personal visits. Frequently it becomes neces- 
sary to give the account to an attorney or collection 
agency to get the money. 

It makes no difference how large a volume of 
business you do, unless you can make your collec- 
tions, you are not going to last in business very 
long. 

Publicity as an Aid 


One retailer who had a lot of accounts outstand- 
ing with customers who were slow about paying up 
offered a series of prizes for the best essays on 
“How to Collect Poor Accounts.” Without starting 
any particular collection campaign, he stirred up so 
much talk in his town about slow pay and other 
subjects that he* increased the cash business for 
himself and collected many dead accounts from 
debtors who feared that publicity might be given 
their failure to settle up their obligations. This 
course was suggested in some of the essays re- 
ceived. 

The Law a Help 


Another merchant collected an account of nearly 
one hundred dollars that had been long outstanding 
by learning by accident that the debtor was con- 
templating moving away from the state. As soon 
as he found it out he went to see a lawyer about the 
matter. The lawyer told him that it would be use- 
less to enter suit as the account was six years old, 
but acting on the merchant’s instructions he filed 
suit anyway. The merchant informed him that he 
was merely running a bluff, but he thought he could 
make the debtor settle up rather than have any ac- 
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tion brought that might delay his plans for mov- 
ing. The debtor came around to see the merchant 
a short time after the summons was served. He 
pleaded that he didn’t have any money and offered 
a mortgage on a little farm he owned. The mer- 
chant insisted upon cash being paid or the case 
would go to trial. Three days before the matter 
was due to come up in court the debtor came around 
and paid the full amount of the account, including 
the interest. In this case the bluff worked. 


Value of a Collector 


An implement dealer had an account against a 
farmer which was over a year old. He had made 
numerous requests for a settlement, but the farmer 
seemed determined to ignore him altogether. Fi- 
nally, the dealer, realizing that he would never be 
able to get the money, turned the account over to 
a young man who was running a collection agency. 
His instructions were to get the money if there was 
any possible way for it to be accumplished. The 
young man had a reputation for being a “sticker.” 
He went out to see the farmer and presented the 
account, but he was unsuccessful on his first visit 
in getting anything out of him other than an ad- 
mission that he really owed the debt. The follow- 
ing day he went back again, and for two weeks he 
kept up this performance. Everywhere the farmer 
went he would see the persistent collector, and fi- 
nally in order to get rid of him he paid the account. 
This is a rather drastic method of getting the set- 
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tlement of an old account, but it pays to use it on 
some occasions. 

Success in collecting by mail depends altogether 
upon the ability of the correspondent in writing 
letters that will get remittances. A kind letter 
written to a.delinquent customer will sometimes 
bring results quicker than a letter written in a 
threatening manner. 

It doesn’t pay to haggle, fuss and fume around 
with a delinquent customer. Threatening epistles 
and bullying missives only tend to intensify the ill- 
will of the debtor. You must approach him in a 
way that will appeal to his honesty and self-respect 
if you would have him open up his check book. 
Sometimes the case may be long drawn out and of 
such a nature that only a threatening letter will 
have the desired effect, but do not resort to it until 
you have tried the other plan. 

In order to secure protection against losses 
through bad accounts, the retailers in many cities 
have formed credit and collection associations. 
Every retailer belonging to one of these associa- 
tions pledges himself to extend credit to no one who 
is on the delinquent account list of any fellow mem- 
ber. As a result when Henry Brown gets in bad 
with one store and tries to work the same system 
at another place, he soon finds that the road to 
credit is rough and rocky. It teaches him that he 
must either pay cash for his purchases or make up 
his mind to pay his bills with some degree of 
promptness. 




















Tool display arranged by C. S. Loewenwith for the Butcher Tool & Hardware Company, Birmingham, Ala. 


THE FARMOBILE COMPANY, of San Francisco, Cal., 
with a capitalization of $5,000,000 has recently filed 
articles of incorporation. The directors are: Randolph 
V. Whiting, F. L. Stewart and Bruce D. O’Hearn. The 
firm proposes to manufacture farming implements and 
hardware. 


THE WESTERN IMPLEMENT COMPANY, Indianapolis, 
Ind., manufacturers of gasoline engines, power feed 
mills, etc., has increased its capital stock, necessary on 
account of the amount of business covering the states 
of Ohio, Indiana, Illinois, Kentucky, Tennessee and 
Mississippi. 
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Members of the Cincinnati Hardware Guild seated at the Dutch supper 


Cincinnati Hardware Guild Enjoys 
Social Evening 


HE Hardware Guild of Cincinnati, Ohio, on the 

evening of June 15, held a meeting in the store 
of the F. H. Lammers & Sons Company in Madison- 
ville, a suburb of Cincinnati. 

John Weigel, president of the Guild, presided. On 
the motion of Albert Boebinger, vice-president, 
routine business was dispensed with and the evening 
was devoted entirely to social features. Chas. H. 


Lammers, general manager of the F. H. Lammers 
& Sons Company, was host and had arranged a long 
table in the rear room of the store, where a Dutch 
supper was served. 

Among the speakers called on by President Weigel 
were the following: Albert Boebinger, Phillip 
Smith, W. F. Belmer, Charles Kobman, C. L. Smith, 
E. J. Becker, Ferdinand Doepke and Charles H. 
Lammers. 

It was decided to hold the annual outing at the 
Highland Fishing Camp, Sweetwine, Ohio, at a date 
to be decided on later. 





Government Finds It Has Been 
Robbed of $27,000,000 


INCE 1902 it is estimated that more than 200,- 
000,000 pounds of colored oleomargarine has 
been sold as uncolored oleomargarine or butter, 
with a loss of taxes to the Government of 934 cents 
a pound in the first case and 10 cents a pound in 
the second. It is believed that most of this oleo- 
margarine, which is more than twice the yearly 
consumption of both colored and uncolored oleo- 
margarine since the tax became effective reached 
the ultimate consumers as butter. 

This means that in the thirteen years since the 
tax was imposed on oleomargarine the Government 
has been defrauded out of $27,000,000 in stamp and 
special taxes. 

The Treasury Department which has been work- 
ing in co-operation with the Department of Justice 
for many months, believes that since 1902 about 
185,000,000 pounds of oleomargarine was sold to 
dealers as uncolored oleomargarine, avoiding in 
this way most of the tax, and being sold by the 
dealers to the public as butter. The remaining 
15,000,000 pounds was manufactured by butter- 
makers without the payment of any tax and was 
sold directly as butter. 
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Commissioner Osborn of the Internal Revenue 
who has been working on the frauds under the di- 
rection of Secretary McAdoo, has made a public 
summary of the commissioner’s report. He has 
already recovered and deposited in the Treasury 
$851,000 with a prospect of further very large col- 
lections. Since January 1, 1915, 42 violators have 
been convicted, 29 of whom have been sentenced 
to terms in prison ranging from 30 days to three 
and a half yéars. Total fines have been imposed 
amounting to $148,000, which are exclusive of the 
recoveries already mentioned. Ten others of the 
more flagrant violators of the law are under indict- 
ment and awaiting trial, and there are many smaller 
criminal cases pending in the courts. 


Dodging the Tax 


A tax is imposed by law of 10 cents a pound on 
colored oleomargarine and 114 cents a pound on the 
uncolored product. Oleomargarine manufacturers 
in perpetrating these frauds have paid only the %4 
cent a pound tax on colored oleomargarine when 
they should have paid 10 cents a pound, or in the 
case of butter manufacturers who sold the product 
as butter no tax was paid when the Government 
should have received 10 cents a pound. 

The statute was designed to permit oleomar- 
garine as such to compete with butter and to guard 
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the public against being deceived into the purchase 
of oleomargarine as butter. Treasury officials be- 
lieve the investigation has checked, if not stopped, 
the extensive fraudulent practices. 

While the commissioner’s preliminary report re- 
lates primarily to oleomargarine frauds developed 
during the last year, the activities of the bureau 
during the two full fiscal years of the present ad- 
ministration have resulted in the detection of a 
total of approximately 6000 frauds or illegal prac- 
tices of this character. The rigid enforcement of 
the statute will make the receipts of the Govern- 
ment from oieomargarine taxes during these two 
years more than 24 per cent. of the total collections 
of oleomargarine taxes from 1902 to 1915. 

Various means have been resorted to by the 
offenders to deceive the Government and the public. 
Many manufacturers in order to color their product 
purchased palm oil and shipped it by circuitous 
routes, to the factory. This was put into oleomar- 
garine with other ingredients used to mask this 
coloring agent from chemical detection when it was 
placed on the market under tax-paid stamps at. one- 
quarter cent a pound when it was subject to a tax of 
10 cents, a pound. 

While there was a total of about $27,000,000 in 
taxes due the Government from the larger offend- 
ers, only $4,650,000 was within the assessable period 
of two years fixed by the statutes, the remaining 
taxes being unassessable and recoverable only by 
suit. The stamp taxes coming within the two-year 
period have all been assessed against the respective 


sold by the Government, 
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manufacturers, and since. June 30, 1914, there has 
been collected on account of these assessments ap- 
proximately $751,000, and steps will be taken to 
recover the balance. heat 


Secretary McAdoo’s Statement 


Concerning a statement of the foregoing facts 
which he gave out to-night, Secretary McAdoo said: 

“One company, whose president and treasurer 
pleaded guilty and were sentenced to one year and 
one day in the penitentiary and to pay a fine of 
$1,000 each, and whose plant was seized, has been 
assessed $798,696. 

“Another concern, six of whose officials and em- 
ployes pleaded guilty and were fined an aggregate of 
$8,000 and whose plant was seized, has been 
assessed $612,391. 

“In St. Louis thirty-four persons were convicted, 
twenty-seven being given prison sentences and fined 
a total of $138,000. 

“One company, whose president, treasurer and 
secretary are under indictment on charges of oleo- 
margarine frauds, and whose plant was seized, has 
been assessed $916,523 for evaded taxes. 

‘“‘Another concern, whose president and secretary- 
treasurer likewise have been indicted, and whose 
plant was seized, has been assessed $193,413. 

“A company, five of whose officers or agents are 
under indictment, and whose plant was seized and 
has been assessed 


$2,090,027.” 





THE ORIGIN OF MASTER KEYING PIN TUMBLER 
CYLINDER LOCKS 


By E. H. DARVILLE 


fie master keying of pin tumbler lock cylinders, 
which, beginning as most such enterprises do, in 
a primitive way, has become a fine art, so efficient 
and practical that it is possible for an individual to 
carry one key that will serve all purposes, for home, 
office, club and elsewhere; it is actually done by at 
least one New York multi-millionaire manufacturer 
and capitalist, identified with many large and diver- 
sified interests. 

This person is Frederick G. Bourne, president of 
the Singer Mfg. Company, director in two safe de- 
posit companies, three railroads, eight other large 
companies, yacht club commodore, belongs to four- 
teen of the leading clubs in the United States, and 
this doésn’t cover all his activities, either. 

The bearing that this has on master keying is 
that it pleases him to occasionally take his single 
key from a pocket and tell acquaintances that that 
is the only key he carries, for home, office, club, or 
for wherever he happens to have something pro- 
tected by a lock. 

If, for instance, he buys even a trunk or suitcase, 
he says “This is satisfactory, provided you get the 
lock or locks from P. & F. Corbin or the Corbin Cabi- 
net Lock Company, divisions of the American Hard- 
ware Corporation (according to the type of lock re- 
quired), set up for my master key.” 


Master Keying Par Excellence 


Approximately 28 years ago there were three pat- 
ents issued for master keying pin tumbler lock cyl- 
inders. P. & F. Corbin had one, and the Yale & 
Towne Mfg. Company owned another, while it was 
known that there was a third one somewhere in ex- 
istence. The now indispensable pin tumbler lock 


cylinders were originally a Yale product solely, but 
this story relates to master keying that type of lock- 
ing mechanism. 

About that time William Bishop (since manager 
of P. & F. Corbin in New York and for two years 
president of the New York Hardware Club) came 
to New York and was instructed to look into and 
locate the holder of the third patent, if possible. 

Mr. Bishop’s investigation and research work led 

him to believe that the third patent was held by the 
inventor, who lived somewhere on the East Side of 
New York, in the neighborhood of Grand to Houston 
street, not far from the Bowery. 
He now recalls finally going up several flights of 
stairs to the owner’s home and being ushered into 
an apartment where a woman was attending to daily 
household duties. 


E. J. O’Keefe, Inventor of the Master-Keyed Lock 
Cylinder 


Mr. Bishop had forgotten the man’s name (which 
was E. J. O’Keefe, then familiarly known as “Ed- 
die”), but recalled that he was a brother-in-law of 
the present Judge John W. Goff, of the Supreme 
Court of New York, First District. On being asked 
his business, Mr. Bishop said he wanted to see Mr. 
O’Keefe, and was in turn asked “What do you want 
to see him about?” Mr. Bishop explained “I under- 
stand your husband has patented a new type of lock. 
If we can learn more about it and conclude that it 
is practical and of possible value, we might buy his 
patent rights.” Further inquiry developed that Mr. 
O’Keefe was an especially expert employe of New- 
man & Capron, whose well-known hardware store 
was for many years at 1182 Broadway, New York, 
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and who had a factory for the manufacture of a 
very comprehensive line of fine builders’ hardware. 
at 163-165 West Twenty-ninth Street, near Seventh 
Avenue. 

Mr. Bishop found the man and made an appoint- 
ment for a conference, to which Mr. Goff was a 
party. 

Where the Transaction Occurred 

The meeting took place in one of the old buildings 
near City Hall Place and Chambers street, where the 
patentee came with his device. On the first trip, 
Andrew Corbin, of P. & F. Corbin, after discussing 
the matter in a preliminary way with the patentee, 
beckoned to Mr. Bishop to follow him outside of the 
room, where the two walked up and down the hall, 
discussing what action to take. Mr. Bishop said 
“T’d buy it,” which was finally concluded, the Cor- 
bins paying $1250 for all of the patent rights. 

This patent proved to be the one most valuable 
of all because of priority. Mr. O’Keefe had the 
reputation of being a wizard in the art of lock mak- 
ing. He was Newman & Capron’s expert in tool 
making and especially in fine lock work, but has long 
been clerk of the Court of General Sessions, County 
of New York. 

O’Keefe’s pin tumbler lock itself was crude, as was 
to be expected, compared with present day output, 
made possible by the development of high type ma- 
chinery for special uses, but the principles were 
fundamentally good, and the venture proved to be a 
“great big money maker,” according to Mr. Bishop, 
for P. & F. Corbin. 

One of the other patents in existence at that time 
was of two-cylinder character, the extra cylinder be- 
ing for the master key, thereby necessitating two 
keys, one for each cylinder, instead of one key only. 
This invention made possible the use of a single 
cylinder for both guest key and master key, and 
revolutionized this department of builders’ hard- 
ware and locking devices. 
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Obituary 


JACOB WIEST of the J. Walter Thompson Company, 
Detroit, Mich., died recently from the effects of wounds 
received when he was thrown from an automobile and 
dragged through the mud. Mr. Wiest had been con- 
nected with the J. Walter Thompson Advertising 
Agency for three years. Before that he was editor of 
the illustrated feature section of the Sunday News- 
Tribune, and was a well known newspaper writer. Mr. 
Wiest was born in Detroit about 35 years ago, and fol- 
lowing graduation from the Pontiac High School re- 
turned to the University of Michigan from which he 
was graduated in the class of 1902. He traveled ex- 
tensively in Europe, and on his return became a mem- 
ber of the faculty of the Central High School and later 
of the Polish Seminary, which latter position he re- 
signed to join the newspaper profession. Mr. Wiest is 
survived by his wife and five year old son. 


FRANK SWAN, a hardware manufacturer, died of 
heart disease at his residence 45 South street, Stamford, 
Conn. Mr. Swan was chief attache to the United States 
Embassy at Paris from 1864 to 1866 and United States 
Consul to Naples from 1866 to 1868. He was a native 
of Columbus, Ohio, and was in his eighty-second year. 


ARTHUR I. Grices, for 22 years treasurer, director 
and stockholder of the American Stove Board Company, 
Chicago, Ill., and a resident of the city for half a 
century, died at his home, in his eightieth year. Mr. 
Griggs was formerly a merchant at Cooperstown, N. Y. 


TAYLOR FRIER of Louisiana, Mo., while attending an 
initiation of a fraternal organization with which he 
was connected in Kansas City, died suddenly at the 
Savoy Hotel. Mr. Frier had made an address several 
hours before his death. 


A. M. STREET, one of the leading hardware merchants 
of Lafayette, Ga., who had been ill for some time, and 
recently had his leg amputated, died at his home. He 
is survived by a widow and daughter. 


NATHANIEL H. LE CLEAR, hardware dealer at 333 
Broadway, Milwaukee, Wis., died recently at his home, 
after a lingering illness. He was 74 years old. 
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Display of saws made by the Duncan & Goodell Company, Worcester, Mass. A blue ribbon is tied to the handle 
of each saw. This ribbon matches the blue etching on the saws and the blue name plates on the handle and sig- 
nifies the name “Blue Ribbon Saws” 
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The Employers’ Moral Responsi- 
bility 
nineteen-year-old boy was recently con- 
A victed of murder, and paid on the gal- 
lows the penalty which a Christian 
nation sometimes exacts of those who take 
human life. His story was pitifully short— 
a repetition of hundreds of similar cases: A 
-boyhood pampered and uncorrected; un- 
wholesome companionship; drink—passion 
and crime. What an arraignment of 
thoughtless parentage were his last words, 
“Mother! Mother! Why didn’t you make me 
do right?” Two lives with less than their 
allotted span. Two families bowed down 
with grief and despair—a sinful soul thrust 
unprepared before its maker: God—what a 
penalty to pay for carelessness, thoughtless- 
ness and mistaken love. 

Just such a penalty, though perhaps in a 
milder form, hangs over the head of every 
man who profits by the toil of others, with a 
thoughtless disregard of that  laborer’s 
future. The laws of man have long recog- 
nized the responsibility of an employer for 
the physical welfare of his employes. Cov- 
ered gears, machinery safeguards, fire es- 
capes,. Federal and state inspection have re- 
duced labor’s toll of life toa minimum. The 
laws of God alone recognize the moral rights 
of the man who works. 

‘We dre prone to regard the man whose 
labor we use as a mere cog in our business 
machihe. If the cog wears, we cast it aside, 
replace it with a new one, and forget the old. 
We foster the patents and improvements in 
our hand-made machinery, but neglect to 
temper the * uman cog ta the friction of life. 
Does i+ pay? 

If we carry our F ethig as we do dead stock, 
until shelfworn and useless, we cast them 
adrift on the community—what is our gain? 
If we curb their ambitions—deaden their 
initiative ‘and stultify their creativeness— 
we destroy the very attributes for: which 
their salary is paid. And finally, if through 
a mistaken sense of infallibility or a grind- 
ing system of. wage reducing penury, we 
drive them by the routes of crime to the 


doors of the penitentiary—what has it prof- 


ited us? 

Constructiveness is always of a higher or- 
der than a policy of destruction. For every 
atom of salesmanship or business ability we 
instill in our clerks there is a corresponding 
increase in their efficiency, and a like in- 
crease in our ultimate profits. For every 
grain of moral betterment which our efforts 
bring him, there is a pound of intangible 
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but nevertheless real and lasting profit to 
ourselves. 

There is a higher tribute to be paid than 
the tribute to gold. There is a higher service 
for us as merchants to render than the 
service to business gain. There are duties 
we owe to civilization, to humanity, to our 
employes, and to ourselves. There is a 
higher court than that which holds its ses- 
sions at Washington, and its verdict is fore- 
shadowed in the evasive answer of the guilty 
Cain, “Am I my brother’s keeper?” 

Progressive merchants have always stood 
ready to render legal subservience to the 
man-made laws of the country which fosters 
them. HARDWARE AGE trusts they will be as 
ready to assume their moral responsibilities, 
and with a just recognition of the Divine 
laws stand as pioneers in the movement to 
improve the business, moral and social con- 
ditions of their employes. 


Training Hardware Salesmen 


HE criticism has long been made that 
when a buyer, wholesale or retail, pur- 
chases a new line of goods it frequently 

happens that salesmen and clerks are left in 
ignorance of the general or particular merits 
of the merchandise they are expected to sell. 
The buyer himself has had the advantages 
and selling points of the goods explained to 
him, but in too many instancés has been 
either too busy or too careless to pass along 
what he has learned to those who should 
look to him for first hand trade information. 

Many buyers never sell. They listen to 
the few or many;-more or less, good qualifi- 
cations of their purchases told by the manu- 
facturers’ salesmen, but neglect to carefully 
pass this information on to the selling staff 
on which they rely to market the goods by 
intelligently interesting old or prospective 
customers. 

Quite generally the goods:arrive, are put 
in stock, and the road salesmen or house 
clerks are presumed to know intuitively or 
to dig out for themselves the necessarily 
vital details of value, with the usual result 
that much trade is missed. 

There are personalities, no matter what 
their calling, so constituted that they acquire 
an abundance of practical knowledge on 
their own initiative, but the majority do-not. 
A little knowledge is often dangerous, 
whereas if the worth-while characteristics 
of articles had been brought out effectively, 
stocks would more frequently be turned over 
and the capital made to earn more. It is the 
slow moving merchandise that helps to cur- 
tail profit. 
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The manufacturer and his representatives 
are qualified to demonstrate the special mer- 
its of particular articles because of the rela- 
tively slow, difficult and often costly experi- 
ences incidental to production. Usually this 
knowledge is obtained step by step and there 
is no royal road for the introduction of 
goods, but the wholesale or retail distributor 
may overlook or fail to comprehend the nec- 
essary essentials, especially where many and 
diverse goods are offered, largely because of 
either insufficient or a total absence of in- 
struction by whoever buys the goods. 

Doubtless a majority of manufacturers’ 
salesmen would be glad to return after the 
day’s business, if in town, and give valuable 
time and special ability to instructing am- 
bitious, earnest workers, who take them- 
selves seriously in the particular line of 
goods offered, provided proprietors are suffi- 
ciently interested to obtain the co-operation 
of their own help. At any rate, more of this 
is being done by enterprising individuals 
and others have expressed themselves as 
willing to do it if it can be arranged. 

The shrewder manufacturers and their 
managers make a practice of calling their 
sales force together at convenient intervals 
and addressing them on good business prac- 
tice, especially in the explanation of leading 
features of particular goods, often by means 
of stereopticon views, collecting data for 
such occasions continually by jotting down 
notes of interest as they occur, that later are 
to be explained. This growing custom serves 
to impress mind pictures that long remain. 
Physical labor is relatively cheap, but em- 
ployers are continually paying more for good 
ideas, as the successful ones early learn to 
observe, -think and use their knowledge. 

One American hardware man, long dead, 
built up a business in Great Britain in Amer- 
ican specialties, of $1,500,000 annually, mar- 
keted throughout Europe. He would often 
try out various articles in his own home or 
kitchen; meat cutters, for instance, which 
qualified him to determine often what an ar- 
ticle would or would not do. 

At one of the world’s fairs in Paris, years 
ago, a quick-witted, fast thinking American 
merchant, established in London, represent- 
ing American manufacturers, found that the 
award on axes was about to be given to an 
Austrian manufacturer. Born and reared 
in Maine, and earlier in life as familiar with 
chopping wood as selling axes, he hurriedly 
hired a conveyance, rounded up the jury, 
laid the Austrian axe flat on the floor and 
with a heavy blow from the axe he was in- 
troducing abroad, then and now a famous 
brand, he put a decisive crimp in the hopes 
and aspirations of the other axe men, with- 
out seriously damaging his own axe. 

Aside from the original way of attacking 
the situation and overcoming obstacles, he, 
because of early training, knew what he 
could do with his high grade axe and how 
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to do it, which made the difference between 
him or someone else getting the prize. 


What Has Come of ‘‘Seward’s 
Folly ’’ 


EOPLE with good memories or those 
Pp familiar with the history of the 
U. S. A. will recall the familiar criti- 
cism of William H. Seward, Abraham Lin- 
coln’s Secretary of State, because of the pur- 
chase of Alaska for $7,200,000 in 1867, com- 
monly stigmatized at that time as “Seward’s 
Folly.” 

Hindsight is usually better than foresight, 
but the .measure of Secretary Seward’s 
statesmanship and insight into the future 
has already been abundantly justified by 
actual events of the last half century. 

This territory was acquired by the United 
States June 20, 1867, organized July 27, 1868, 
and civil government was established May 
17, 1884. Its area is 590,884 square miles, 
containing a population in 1914 of 64,674.. | 

Merely for comparison with some of our 
other territories it may be said that Hawaii 
has an area of 6,449 square miles and a pop- 
ulation of 207,743; Porto Rico, 3,435 square 
miles and a population of 1,183,173; the 
Philippines, 115,026 square miles and a pop- 
ulation of 8,643,302 in 1914. 

According to statistics of the Bureau of 
Foreign and Domestic Commerce, Depart- 
ment of Commerce, Alaska bought from the 
continental United States last year goods 
worth $22,500,000, including approximately 
$14,300,000 worth of manufactures, $6,- 
200,000 worth of foodstuffs and $2,000,000 
worth of gold, silver and miscellaneous ma- 
terials, including foreign merchandise valued 
at $500,000. 

Since 1867 Alaska has given to the world 
$250,000,000 worth of gold, $183,000,000 
worth of fish, $65,000,000 worth of seal and 
other fur skins, $20,000,000 worth of cop- 
per, nearly $5,000,000 worth of whale, walrus 
and fish oils, $2,000,000 worth of silver and 
whalebone, coal, gypsum, marble, tin and 
vegetables in sufficient sums to bring her 
total output to more than $500,000,000. 

With the new, area of government railway 
construction recently announced by the De- 
partment of the Interior, the development of 
Alaska should be greatly accelerated, and that 
territory, which already yields as much gold 
as the state of California, which produces 
half the world’s salmon and which includes a 
domain fairly comparable with our area east 
of the Mississippi, may be expected to attain 
an even greater degree of industrial and com- 
mercial importance. 

Alaska’s shipments to the United States 
proper last year, valued at $44,000,000, in- 
cluded canned salmon worth $18,000,000, - 
Alaskan gold worth $14,600,000 and Ca- 
nadian gold worth $3,000,000. 
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By Hardware Age Window Trimming Specialists 


ing there are no better paying displays than 
_ those of small wares. Many hardware mer- 
chants figure that the profit on little articles is so 


[) ict the dull days of summer merchandis- 

















A well balanced window display showing publicity mat- 
ter supplied by the manufacturer 


small that the time and space given to the display 
is wasted. Such an idea is a mistake. 

If careful notice is taken it will be found that 
no window attracts more attention than a good 
showing of small merchandise well ticketed. The 
store that does not occasionally make a good show- 
ing of such merchandise sadly neglects advancing 
the interest of its show window space. 

Small wares form a line that is left severely 
alone by the average display man. With the right 
kind of thought and effort, however, they furnish 
many possibilities in the line of successful window 
dressing. Common everyday necessities are too 
frequently neglected or overlooked in favor of the 
more pretentious departments. 

While it takes time and is far more difficult to 
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A perfect Self Steater- 
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Combination of brush and pen lettering and a Harp- 
WARE AGE advertisement of the Royal Iron Mfg. Com- 
pany, Big Prairie, Ohio 


make a satisfactory and attractive display of small 
merchandise, still the direct results obtained from 
such a showing are sometimes far in advance of 


those secured from general display in other hard- 
ware lines, and this should more than compensate 
for extra time and labor given to the window. 

The object of a small wares display should be 
to sell goods, and this should be constantly kept in 
mind by the display man, who can accomplish the 
desired results by the outlay of a little extra time 
and plenty of stock. 

The best plan in preparing a small wares window 
is to leave all thought of elaborate display out of 
consideration and concentrate efforts on making a 
neat exhibition of everyday necessities which, tick- 
eted at drawing prices, will keep the store busy. 

The various shapes of windows and the diversity 
of lines carried in different localities make any set 
plan or rule of trimming out of the question. One 
good idea is to obtain a lot of baskets of uniform 
size and fill them with this merchandise, arranging 
them in a way to catch the eye. 

Work out some geometrical figure in the back- 
ground with different articles selected and have a 
neat, plain price ticket on each. Price tickets should 
form a leading feature of all small wares displays. * 

A point necessary to remember when ticketing 
is that the cards should not be placed so as to hide 
the articles marked, as is too frequently the case. 
The articles being small, small tickets of white card- 
board lettered in black will answer best. 

Our window reproduction this week shcws a well- 
balanced design placed with the aid of the dealer’s 
helps supplied by the manufacturer. A barrel head 
is used as a central feature, suitably covered and 
trimmed with cartons. The remainder of the show- 
ing is quite clear from the reproduction. 
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tisement the Osborne Manufacturing Company, 
Cleveland, Ohio 


Both show cards were made on a quarter sheet 
11 x 14 and are a combination of brush lettering 
and pen work. 
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Harris-Ewing, Washington 


Farm Products by Parcel Post Hard on the Retailers—Price-Cutting 
Before the Trade Commission—Working for 
the Stevens Bill 
By W. L. CROUNSE 


WASHINGTON, June 21, 1915. 


66 ARM Products by Parcel Post” is the 
HK title of an edifying periodical launched 
here with Uncle Sam for publisher, and 
for editor the postmaster at Washington, one Otto 
Praeger, who some time ago achieved considerable 
notoriety as the only postal official in the United 
States who refused to answer the courteous in- 
quiries addressed to him by Senator Bristow’s com- 
mittee, appointed to investigate the parcel post. 
Mr. Praeger is laboring under the delusion that, as 
he holds his job under the eaves of the Postoffice 
Department, he is a law unto himself and so re- 
fused the committee’s polite request. Having plenty 
of data without a contribution from Mr. Praeger, 
Senator Bristow did not pursue the matter further, 
but contented himself with embalming the post- 
master’s curt refusal in his official report. 

Mr. Praeger’s new journalistic venture—he was 
a Texas newspaper man before he entered the pub- 
lic service—is a four-page pamphlet—printed at 
government expense, of course—conveying the in- 
formation that some 118 persons described as 
farmers, located in various parts of New York, 
Pennsylvania, Virginia, West Virginia and North 
Carolina, are prepared to fill orders for butter, eggs, 
poultry, vegetables, fruits, canned goods, etc., at 
prices quoted or which are less definitely described 
as “2 cents less than market price.” 

The publication also embraces a list of manu- 
facturers located in the District of Columbia, New 
York, New Jersey, Maryland, Ohio, Illinois, Michi- 
gan, Minnesota and Missouri who make containers 
of paper, wood or metal specially designed for the 
transportation of farm produce by mail. This 
list is introduced with the statement that “the mat- 
ter of a proper container and adequate packing of 
parcels is of the utmost importance, especially in 
dispatching perishable matter during the summer 
season, and suitable containers are now on the mar- 
ket for safely transporting nearly all classes of 
produce.” 

Pretty hot weather this for sending butter by 
mail, even in a tin box, but Mr. Praeger has in- 
geniously devised a method of solidifying the con- 
tents of any package that may reach Washington 
in a liquid state by constructing a cold storage 
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vault in the local postoffice with public money con- 
tributed in part by retailers of hardware and in 
part by Washington merchants whose trade in but- 
ter, eggs, vegetables, fruits, etc., Uncle Sam, as 
represented by Praeger, is now seeking to turn over 
to the farmers whose advertisements he prints free 
of charge and at public expense in his new journal 
of civilization. 


Hard on the Retailers 


Of course, the farmers are pleased and so aré 
the container manufacturers, to whom this free ad- 
vertisement is doubtless worth a lot of real money, 
but isn’t it mighty rough on the Washington retail- 
ers who own homes in this city, spend their good 
money here, pay taxes to support the local schools 
and contribute generously to pay Mr. Praeger’s big 
salary, not to mention what they give to meet the 
cost of printing and circulating Mr. Praeger’s But- 
ter and Egg Gazette and the construction of his 
big ice boxes in the city postoffice? 

The really serious aspect of the matter is the 
fact that this is merely an entering wedge. If 
Praeger can do it, any postmaster can do it. If 
many of them do it, existing trade channels will be 
swept away and in a short time the whole map will 
be changed. That the inventor of this ingenious 
scheme expects it to be widely imitated is obvious 
from the following extract from the new journal, 
which rings lfke a reading notice in an enterprising 
country weekly: 

“Rural carriers are supplied with postage stamps, 
scales, and other equipment, and complete instruc- 
tions as to rates, conditions and methods of pack- 
ing of matter to be transported by parcel post, and 
such information may also be obtained upon ap- 
plication to any postoffice. Other mailable mer- 
chandise, such as suit cases, clothing, parts of ma- 
chinery, etc., by parcel post in the same manner, at 
low postage rates.” 

The next step in this beneficent campaign to 
bring producer and consumer together will prob- 
ably be a gigantic manual, printed for free circula- 
tion at the Government Printing Office, under the 
supervision of the Postmaster General, embodying 
a compilation of the catalogs of all the big mail 
order houses. 

Why not? Are the consumers of farmers’ prod- 
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ucts entitled to any more consideration than those 
who consume mail order merchandise? Don’t the 
mail order people pay taxes—becaue they have to 
—yjust as well as the farmers? 


Price-Cutting Before the Trade Commission 


As foreshadowed in this correspondence last 
week, the test case prepared by the American Fair 
Trade League to determine whether certain forms 
of price-cutting constitute “unfair competition” 
within the meaning of the statute creating the com- 
mission, was formally filed on the 16th inst. The 
complaint is definite and specific, is supported by 
the signatures of no less than forty aggrieved re- 
tailers and will undoubtedly receive careful consid- 
eration at the hands of the commission. 

In a nutshell, the case, which is brought against 
a big Philadelphia department store, is based upon 
the fact that this concern recently sent out a large 
number of circular letters asking the recipients to 
open charge accounts and offering as an induce- 
ment a widely advertised brand of underwear at 
figures 30 per cent below the standardized price. 
These cut rates, however, are not to be obtained 
by cash customers, whether old or new, the offer 
being limited to new customers who open charge 
accounts. Obviously, the cut is designed merely 
as a bait to get new patrons on the department 
store’s books. 

The complaining retailers say “we are selling the 
same class of merchandise, maintaining the stand- 
ard price, which gives merely a reasonable profit, 
and the practices complained of do not constitute 
fair competition. We cannot continue our business 
if large concerns are allowed to use methods like 
this to draw customers from our stores.” 


Working for the Stevens Bill 


The Fair Trade League is organizing a cam- 
paign with lots of ginger in it to push the Stevens 
bill at the next session of Congress. An effective 
bit of literature now being circulated by the League 
contains a poetical appeal to retailers of hardware, 
drugs, jewelry and groceries. The stanzas specially 
addressed to the hardware hustlers are quite irre- 
sistible. Here they are: | 

“You who handle HARDWARE—how can 

you keep still— 

While your brother dealers boost the 
STEVENS BILL! 

Write at once that letter— (help to pull the 
boat) — 

To your Congress member—ask him for 
his vote! 


“Tell him HARDWARE dealers need his 
vote to kill . 

Mail order special favors, through the 
STEVENS BILL! 

So then, be up and doing!—For how can 
you keep still— 

With all your brothers working to pass 
the STEVENS BILL!” 

The watchword of the League, under which this 
campaign against price-cutting is being conducted, 
urges every retailer to “count that day lost, whose 
low descending sun sees prices shot to pieces and 
business done for fun.” 


Commission Adopts Rules of Practice 


The Trade Commission on Saturday, the twen- 
ty-sixth instant, will make public a code of rules 
of practice governing the procedure in all cases 
brought to its attention, either formally or in- 
formally. Simplicity has been carefully studied 
in its drafting of this code, which is the work of 
Commissioner Rublee, the chief aim being to 
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render it as easy as possible for any business man 
to avail himself of the Commission’s aid; also to 
dispense with all red tape in bringing cases to an 
early decision. Copies of the rules may be. ob- 
tained by addressing Chairman Joseph E. Davies, 
Federal Trade Commission, Washington, D. C. 


Sherman Law as Sound as Ever 


The Department of Justice has certainly been 
playing in’ hard luck recently. Case after case 
brought against big corporations under the Sher- 
man anti-trust law has been thrown out by the 
courts and more than one judge has read the Attor- 
ney General a pretty sharp lecture on the impro- 
priety of bringing unwarranted prosecutions against 
enterprising business men. The result is a little 
bewildering to the average merchant who has 
read so much anti-corporation literature in news- 
papers and magazines during the last two or three 
years that he is apt to have become something of a 
trust buster himself. 

After all, the matter is quite simple. The Sher- 
man law has not been “completely riddled,” as some 
of the sensational newspapers claim, but is just as 
sound, just as effective and just as necessary as it 
ever was. Under it the United States Supreme 
Court dissolved the Standard Oil Company, the 
American Tobacco Company and several other big 
corporations which the court declared had over- 
stepped the mark in the matter of monopolizing cer- 
tain industries and throttling competition. 

Encouraged by these decisions, overzealous offi- 
cials of the Department of Justice, under both Re- 
publican and Democratic administrations, anxious 
to make political capital, have sought to break up 
other corporations and have failed for a variety of 
reasons, usually because the facts proved were en- 
tirely different from those found to exist in the Oil 
and Tobacco combinations. 

In the case against the United Shoe Machinery 
Company, recently decided against the Government 
by the federal district court in Massachusetts, it 
was held that the only monopoly the company had 
was based on its patents, which the courts are bound 
to protect. 

In the case of the Keystone Watch Case Company, 
the district court at Philadelphia declared there was 
no monopoly and, therefore, refused to dissolve the 
corporation, although it enjoined it against continu- 
ing certain practises savoring of a conspiracy to in- 
crease prices. 

In the National Cash Register case, a criminal 
prosecution of the officers of the company, the fed- 
eral circuit court of appeals reversed the conviction 
in the court below on several grounds, chiefly be- 
cause the statute of limitations had run against 
most of the alleged offenses, a fact of which the De- 
partment of Justice must have had full knowledge 
when it began the prosecution. The United States 
Supreme Court sustained the court of appeals and 
summarily refused to review its verdict. 

In the case against the United States Steel Cor- 
poration, the federal district court in New Jersey 
held in effect that mere bigness is not an offense 
under the anti-trust laws and pointed to the fact that 
no less than eight of the principal competitors of 
the corporation have increased their business by a 
much greater percentage than the big combination, 
thus demonstrating that the influence of the so- 
called Steel Trust was certainly not detrimental to 
the trade at large. 

Putting the -whole situation in ten words, the Gov- 
ernment has lost in these cases because it deserved 
to. 

It will win whenever its cause is just. 

The Sherman law has lost none of. its teeth—ex- 
cept a few false molars supplied by political dentists. 











Unreasonable 


jp Seer RAINEY was beginning a term of court at 

one of the towns in his district when it was dis- 
covered that one of the jurors was missing. A bailiff 
went out to look for the missing man and met his wife 
on the street. He asked why her husband had not re- 
ported for jury service. 

“Oh, he isn’t coming,” she replied; “he says he hasn’t 
time to fool with court.” 

The bailiff reported to the judge, a bench warrant 
was issued, and an officer sent after the man, who lived 
twenty miles away. The next morning, as the judge 
was eating breakfast at the hotel, the officer and miss- 
ing juror came in. The latter asked: “Judge, what 
are you going to do with me?” 

“Your wife said you were not coming, so I will have 
to punish you,” said the judge. 

“Say, judge,” the prisoner replied, “how would you 
like to be sent to jail for every fool thing your wife 
ever said?”—Exchange. 


Some Bride, to Judge by the Verbal Deluge 


jie bride is a young lady of wondrous fascination 
and remarkable attractiveness, for with manners as 
enchanting as the wand of a siren and a disposition as 
Sweet as the odors of flowers and spirits as joyous as 
the caroling of birds and mind as brilliant as the tresses 
that glitteringly adorn the brow of winter and with 
heart as pure as dewdrops trembling in violets, she will 
make the home of her husband a paradise of enchant- 
ment like the lovely home of her girlhood, where the 
heaven-toned harp of marriage with its harp of love 
striking chords of devotion and fond endearments sent 
forth the sweetest strains that ever thrilled senses. with 
the rhythmic pulsing of ecstatic rapture.—Farmington 
(Mo.) Times. 


His Specialty 


A CERTAIN man of New York, known familiarly as 
“P. C.,” admits that his early school record was 
not deserving of academic reward. But he got one 
medal. He grew up in Louisville and there attended a 
small school presided over by a lady of the old régime, a 
tender and kind-hearted soul. Each year, when the 
last day of school came around, the scholars and their 
parents gathered for the award of prizes, and the gentle 
schoolmistress could not bear to let any child go dis- 
appointed. When commencement day came P. C.’s name 
also was read out for a special medal. It was awarded 
“For cheerfulness during the recreation hour.”—Ex- 
change. | 


Far Afield 


jo German officer who confiscated a map of Cripple 
Creek belonging to an American traveler, and re- 
marked that “the German army might get there some 
time,” should be classed with the London banker who 
said to a solicitous mother seeking to send cash to 
San Antonio, Tex., for her wandering son: “We haven’t 
any correspondent in San Antonio, but I’ll give you a 
draft on New York and he can ride in and cash it any 
fine afternoon.”—Brooklyn Eagle. 


The Bright Side 


HE pessimist was suffering from rheumatism. 
“Every bone in my body aches,” he complained. 
“You ought to be glad you are not a herring,” said 
the optimist.—Tit-Bits. 


A Wearisome Proposition 


66 ELL, Mirandy,” said Mrs. Bosbyshell to her 
cook, “I hear it rumored that you are going to 
be married again, this time to Joe.” 

“No’m, I ain’t gwine git mahried again, Miss Lucy,” 
replied Mirandy. “I’m very fond o’ Joe, but [| ain’t 
gwine mahry him.” 

“What’s the trouble?” asked Mrs. Bosbyshell. 

“Ain’t no trouble, Miss Lucy,” said Mirandy, “but yo’ 
see I done been mahried three times already, an’ to tell 
yo’ de truff I’m gittin’ mighty tiahed payin’ out good 
money to dem undahtakahs.”—Ezchange. 


How She Looked 


¢¢T LOST a dollar at the matinée this afternoon,” re- 
marked the fleshy woman to her husband, “and 

I never was so angry in my life.” 

“How’d it happen?” asked the man. 

“I dropped it in the aisle,” she answered shortly, 
“and I looked for it—that’s all I could do.” 

“Did you look good?” persisted the head of the house. 

“Did I look good!” shrilled the woman, really angry 
now. “I looked as good as a fat woman crawling 
around on all fours ever does.”—Exchange. 


No Money to Travel On 


SUNDAY school teacher asked her class of small 

boys “how many of them wanted to go to heaven.” 

All answered in the affirmative but one. Upon being 

asked why, he said: “Well, my pap had the house 

shingled and the barn painted this spring, and now we 
can’t go anywhere.—Exchange. 


| Signs 
66 Ho” do you know that Blinks has had a raise in 
salary?” 
“He argues that the world is getting better; that the 
danger from monopolies has been greatly magnified, and 
that human nature isn’t so bad, after all.”—Philadelphia 


Public Ledger. 


A Poor Job 


A SMALL boy was taken to see the pigs. He looked 
at them thoughtfully and asked, “Did God make 
pigs?” 

“Yes,” his mother replied. 

“Well,” remarked the boy, “I should have thought 
He’d have madé something a little pleasanter.”—Ez- 


change. 
A Valued Souvenir 


éé ADAM,” shouted the angry neighbor, “your little 
Cosmo has just thrown a brick through our 
window!” 
“And would you bring me the brick?” beamed Cosmo’s 
mother. ‘We are keeping all the little mementos of his 
youthful pranks.”—E«change. 


Reversed 


66 OW long have they been married?” 
“About five years.” 
“Did she make him a good wife?” 
“No; but she made him an awfully good husband.”— 


Judge. 


Some people are conversational spendthrifts. The 
less they have to say, the more they say it.—Exchange. 
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PUBLICITY FOR THE RETAILER 


Four Good Ads from Progressive Up-to-Date Retailers 


with a few changes it can be made into an excellent 
summer announcement. For instance, simply 
No. 1 (4 cols. x 12 in.).—This ad comes to us change “spring” in the heading to “summer”; the 
from the United Hardware & Supply Company, opening talk can be used as it stands. A few other 
operating the S. S. Bryan store at Titusville, Pa. changes in the articles listed are all that is neces- 
As its title would indicate, this ad was run about a_ sary to bring the ad right up to the minute. Most 
month or so ago. We reproduce it at this time not of the articles shown are in fact perfectly salable 
only because it is a strongly written and happily at this time. In a letter to us, reproduced on 
displayed piece of publicity, but for the reason that another page, Raymond Mook, of the firm, states 


Do Your Spring Shopping Here 


This store is a very pleasant place to shop. Your wants are attended to very promptly by willing 
clerks. “ goods are displayed conveniently, making it easy to show you a number of varieties to.select your 
purchase from.. The quality is of the best. The price just a little lower than you pay elsewhere. Let us fur- 
nish your spring needs. 


An Excellent Model for a Summer Announcement 

















MOTOR BICYCLE. | WAGONS. 


Special Prices 
For TODAY and SATURDAY Onl 


some of them. . Your telephone order will receive prompt atten- 
‘ton. 





siti, Clean, Silent. 





ALUMINUM PIE PANS. |  jerteusliahdinis We vneanes thane: 


























A motor vehicle for everybody. will 
take any hil! in this section. Costs 10c Wagons built. : 
per 100 miles for gasoline. Price $125. _ Alnmin thie ht deep ? Pie Pan,: easily Pony ‘Wagons..... ‘ue ccercacvocee $1.50 
 BURPEE’S SEEDS. | Special for this sale‘only............. LOG | coetie Saar oon same 
tone Wil taes, has been toed SET FLOWER GARDEN TOOLS. SWEET PEAS. 
ee ee Tie set a, 5 he Rake, Hoe a Trowel. | Burpee’s Best Mixture, sure to grow 
é ese are nicely hed and made of the best | and produce targe flowers, all colors. 
. ——- SKATES. steel.. ‘These tools-have short, highly polished | ur Price, per ounce.......+++.....8¢ 
: se at handles. It makes a fine set of tools : 
or flower gar den work, 7. 
PPS HHI... oe ei een. Si Sawe’ Adc Baseball 
SET OF KITCHEN KNIVES. Goods 
Set of three sharp Kitchen Knives, put up> in Weare headquarters 
| neat box. The steel used in these Knives is of for "D. & M. Baseball 
) ees tt tees feeeees ee the best quality, the handles are securely fast- LS Goods, The best and 
athe. ante 20 angela at: ened on and all finished in black | niéet 
Pee denon A ea $135 | enamel. Special priee set of 3......... 2Z3c | iat Een ae 
GARDEN TOOLS. | LAWN RAKE ey 


Bg gb pee geoclty poe A very desirable Rake for cleaning the yard, as | POULTRY WIRE. 


need, conveniently displayed on a new well as for raking leaves. It is made with wire |_ 'f you are planning a chicken park, 











































oo ae se | teeth, strong, durable and very serviceable | Wire ‘is well galvanized and ie heavy 
eA Se i a cil 40¢ just at this time of the year, 27 enough to last for: years. Z 
Rakes, Steel... 0 .e+..... eee... +808 encgngon price for this sale only........ © | Price per 100 aq. Roses ewes sewers BOC 

eee ‘| PORCH GATES. LAWN FENCE. | snag ee 
4 . - ; ' IHN ie 
‘ moc | |: The safest arrange- A heavy, strong a acme: 
| ‘| ment you can get for | Galvanized Wire ‘a ih aa i idee 
r lw j ing itty } jie TY mie 
Aen MA ‘to Keeping the children | Fence for lawn. Mesh i ett HU ae Mi ints 
BN Mi My Mb d TH on the. poreh. Light | 2*4 inches. a a sua i 
“4 \ . ity i LAPT eee ft HH 
LATHER I stn in hin......c0% Se 
VAY) NAR VAY AVA\ = : 4M, f : ; Hy Nyy itt itt if it! tat 
ft. Gate aay $1.75 | 36 in. high..... 6 ft. Ce ee 
< : iy a 
6% ft. Gate..... $2.25 | 48 in. =o. pet akon 7c ft. 
HARDWARE 
& a HOUSE FURNISHINGS 








No. 1—It can be made into an excellent summer announcement 
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June 24, 1915. 


WE ARE PREPARED 


We-have anticipated the big rush for Screen Doors and Sereen Windows and 
have prepared our stock to mect your demands. Fly time is almost here, Act wise- 
ly and keep the first flies out of your home. Do not wait until they haye com- 





meuced their deadly work, but screen against them now. 
SCREEN DOORS. SCREEN WINDOWS. 

All our Screen Doors are well built with- best These Screen Windows are ati of kiln dried stock, 
grade fly screen. Ali Doors are priced complete with ait work easily and are made with best eo 
pair hinges, ecrewa, hook, eye and knob. 16 in, high, adjustable, price... ........ceeeseenes 8c 
%_ in, Stained Doors, any size.................... 9S¢ 18 in, high, adjustable, price... .......--+----2-+> 22 
Y% in, Varnighed Doors, any size......... Fatiedeind $1.25 24 in, high, adjustable, price ............0+--e+e- 27e 
1% in. Doors, any Size... ... 6... cece cc ccueeee. $1.50 30 In. high, adjustable, price........-..-.0c.000s 38e 
1% in, Doors, single panel.................000- $2.00 Biack Screens, any width, any length, price per sq. 
1% In. Doors with copper screen............... $2.75 FOOR . cn ccccwesseccseneccenresaceceeessoseesess 











DEMONSTRATION TODAY 


_, Avery efficient demonstrator will be pleased to show you the many merits of an 
Electric Washing Machine that uses the best known method of thoroughly cleaning 
soiled clothes and fine linens without the least wear on the goods being cleansed. 


This Washer is 
THE JUDD waster 


You are cordially invited to attend this interesting demonstration, We are ex- 
pecting you. Callin any time today. 


S. S. Bryan = 


No. 2—As a combination appeal the ad does very well 














that he finds the ‘Publicity for the Retailer’ de- 
partment of value to him and asks for criticism on 
both copy and layout. In this particular case we 
are happy to state there is more need for praise 
than criticism. To begin with, the ad is most 
effectively laid out. A strongly displayed heading 
gets attention at once and leads into opening talk. 
The column arrangement balances perfectly, and 
the illustrations are placed so as to relieve the type 
blocks. Note how attention is focused on the price 
specials by use of a wider column and heavy heads 
with black face price displays. The porch gate and 
lawn fence panels are also spotted strongly by 
reason of their rectangular shape. The firm name 
display is clean cut, the border fits and the whole 
display plan makes for ease in reading and effec- 
tiveness in attention value. The copy is as care- 
fully handled. The opening talk is a fine example 
of convincing appeal with business modesty in state- 
ment. Free from all extravagant air, the brief 
text nevertheless conveys a definite idea of the store 
and impresses one with the desirability of buying 
at Bryan’s. The text in the various panels is writ- 
ten in the same sincere tone, and on the more 
important articles complete information is given. 
The Bryan store will not be likely to complain of 
dull times with such advertising as this running 
in the newspapers. 


A Double Appeal 


No. 2 (8 cols. x 6% in.).—Here is another ad 
used by the Bryan store. As a combination appeal 
the ad does very well. The screen door talk is 
snappy and written with a view of inducing quick 
action. Descriptions, together with sizes and prices 
on doors and windows, furnish an adequate idea of 
stock carried. In the washer section no attempt 
has been made at description; the force of @rgu- 
ment is centered on the demonstration, which is 
a first-rate inducement to draw people inside the 
store. The adman here really played his trump 
card. If no demonstration could have been fea- 
tured it would have been better policy to have 
omitted mention of the washer, as the space avail- 
able is hardly large enough to take care of a real 
selling argument on an electric washer. The head- 
ing of this ad, however, is weak; it means nothing. 
It should have played up the “screen-your-house- 
early” thought in snappy style. The main display 
then would have stood for something. With such a 
heading the washer display lines could remain as 
they are. 
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Featuring the Guarantee 


No. 3 (3 cols. x 6 in.).—This tire ad was sent 
to us by the Paine-Ford Company, Ashtabula, Ohio. 
A letter from them states that the tire business has 
been far from normal, and inasmuch as prices and 
conditions are practically the same as last year, 
they are at a loss to account for the slump. If the 
advertising has been uniformly as good as this par- 
ticular ad, we are pretty positive that the trouble 
cannot be charged to lack of punch in the pub- 
licity. For here is a strongly written piece of 
text on a tire guarantee—one of the chief selling 
factors in high-grade tires. The explanation of 
the increased guarantee is brief but pointed and 
most convincing. The ad is fairly well displayed 
and there is no reason why it should not have made 
a resultful appeal. Perhaps the Paine-Ford people 
are not advertising as heavily as was the case last 
year. This should be looked into carefully; a de- 
crease in advertising invariably means a loss of 
sales. Many times this department has found this 
the sole reason for a falling off in business. 





The Mileage Guarantee On 


— PENNSYLVANIA 
- VACUUM CUP TIRES 


Has Been Increased ‘To 


6000 MILES 


Ability to make this announcement marks the past sat- 
isfactory service given by 


VACUUM CUP TIRES 


Vacuum Cup Tires are Oil-proof, Non-skid Until Worn 
Out, Practically Puncture-proof and Their Heavy Con- 
struction Means Longer Wear. 


They Cost You Less Per Mile and Our Liberal Guarantee Proves It 


THE PAINE-FORD CO. 


No. 3—A strongly written piece of text on a tire 
guarantee 





























Hardware Man Praises Publicity 
for the Retailer 


Titusville, Pa. 
To THE EDITOR: 

Enclosed herewith find samples of a few news- 
paper ads which we have used during the last three 
months. These ads are fair samples of our regular 
newspaper advertising, which is done three times a 
week. I would be pleased to have you criticise the 
copy and layout. 

If you can use any of these ads, I would be glad to 
have you do so and trust that, with your criticisms, 
someone may profit by them. I am a regular reader 
of the Publicity for the Retailer section of HArp- 
WARE AGE and think it is fine. 

Yours truly, 
RAYMOND MOOK, 
Treasurer United Hardware & Supply Company. 











THE DUNBAR HARDWARE SPECIALTY COMPANY, Center- 
ville, Ind., manufacturers of hardware specialties, has 
been incorporated and has taken over the business of 
the O. K. Dunbar Mfg. Company. The company’s 
product includes a line of stands for display purposes. 


THE SOUTHINGTON MrFc. COMPANY, Southington, 
Conn., has purchased the stock of the Wolcott Hardware 
Company. The sale includes all the machinery. 
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Trade Conditions and Iron, Steel and Hardware Prices 





Reports from Pittsburgh state that condi- 
tions in the hardware trade are showing 
much improvement and are steadily growing 
better. Prices on all lines of hardware are 
firm, and on many lines are higher. Travel- 
ing men on the road state that there is more 
optimism among customers, and that they 
are buying more heavily of goods than for a 
long time. Collections are reported very 
good, and the outlook for the hardware trade 
for the last half of this year is regarded as 
very bright. 





MARKET SUMMARY FOR THE BUSY READER 


Developments in the steel trade continue 
of a favorable character and improvement 
is going right along, the situation getting 
better each week. 

The business men of the Chicago territory 
feel optimistic and are not discouraged by 
the fact that the sales totals for this year 
are less than usual. 

Collections are in fair shape. Summer 
sporting goods are moving in good quanti- 
ties, and orders for fall shipments of mer- 
chandise are very satisfactory. 








PITTSBURG #1 


Office of HARDWARE AGE, 
Pittsburgh, June 21, 1915. 


| Cpe week to week developments in the steel trade 
continue of a favorable character, and improvement 
is going right along, the situation getting better each 
week. As a result of the heavy orders for war mate- 
rials placed with Pittsburgh and Youngstown manufac- 
turers, conditions in the steel trade at these two centers 
seem to be more active than at points in the East or in 
Chicago. For fully a month the steel works of the Car- 
negie Steel Company in the Pittsburgh, Youngstown, 
New Castle and Wheeling districts have been working 
to more than 80 per cent. of capacity, and a pleasing 
feature of the situation is that while shipments by this 
concern in the past month or more have been notably 
heavy new orders have been still larger, so that the 
company is showing a steady gain in orders on its 
books over shipments. The Carnegie Steel Company 
now has only two steel plants idle, these being the 
North Sharon, Pa., and the Columbus, Ohio, works. 
The steel plants at these two points are the smallest 
owned by the Carnegie company and are operated only 
in times of abnormal demand. 

Another pleasing feature of the situation is that 
while orders for war materials have been enormously 
heavy in the past month or more, the demand from the 
railroads is now showing betterment, and they are buy- 
ing more materials of various kinds than for a long 
time. The placing in this country of orders by Russia 
for about 15,000 cars, 60,000 tons of steel rails and 350 
locomotives has served to give the plate mills an enor- 
mous amount of work. France also has come to this 
country for part of its supplies, and last week placed 
3745 cars in the United States and Canada, included in 


the order being 1000 20-ton flat cars and 2000 10-ton. 


box cars. France has also placed within the past month 
orders with the Steel Corporation for over 50,000 tons 
of steel rails. Russia last week bought 17,000 tons of 
steel rails in this country to be rolled at Chicago and 
Pittsburgh mills. 

Domestic railroads are still placing orders for rails, 
the receivers of the St. Louis & San Francisco having 
placed 21,000 tons and the Chicago, Burlington & Quin- 
cy about 3000 tons. An inquiry has. come from the Ha- 
vana Central Railroad of Cuba for 7000 tons of rails. 
The Chicago, Rock Island & Pacific Railroad has finally 
placed 4000 box cars, this order having been held up in 
the courts for a long time by the minority stockholders, 
who tried to prevent the road from placing the order. 

Probably the greatest activity in any of the heavy 
hot-rolled steel products is in steel bars, the new demand 
for which is enormously heavy and all the mills are 
filled up for some months ahead. It is announced that 
the Carnegie, Jones & Laughlin, Cambria, Republic and 
Lackawanna Steel companies, who are the largest mak- 
ers of steel bars in this country, are back in orders from 
three to four weeks or longer. Last week the Carnegie 
and Jones & Laughlin Steel companies withdrew the 
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1.20c. price on steel bars and are holding now at 1.25c. 
for third quarter delivery. 

In the past week or 10 days prices of spelter have de- 
clined 8c. to 9c. per lb., and it is believed this material 
is due for a still further drop. However, prices of gal- 
vanized products continue to go up. Discounts on gal-’ 
vanized iron and steel boiler tubes have been lowered 
one point, equal to an advance of $2 a ton, and on gal- 
vanized iron and steel pipe have been lowered six points, 
or an advance of $12 a ton. The absolute minimum 
price on galvanized sheets of No. 28 gauge is 5c. and 
sales have been made for spot shipment at 5.50c. and 
5.75c. Prices on billets and sheet bars are stronger, and 
at Pittsburgh and Youngstown are up from 50c. to $la 
ton. Pig iron is moving more actively and prices on 
steel-making pig iron are slightly higher. Some for- 
eign inquiry is in the market for Bessemer, and some 
business is likely to be closed in a short while. The 
belief is firm that conditions in the steel trade are on a 
sound basis and will be very active in the last half of 
the year. Predictions are also made that prices on 
nearly all kinds of steel products will be higher in the 
near future. The output of pig iron is steadily increas- 
ing and the Carnegie Steel Company is now operating 
44 out of its 59 blast furnaces in the Central West, this 
company having blown in no less than 23 blast furnaces 
since January 1. 

Conditions in the hardware trade are showing much 
improvement and are steadily getting better. The trav- 
eling men on the road state that there is more optimism 
among customers and they are buying more heavily of 
goods than for a long time. Prices on all lines of hard- 
ware are firm and on many lines are higher. Orders 
placed for war materials with concerns in New England 
and elsewhere have filled them up, and this is reflected 
in the general trade in higher prices on nearly all lines. 
Commencing July 1 all the jobbing hardware houses and 
some of the more prominent retail stores in Pittsburgh 
will close at noon, giving their employees a half holi- 
day. 

Collections are reported very good and the outlook 
for the hardware trade for the last half of this year is 
regarded as very bright. 


WIRE NAILS.—Mills report that the domestic demand 
for wire nails is about as good as usual at this season 
of the year and that specifications against contracts 
still on their books are coming in quite freely. The 
general tendency toward higher prices in nearly all ar- 
ticles of iron and steel manufacture is affecting the wire 
nails in the direction that prices are firmer than for a 
long time. Full extras continue to be charged on gal- 
vanized nails, and now that spelter has shown a decline 
of 8c. to 9c. per lb. it is not believed that the extras for 
galvanized products will be higher, in the near future 
at least. 


We quote on new orders: Wire nails, $1.55 to $1.60, gal- 
vanized nails 1 in. and shorter, taking an advance of $53.00 
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over this price, or $3.55, and galvanized nails 1 in. and 
longer, an advance of $1.50, or £3.05 

Retailers f.o.b. Pittsburgh See $1.60. Retailers f.o.b. 
Pittsburgh less than carloads $1.70. 


CuT NAILS.—The new demand for cut nails is moder- 
ate, mostly in carloads and smaller lots, and mills re- 
port specifications against contracts as coming in quite 
freely. Prices are firm, and it would not be surprising 
to see cut nails higher in the near future. 

We quote nails $1.55 per keg in carloads and larger lots 
to jobbers; carloads to retailers, $1.6 .o.b. Pittsburgh, 
terms 60 days, or 2 per cent. off for cash in 10 days, freight 
added to point of delivery. 

BARB WIRE.—The domestic demand for barb wire is 
more active than usual at this season of the year, while 
the foreign demand continues very heavy. Local mak- 
ers of barb wire have turned down foreign orders in the 
past month or more for over 50,000 tons, being so well 
filled up that they are unable to make the deliveries 
wanted. In fact, local barb wire makers are practically 
filled up on foreign and domestic orders for the remain- 
der of this year. The full extra of 80c. on galvanized 
barb wire over plain is being charged by all the mills, 
but it is not believed this extra will be any higher in the 
near future at least, as prices of spelter have declined 
8c. to 9c. per lb. in the last two weeks. None of the 
makers of galvanized barb wire will sell heavily and 
only to regular customers for spot shipment. 


Plain annealed wire is $1.35 to $1.40; galvanized barb 
wire and fence staples, $2.40; painted barb wire, $1.60, all 
f.o.b. Pittsburgh, with freight added to point of delivery, 
terms 30 days net, less 2 per cent. off for cash in 10 days. 
Prices on woven wire fencing are higher, and it is now 
quoted at 69 per cent. off in carload lots, 68 per cent. on 1000- 
rod lots, and 67 per cent. on smal! lots, f.o.b. Pittsburgh. 


FENCE WIRE.—The demand for wire for manufactur- 
ing purposes continues active, and it is believed for 
wire fencing will be heavier in the near future on ac- 
count of the high prices of spelter, which will induce 
consumers to use woven wire fencing in place of gal- 
vanized. Prices are very firm, and shipments by the 
mills at present are much heavier than usual at this 
season of the year. 


Prices are as follows: Annealed fence wire in carload lots 
to jobbers, $1.40 base; galvanized, $2.20, with the usual ad- 
vances charged to jobbers for small lots from store. 


TIN PLATE.—Mills report a continued active foreign 
demand for tin plate, inquiries now in this country from 
abroad amounting to fully 300,000 boxes or more. It is 
believed that the foreign supply of tin plate to coun- 
tries that do not make it will come from the United 
States more heavily than ever before, due to the fact 
that Welsh mills are crippled in operations by _reason 
of so many of their men having gone into the armies. 
The domestic demand for tin plate is fairly active, one 
inquiry from a large consumer being for 200,000 boxes 
or more. The leading tin plate mills continue to operate 
to 90 per cent. or more of capacity and expect to con- 
tinue this high rate of operation over the next two or 
three months. 


We quote 100-lb. coke plates at $3.25 to $3.35 per base box, 


depending on the order 
We quote 100- ib. torue plates at $3.15 per base box, f.o.b. 


Pittsburgh. 


SHEETS.—Due to the abnormally high prices of spel- 
ter, it is almost impossible for the trade to secure gal- 
vanized sheets, and the mills are advocating that con- 
sumers use long terne sheets to take the place of gal- 
vanized, and this is being done in many cases. The 
American Sheet & Tin Plate Company will sell galvan- 
ized sheets to regular customers in limited quantities 
for spot shipment only at about 5c. per lb., but other 
mills have made sales as high as 5.50c. and 5.75c. Many 
mills are entirely out of the market as sellers of gal- 
vanized sheets and are now devoting their energies to 
getting orders for black, with the result that competi- 
tion is keener and prices on black are not very strong. 
Makers’ prices for mill shipment on sheets of U. S. 
Standard gauge, in carload and larger lots, on which 
jobbers charge the usual advance for small lots from 
store, are as follows, f.o.b. Pittsburgh, terms 30 days 
net, or 2 per cent. cash discount in 10 days from date of 
invoice: 
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Blue Annealed Sheets 


Cents per lb. 

Nos. 3 ia ch bated cb obewened chee kee 1.25 to 1.30 
Be a Se Ss oe kee odes & bn add ta onds 1.30 to 1.35 
pe fe SERRA ete Sey 1.35 to 1.40 
en Te hee ome 1.45 to 1.50 
De ee ee io ais GER Kevda de dwanbes chs 1.55 to 1.60 

Box Annealed Sheets, Cold Rolled 

Cents per Ib. 

De ee sk sk ied naded wou tenwkon 1.40 to 1.45 
et eda eed od Sold cee eahibacen 1.40 to 1.45 
en: tk I a od o's On Bb aw dle hee eed 1.45 to 1.50 
pM ES ee ee ae 1.50 to 1.55 
BI a a aaa 55 to 1.606 
Shee Me . kd a oe be ceudes ivuens Os 0 to 1.65 
NG le ae ai a in 0 See Ot Ode 1.65 to 1.70 
Se Ce Bee coe ins oo bondoc cs edeaeveks 1.70 to 1.75 
EE 6 bE SEs Ck Se wade SEE bes bo ebm 1.75 to 1.80 
CLs t's oan er bk ee Sone eat eeadenee ie 1.80 to 1.85 
Se ee kb hb 6c 6 is 6 bie 66605 6 ue eewee 1.90 to 1.95 

Galvanized Sheets of Black Sheet Gauge 

Cents per Ib. 

ONS SO OE rr ee ers eee 4.00 to 4.50 
I ee ee es oe ek ee eo he ae et we 4.10 to 4.60 
I I eS i eg ee ee a 4.10 to 4.60 
es ss Cec edee es 60eeeebeeue ad 4.20 to 4.70 
EE ke satan a we clei el vals oa oe 4.35 to 4.85 
ee Se on ag ks wb oo OS DRESS ROS 4.55 to 4.95 
Di Sa i ne eS gd alate be eee 4.70 to 5.20 
Ee eee a oO ee hee we emis ae tt ae 4.85 to 5.35 
ee rs conte kee hasimadaved depesebeae 5.00 to 5.50 
EE 6 BEd 5 66 bib he Wale oa hw he cere Ohkion 5.10 to 5.60 
Adee o's ie dt mnemais een cheane canoes .25 to 5.75 


No. 3 
These prices on galvanized are wholly nominal. 


CORRUGATED ROOFING SHEETS BY WEIGHT 
Gauges, cents per Ib. 


Painting: 29 25to 28 19 to 24 12to18 
Peemeeee, GP Ole <ccieccc coer 0.15 0.10 0.05 
Sree, TOMUIRP occ ccccs cece 0.25 0.15 0.10 

Forming: 

2, 2%, 3 and 5 in. corru- 

ad Ni i a eB oe inh 0.05 0.05 0.05 0.05 
2, V-crimped without sticks 0.05 0.05 0.05 nace 
5, to 1% in. corrugated... 0.10 0.10 0.10 
3, V-crimped without sticks 0.10 0.10 0.10 
Pressed, standard seam, 

WE Ee cece g 0.15 0.15 
Plain roll roofing, with or 

without cleats ......... 0.15 0.15 0.15 
3/15 in. crimped ......... 0.20 0.20 0.20 
Weatherboard siding ......... 0.25 0.25 
po a ae ree 0.25 0.25 
Rock face brick and stone 

i RY ES ee 0.25 0.25 
Roll and cap roofing with 

caps and cleats ........ 0.25 0.25 
Roofing valley, 12 in., and 

td nas bh ee eheea a miele 0.25 0.25 
Ridge roll and flashing 

(plain or corrugated).... .... 0.65 0.65 0.65 


IRON AND STEEL BARsS.—Last week the Carnegie, 
Jones & Laughlin and other leading companies that 
make steel bars withdrew the 1.20c. price and all are 
now quoting 1.25c. for third quarter delivery. All the 
steel bar mills are filled up with orders for some time 
ahead and are back in deliveries three to four weeks or 
longer. Prices on steel bars are very firm and it is 
stated that some of the larger implement makers have 
covered on their supply for last half of the year at the 
price of 1.20c., fixed some time ago. The new demand 
for common iron bars, and also for steel bars for rein- 
forcing purposes is active. 

We quote steel bars at 1.25c. for third quarter. We quote 


common iron bars at 1.25c. to 1.30c., and test iron bars at 
1.35c., f.0.b. Pittsburgh. 


Nuts, BoLts AND RiveTs.—There has been much bet- 
terment in demand for nuts, bolts and rivets and prices 
are firmer than for a long time. Consumers are buy- 
ing more heavily and makers are running their plants 
to nearly full capacity. 


U. 8. 8. Cold Punched Blank and Tapped, Cham- 
fered, Trimmed and Reamed 


om, ae OU. MGs 6 6 6 v6 cote cer 8.1c. per Ib. off 
ay CN: I, - AOE 6 00's 0's 8068608 7.3c. per Ib. off 
es See bd wewhoeesebe s0ctee 5.8c. per lb. off 
Semi-Finished Tapped 
Sh, Oe ee Micestiecdeesces 85-10-10-10 off 
i.e CE Eo ns ce cbc eneeesees 85-10-10 off 
Black Bulk Rivets 
7/16 x 6%, smaller and shorter.......... 80-10-5 off 


Package Rivets 1000 Pcs. 


Black, metallic tinned and tin plated... .75-10-10 off 


Discounts on bolts as recently adopted are as follows: 


Common carriage bolts, % x 6, S & S rolled, 80-5; cut, 
80; larger or longer, 75-5. Machine bolts, h. p. nuts, x 4, 
S & S rolled, 80-5; cut, 80; larger or longer, 75- 2/10. Ma. 
chine bolts with C. P. &€ C&T nuts, %*% x 4, 8 & 8S, 75-2/10; 
larger or longer, 75. Bolts without nuts, 6 in. and shorter 
extra gh i lengths, extra 5%. G. P. coach screws, 
75-2/10- , blank or tapped, h. p. square, 6.20; hexa- 
gon, 1 10: c & T amare, 5.80; hex. % in. and up, 
7.30; smaller, 8. 1c. P. plain, square, 5.30; hexagon, 5.70. 
C P., semi-fin. hex., % and up, 85-3/10; smaller, 85-2/10. 
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WrRouGHT Pipe.—Late last week discounts on galvan- 
ized iron and steel boiler tubes were lowered one point, 
equal to an advance of $2 a ton, and effective Thursday, 
June 17, discounts on galvanized steel and iron pipe 
were lowered six points, equal to an advance of $12 a 
ton, due to the high prices for spelter. The new demand 
for tubular goods is active and it is stated discounts are 
being firmly held. The pipe mills are now running to 
75 per cent. or more capacity and shipments are heavy. 

The following are the jobbers’ carload discounts on 
the Pittsburgh basing card in effect on black steel and 
iron pipe from June 1, 1915, and on galvanized steel and 
iron pipe from June 17, 1915, all full weight: 











Butt Weld 
Steel 
Inches Black Galv. Inches Black Galv 
» %& and %... 72 40% rs Eko cac'sen 64 31 
eintate e6b es eae 76 ori ieudceeieasc cee 31 
Ss & eee ore 79 See oe ccwecd cede cus 68 41 
| &y eererty 71 46 
Lap Weld 
state ta tanttn Uciaiinte annie 76 54% | EER es 30 
{ By Peo 78 56 “is awison 6k 66 41 
Be eee 76 54 RS PS er ees 67 43 
33 - Ge Bassas ccc 62%, 54% a Ms ass s 6a 69 46 
Se wancws bubabe Os 60 5414 |. gS er 69 46 
ae 6s 6s ees 67 46 
Reamed and Drifted 

1 to 3, butt..... 77 651%4 | 1 to 1%, butt. 69 44 
JY & a oe 6cate St 74 52% >, ae 69 44 
2% to 6, lap. 76 54% Dae Mes tan tes a 53 28 
he as hop oe oa 64 39 
iat 65 41 
ou r4 4, lap. 67 44 

Butt Weld, extra figs plain dai 
%, Y%and %&%.... 67 Se Toe: banka iae» 0% 37 
sonar eo Facse +2 36 : io "ii haa oi ea $s - 

OP Bab < cs ctae > See 
Rie Boros ccixs 77 2: Sage 71 48 
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Lap Weld, extra strong, plain ends 








De Aca e Wilkd-d tena 73 51 eer er rere re 65 42 
. 2 & tae ee 75 2 ee Rr rer oe 67 43 
YS Seep es 74 52% 2 Di asoeebe 69 46 
FS Srey 68 46 4 OY 68 45 
eee esp ewae'e 63 41 i SEGA 1 40 
2 | See eee 56 35 
Butt Weld, double extra strong, plain ends 
anh hve bees 62 2e aon Salis Sade ai ig a 34 
4 to if va aekas 65 45 Ss & . Pree 59 37 
DO See vawensé’ 67 47% i Oe Wis 4:0 0.4 ds 61 39 
Lap Weld, double extra strong, plain ends 
a ih hi a da ar gk 63 gg RO OR eer 57 34 
|S 2 See 65 45 | 344 we Ses eraooes 59 39 
2.3 ] See 64 44 | 4% te _ aR Sao 58 38 
sO) eae 58 eee ee Mia pcea as aae 51 29 


To the large jobbing trade an additional 5 per cent. is 
allowed over the above discounts. 


The above discounts are subject to the usual variation 
in weight of 5 per cent. Prices for less than carloads are 
two (2) points lower basing (higher price) than the above 
discounts on black, and three (3) points on galvanized. 


BoILER TUBES.—Discounts on less than carloads, f.o.b. 
Pittsburgh, freight to destination added, in effect from 
June 15, 1915, are as follows: 





Lap Welded Steel Standard Charcoal Iron 

.  ¢ f Pe heemen 64 Ran Mee. We Res cass eeees 51 
7 oy ciiCPba alain 27a eee Mec est 48 
2% and 2% in.......... 67 , F  §. & aaa 55 
tS 2 oe Speen ies. 59 
a Be eer eee 73 ao. 8, % Saree 61 
SF £35 peer 66 5 an Ti hab o black dG eiarnla 55 
Fo ae ns o's bie eben 63 


Locomotive and steamship special charcoal grades bring 
higher prices. 

1% in., over 18 ft., 10 per cent. net extra. 

2 in. and larger, over 22 ft., 10 per cent. net extra. 


NEW YORK 


Office of HARDWARE AGE, 
New York, June 21, 1915. 


ONSERVATISM continues to characterize the busi- 
ness in this district. An almost normal demand 
in certain seasonable lines is offset by very moderate 
trade in others, while manufacturers of war munitions 
are apparently the only concerns doing a capacity busi- 
ness. Such companies are acting as magnets to high- 
class labor and are drawing skilled mechanics in such 
numbers that manufacturers in other lines are feeling 
the influence of war orders. How long this will con- 
tinue is, of course, problematical, though already it is 
causing concern in many quarters. 

Last week’s government crop bulletin was the most 
discouraging of the season because of excessive moisture 
in the central and northwest districts. The revised 
estimate of 1,000,000,000 bushels of wheat for 1915 is 
repeated. Rumors that the Dardanelles are about to 
be forced have resulted in fluctuating prices on ex- 
changes, but there is every prospect that good prices 
will prevail in the United States even though Russian 
wheat be released. The government’s report on the 
cotton crop will be out July 1 and there is every indica- 
tion that it will be most encouraging. 

According to reliable sources, war orders to steel com- 
panies will be an indirect cause for a tremendous im- 
petus to the manufacture of dyeing materials in this 
country. Steel companies are planning to turn out hun- 
dreds of thousands of gallons of crude benzol daily. 
Benzol, which is the basis of all aniline dyes, is recov- 
ered from the coke used in the process of steel making, 
and following a return to normal conditions in Europe 
this country will be in a position to export benzol in 
enormous quantities. Such a step will bring relief from 
the scarcity of dyestuffs due to the war. 

Manufacturers of machine tools report that they are 
flooded with orders and are booked until the end of the 
year. While fewer foreign inquiries are being received, 
there is no abatement in the domestic demand, which 
continues as strong as ever. Incidentally the great war 
business is gradually extending to other lines and 
creating fresh need for equipment. There is an in- 


creased activity in wood-working machinery which has 
been quiet for some time. Locally the sale of high-speed 
tool steel has been greatly stimulated and large quanti- 
ties are being taken at high prices. Another feature 
which stands out is the willingness with which large 
domestic manufacturers who have war contracts have 
paid 25 per cent. with their orders, thereby not only giv- 
ing an undeniable pledge of good faith but also helping 
the machine tool manufacturer to finance his larger 
operations. 

Within the last ten days domestic orders for over 
200,000 tons of steel rails have been placed in addition 
to large foreign orders for cars, rails and engines. 
This is noteworthy as much of the steel trade’s activity 
has been accredited to war orders. 

Manufacturers using spelter, brass and copper are 
in a quandary as to what course to pursue. To antici- 
pate customary demands by making up stock opens up 
the possibility of a sudden change in the metal situa- 
tion, leaving them with high-priced merchandise in 
store. Failure to provide this stock brings up the pos- 
sibility of losing sales. 

First estimates of returns from the personal and cor- 
poration income tax have been revised upward by 
Treasury Department officials, who anticipate more than 
$83,000,000 during the present calendar year. Esti- 
mates made in May promised a return of $80,035,000. 
This will wipe out a good portion of the Department’s 
deficit which appeared early in the year. 


WirE Naiits.—The disposition on the part of large 
manufacturers to adhere strictly to $1.60 base, f.o.b. 
Pittsburgh, after July 1, has benefited the jobbers 
and given a firmer tone to the trade. 


Wire nails out of store are on the basis of $1.90 per keg. 
Cut Natts.—Jobbers report the usual drop for 
spring, though the head of a large house reports that 


their trade will be up to the average for June. The 
demand is about normal for this period of the year. 


Cut nails out of store are held at $1.90 per keg base. 
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WINDow GLass.—No change of consequences has de- 
veloped during the past week and the market remains 


very quiet and dull. In some instances sales have been. 


made where the large buyers practically named their 
own prices, so anxious were dealers to convert their 
stocks into ready money. All the factories are closed 
down with the jobbers supplied with stocks sufficient 
for all purposes. The present outlook is that the fire 
of 1915-1916 will be later than usual in starting, due 
to the annual conditions prevailing in the industry. 


Demand in this vicinity is generally light. Firms 
with salesmen on the road report that these men are 
securing little or no business and at least one firm 
has cut down its force. While foreign inquiries have 
been numerous, no buying has resulted, and the pre- 
vailing opinion is that there will be none of note until 
absolutely necessary to replenish stocks. 


Window glass AA and A quality is quoted at 90 per cent. 
on single thick and 99 and 10 per cent. discount on double 
thick. 

Window glass, B grade and poorer quality, is quoted at 90 
and 15 per cent. on single thick and 90 and 20 per cent. dis- 
count on double thick from jobber’s list. 


NAVAL StTorRES.—The market for naval stores is quiet 
though a slightly better demand both here and in 
Savannah has toned up prices from those quoted last 
week. There is a perceptible move toward recovery 
from the sagging in the Savannah market. Bad weather 
has been the cause of losing much of the customary 
spring trade and war conditions have indirectly af- 
fected the general situation. 


Spot turpentine, in yard, is quoted at 43c. per gallon. 

Rosins are nominally steady with some irregularities and 
shading. Common to good strained, on the basis of 280 Ib. 
per bbl., is $3.40 and D grade $3.50 per bbl. 


Rope.—Trade is improving and business is better 
than for some time. The difficulty in securing, and 
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the higher prices of fibers, has caused an increase in 
the price of rope and additional increases are not un- 
likely. First grade is now quoted at 14c., with a 
corresponding increase in other grades. Decreased 
ocean-going tonnage has continued to act as a check 
on transportation from the Philippines, and there is no 
immediate prospect of relief in the Manila hemp situa- 
tion. 


Dealers are becoming more discouraged over the case 
of sisal. The several military-political factions in Mexico 
are demanding that Yucatan planters accept their paper 
money and allow the gold which American buyers are 
offering to flow into the transient treasuries of revo- 
lution. Should the landing of marines in Sonora be 
followed by intervention on the part of the United 
States, the situation may be further complicated. The 
head of a large house is of the opinion that such a 
step would be followed by drastic moves on the part 
of irresponsible parties and there would be the possi- 
bility of the destruction of warehouses and crops. 


It is the opinion of local houses that the binding 
twine necessary for the harvesting of crops has been 
cared for, and that there is no need for concern as to 
shortage. 


LINSEED O1L.—A sharp decline has followed a severe 
break in seed prices in the Northwest market, and a 
somewhat lower cost at which foreign seed may be 
imported. This, it is pointed out, is a re-adjustment 
of prices resulting from speculators selling out their 
holdings. Crop conditions are favorable. : 


Linseed oil, raw, city brands, is 62c. for five or 
more barrels and 63c. per gallon for less than five 
barrels. 

States and Western oil is quoted at 60c. in car loads 
and 6lc. per pound for smaller quantities. Several car 
loads can be purchased at 1 to 2c. under the price of 
a single car. 


CHICAGO 


Office of HARDWARE AGE, 
Chicago, June 21, 1915. 

EAVY rains in the west have interfered with trade 

this week though the total volume is very satisfac- 
tory. Reports indicate that the rains have not been 
damaging to crops so that the reduction of business 
occasioned by them is but temporary. However, the 
opinion is expressed that more rain at this time would 
affect crops and cause a loss of trade. 


Retailers and wholesalers are buying metal products 
in very good quantities and the price situation as re- 
gards these products is without apparent change, except 
for a growing feeling that prices will not be likely to go 
much higher for galvanized and brass products. In the 
face of this is the announcement by some of the build- 
ers’ hardware manufacturers that prices of builders’ 
hardware will be advanced on July 1. It is thought 
that these advances are due to the increased cost of 
spelter rather than to the present high price of copper. 
It is certain that manufacturers are more anxious to 
supply goods in bronze than in brass, which requires 
more spelter than bronze. 


Business men generally feel optimistic and are not 
discouraged by the fact that the sales totals for this 
year are less than usual. Collections are in fair shape. 
Summer sporting goods are moving in good quantities 
and orders for fall shipments of merchandise are very 
satisfactory. 


Wire Naiuts.—The demand for wire nails continues 
less than normal. Building in Chicago is handicapped 
by the carpenters’ strike, though a large number of con- 
tractors have signed the new agreement and the amount 
of building is increasing. In other towns in this terri- 
tory the building trade is off and consequently the de- 
mand for nails is light. Prices are reported soft as 
quoted. We quote wire nails, f.o.b. Chicago, as follows: 


Cae: Gey os ka bc oc dw ous $1.739 to $1.789 
CarioeGs tO. regmilere .cccccccccccocs 1.789 to 1.839 
Less than carloads to retailers...... 1.889 to 1.939 


BARB WIRE.—The domestic demand for barb wire is 
reported to be very good and the foreign orders are 
maintaining the volume that has been obtained for 
months. Mills are said to be in excellent shape on this 
product and in some cases deliveries are slow. We 
quote barb wire, f.o.b. Chicago, as follows: 


Carloads to jobbers, painted............ $1.739 base 
Cartanes to Sete, GREG. oc cecccccccces 2.539 base 
Carloads to retailers, painted........... 1.839 base 
Carloads to retailers, galv.............. 2.589 base 


An additional advance of 10c. for less than carloads. 


STAPLES.—We quote staples, bright, at same prices 


as painted barb wire. Galvanized staples are quoted at 
same prices as ga@ivanized barb wire. 


FENCE WIRE.—There is a fair amount of buying of 
wire fencing for the fall trade, desirable datings in- 
ducing an increased number of orders. Manufacturers 
are reported to be buying fence wire in good quantities. 
We quote fence wire, f.o.b. Chicago, as follows: 


Carloads to jobbers, annealed................ $1.539 
Carloads to jobbers, galvanized.............. 2.339 
Carloads to retailers, annealed.............. 1.589 
Carloads to retailers, galvanized............. 2.389 


An additional advance of ten cents for less than carloads 
to retailers. 


LINSEED OIL.—We quote, f.o.b. Chicago, strictly pure 
old process linseed oil: 


Co DE eves eabdcdcctcdh cdedtosevvecbseaes 5 8c. 
CORE | REE. dees bb d ec te ob Ce cécsoeeceeen 59c. 
5 On Se CR, BO iio de 0dceeencecceamantdes 60c. 
S Gr ee Bers is 0-0 coves sé onseceéccsccs 61c. 
Tew Gimme © WEEP O FO sc cc ccc cc cscccccvesecn 62c. 


Less than 5 barrels, boiled............ccccccces 63c. 
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WINNIPEG, CAN. 


Office of HARDWARE AGE, 
Winnipeg, Canada, June 15, 1915. 


HE hardware situation in western Canada seems to 
be much more favorable than a month ago. The 
crops continue to make satisfactory progress and the 
outlook for business in general has improved. Whole- 
sale hardware merchants are confident that orders from 
retail merchants for supplies for next season will reach 
a larger volume than in the corresponding period of 
last year. The cautiousness which has been so pro- 
nounced for many months in this part of the Dominion 
has left stocks at retail unusually low, and there are 
indications that the excellent agricultural prospects will 
stimulate buying in practically every locality. 
Comparative quietness in the industrial field has re- 
sulted this season in a smaller demand for the heavier 
kinds of hardware, but recently there has been a slight 
betterment even in this respect. In the last few weeks 
a fair amount of building has started up in Winnipeg 
and other western Canada cities, and structural hard- 
ware is consequently in better call than previously. 
There is almost a normal amount of building going on 
in the rural communities, towns and villages. Trade 


in harvest tools promises to be brisk in the coming 
weeks. 

A feature of the hardware business is western Can- 
ada for the last few weeks has been the steadily advanc- 
ing trend of prices on various important lines. Among 
these are black iron pipe, galvanized pipe, galvanized 
iron, black sheet iron and planished copper. In the 
course of a few days galvanized iron advanced 50c. on 
all gauges. The only recent decline in the local list was 
on solder, which dropped 3c. per lb. It is now quoted 
to the Manitoba retail trade at 29c. in full boxes and 
30c. in smaller quantities. 

To indicate the tone of optimism in most parts of 
western Canada on account of the bright crop outlook, 
the experience of a dealer in central Alberta might be 
related. On one of his quiet days recently he decided to 
drive out in the country for some distance and discuss 
with the farmers the merits of a radiator heating plant 
which he carried in his stock. In the part of one day 
he was out he sold five of these plants. Of course, 
money is still rather scarce in many places, but whole- 
sale merchants say that surprising results in collections 
are to be found in some districts. 





Activities in the Chicago Retail 
Hardware Association 


tinge Chicago Retail Hardware Association held its 

regular meeting on Friday, June 17, at the 
Hardware Club. All the officers were in their ap- 
pointed places and the attendance of members was 
good. Twelve new names were added to the rapidly 
increasing membership list. 

The entertainment committees have been very 
active regarding the annual picnic. This event is 
to be held on Wednesday, July 21 at Gardner’s 
Grove, One Hundred and Twenty-third street and 
Michigan avenue. Arrangements are fast being 
completed and from the looks of things this picnic 
will be a real one. | 

The Association entertained the delegates stop- 
ping in Chicago on their way to the National Con- 
vention at St. Paul Sunday, June 20. 


Local Protection Against Outside 
‘‘Transient’’ Competitors 
(Continued from page 46) 


pelled to pay a tax or license by a state or any sub- 
division of a state. Even where residents and non- 
residents have been taxed alike, the ordinance will 
be bad. 

It is not interference with interstate commerce, 
however, where the goods have been brought into 
the state and are in a warehouse with the original 
package broken. Goods removed from the original 
packages cease to be a part of interstate commerce, 
and anybody offering them for sale can be taxed or 
licensed. 

Would a $25 tax or license exclude any of the 
itinerants? Undoubtedly it would exclude some— 
probably a great many—especially if many commu- 
nities were imposing such a tax at the same time, 
thus forcing the outsider to pay several $25 fees. 


THE UNIVERSAL LAMP COMPANY, Ashland, Ky., has 
been incorporated by Robert A. Mahan, J. Roe Young 
and B. F. Staton; capital stock, $10,000. 


Canadian ExportsGrowing Steadily 


HE statement of Canadian trade issued from 
Ottawa shows a grand total for the fiscal year 
ended March 31, 1915, of $1,078,173,240, as com- 
pared with $1,112,562,107 for the previous year, a 
particularly good showing in view of the dislocation 
of the world’s trade by the war and the unfavor- 
able economic conditions which prevailed before 
the war. 

In the last month of the fiscal year a decided im- 
provement was noticeable, the trade total being 
$110,540,998, as against $92,887,053 in March, 1914. 

In considering Canadian trade it should be 
kept in mind that Canada last year took from the 
United States more in volume and value than all of 
the rest of the Western Hemisphere, in North, Cen- 
tral and South America combined. 





Appreciates Story of its Acces- 
sory Department 


MILTON, PA. 
To the Editor: 

Permit us to thank you many times for the 
space in the issue of June 3. We were very 
agreeably surprised to see the article in such a 
prominent place in the magazine. We were very 
much pleased with the comments and will long 
remember the very pleasant hour spent with 
your representative in our office. 

Extending to you our best wishes for a very 
prosperous year, we remain, 

Yours very truly, 
JOHN Y. Buoy COMPANY, 


Robert B. Buoy, Treasurer. 











THE ATLANTIC SCREW WoRKS, INC., Hartford, Conn., 
manufacturer of screws of brass and bronze metal and 
wood screws of every description, has been incorporated 
by Fred N. Tilton as president and treasurer, A. W. 
Bowman, vice-president and general sales manager and 
Morton F. Miner, secretary. 























THE WAY TO MAKE A TAPERING 
KLBOW 


By A. F. MUELLER 
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Fig. J. 


Fig. 2. Half Profile of Base. 








Patterns for making a tapering elbow 


APERING elbows that are round or circular at 
7 each end must be developed by triangulation 
when they are made to any special design for 
special uses and purposes. This slways means 
much work to develop the patterns, and if there is 
no particular reason why a certain design must 
be used, the method of making the elbow from 
pieces of a right cone is practical and the work 
of securing the patterns is comparatively little. The 
shape of the elbow, both in hight and projection, is 
only approximate and the side elevation, as in Fig. 
5, can only be constructed from, and after, the pieces 
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have been laid out on the cones as in Fig. 1. 

In this problem, like in most all problems, there 
is one all-important point which, when developed, 
gives the key to the solution of the problem. Know- 
ing or having been given the diameters of the two 
ends of the elbow, the question of all importance is 
then, how high must the frustum of the cone be 
made to make this elbow? If the heels of the 
pieces be made of the same lengths, then the lengths 
of the throats in the pieces will be unequal, etc., 
besides working on a slant line when there is as 
yet no outline of a cone or frustum to work upon. 
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It is then necessary to work on the center line and 
find how long this center line is in the elbow. This 
requires'a preliminary drawing as in Fig. 3. 

Draw two lines at right angles to each other, as 
e-D and D-F, and from D describe the. are a-h-e in 
the same manner as the center line of an ordinary 
elbow would be described. There is also shown the 
heel and the throat circular outlines of an ordinary 
elbow, and to show that the diameter of an elbow, 
larger or smaller, does not affect the center line 
having the same radius, the dotted quarter circles 
have been drawn. In practical shop work only the 
center line is drawn, and this is then spaced into a 
number of spaces in the same way as in laying out 
the side elevation of an elbow. The end pieces are 
each counted as one, and the middle pieces are each 
counted as two. Thus, in a four-piece elbow there 
are two middle pieces that count a total of four, and 
two end pieces, which make in all a count of six. 
Space the circular center line into six spaces, a-f, 
f-g, g-h, etc., and through every other point, f, h 
and j, draw lines from D. From a, erect a line at 
right angles to D-F, intersecting the line from D 
through f at b. From D radially transfer the dis- 
tance D-b to the other lines drawn from D, as at c 
and d. Connect these points and then will a-b-c-d-e 
be the length of the center line of the elbow and 
the distances between points be the lengths of the 
center lines in each piece. 

In Figs. 1 and 2 draw a line, A-a-4, to represent 
a center line, and at right angles the line 1-7 to 
represent the base of the cone, in which 1-4 and 
4-7 are the half diameters of the large end. Set 
off on this center line, from a, the lengths of the 
center lines in each piece of the elbow in Fig. 3, 
as a-b, b-c, c-d, etc., and through e draw a per- 
pendicular to represent the top of the frustum. Set 
off on each side of e the half diameter of the small 
end of the elbow, as e-B and e-C. From 1 draw 
a line through B and from 7 draw a line through C, 
and these lines will intersect the center line of the 
cone at some point, as at A. In Fig. 3, D-E is the 
miter line for any four-piece elbow, and the miter 
lines between any of the pieces are always at the 
same angle to the center line of their respective 
pieces. In the elbow there are. four pieces, and 
therefore three miter lines must be drawn across the 
frustum. This is easiest done by making a templet, 
as D, E, F, and letting the edge D-E touch the 
points on the center line, at the same time keeping 
the edge D-F parallel with the base of the cone, 
or at right angles to the center line, as shown in 
Fig. 1. The templet is reversed for the next miter 
line, in which the line is drawn through c and then 
again reversed to draw the line through b. Hav- 
ing drawn the miter lines 1’-7’, 1”-7”, 1°-7°, the pat- 
terns are now developed in the same way as any 
article made of part of a right cone. 

Below the cone and on the center line describe a 
half profile of the base of the cone and space the 
same into a number of equal spaces, and from the 
points draw lines parallel with the center line, to 
intersect the base of the cone in the elevation. 
From the points on the base draw lines or elements 
to the apex A, and where these elements cross the 
miter lines will be miter points, that are located 
on elements which are foreshortened, and the true 
distances that these points are from the apex can 
only be found by projecting the points, at right 
angles to the center line, to one of the outlines, as 
shown by the dotted lines, to outline A-1. With A 
as center and radii to B and to 1, describe indefinite 
arcs. Place on the larger arc twice the number of 
the spaces in Fig. 2. From A draw lines to the 
points on the larger arc, that need not be drawn 
outside the confines of the two arcs, and these lines 
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will correspond to the elements in the frustum in 
the elevation of the cone. Number these lines so 
that the seams in the pieces of the elbow will be in 
the sides instead of the heels and the throats. Then 


with A as center, radially transfer the true lengths - 


or distances on A-1l to the same numbered lines 
from which they were projected to outline A-l1. 
As b on line 4 was projected to b’, so b’ is radially 
transferred to lines 4 in Fig. 4, etc. Connecting 
the intersections will result in the net patterns for 
the four pieces in the elbow. 

In turning the edges for the joints between the 
pieces the double edge should be turned on the small 
ends of the pieces and the single edge on the large 
ends of the pieces. X is a section on the heel and 
W is a section on the throat at the joints of the 
pieces. If there is much taper in the elbow it would 
be the better plan to allow material to the net 
lines for the joints and then each piece of the elbow 
would have to be cut out separately. That is, there 
would be two cuts between the pieces instead of one 


.cut, as when the net lines are used, as in Fig. 4. 


Fig. 5 shows the side elevation of the elbow, and 
as was mentioned, it shows that the elbow, to begin 
with, was only approximate. The elevation has 
been developed from the frustum in Fig. 1, and as 
the ends must be at right angles to each other, the 
end outlines have been continued until they inter- 
sect at G. With G as a center and the radius with 
which the circular center line a-h-e was described 
in Fig. 3, describe an arc, n-k. If the elbow was 
exact instead of approximate, k would intersect m, 
and n would intersect o. But as it is, the elbow has 
lost in hight an amount equal to k-m and has gained 
in length or projection an amount equal to n-o. This 
is caused on account of the center lines of the pieces 
not intersecting each other on the miter lines in 
Fig. 5. The elbow was made possible from the fact 
that a cut across a cone at any other angle than 
a right angle to the center line always results in 
an ellipse, and therefore the adjoining pieces are 
reversible and will match each other. In Fig. 7. this 
is more plainly shown. The section on the cut be- 
tween N’ and M is an ellipse, and when N’ is re- 
versed to the position of N, it will match or fit M, 
but the center lines of N and M will not intersect 
each other on the miter line. Z is a section of the 
grooved seams in the pieces. 

The heels of the pieces II and III are not of the 
same lengths, and neither are the throats of equal 
lengths, although the center lines are equal. The 
same holds good with pieces I and IV. In Fig. 1 
there has been drawn a cylinder, r, s, 7, 1, whose 
diameter is the same as the large end of the cone, 
1-7. The same miter lines are used as for the 
tapering elbow, and here it will be seen that the 
heels in the pieces of the regular elbow are equal 
and as also are the throats all equal. Those for the 
end pieces being half the length of the middle pieces. 
This further illustrates that the heels cannot be of 
the same length in the pieces of a tapering elbow 
made from the frustum of a right cone, which will 
equally as truly apply to the throats of the pieces. 


Fills Vacaney Caused by Death of 
H. L. McNamara 


A* a meeting of the directors of the Hardware 

Dealers’ Mutual Fire Insurance Company, held 
in Janesville following the funeral of H. L. Mc- 
Namara, Secretary P. J. Jacobs was selected to act 
as treasurer until such a time as the board of di- 
rectors filled the vacancy -aused by Mr. McNamara’s 
death. 
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Sell Them Stanley's No. 1775 
Garage Door Stay. Tell [hem | 
That Unlike Others It Permits : 
Closing [he Door With One | || 
Hand From Inside [he Garage. —j | 


HIS Wrought Steel Door Stay is applied in a safe position and is pro- , 
tected by the building from the elements when the door is closed. 
Constructed of |-inch Angle Iron, it has great strength and considerable | 
leverage on the door. Throwing the door open sets the device in action, | | 
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and without going out of doors to grasp handles, a slight pull on the 
attached chain releases the lock and draws the door shut. _ 

When extended, it holds the door full open, making a firm, rigid barrier ) 
against the wind or other causes likely to slam the door. It is easily | | 
applied, out of the way, and no mortising is necessary. ) | 

Weight, 814 pounds, net, per pair. Length, open 48 inches, Length, 
closed, 2714 inches. 

Packed one right and one left hand in a box, each wrapped separately, 
complete with screws and four guide staples. Screws enclosed in separate 
package to prevent loss. 

Furnished in Plain Steel, Japanned, rustproof Stanley Sherardized, Dead 
Black Japanned and Stanley Sherardized under Japanned finishes. The 
chain is tinned before Japanning. . 

Posts are dangerous in the dark; waste time in fastening and unfastening 
the doors; get buried in snow in winter, are expensive and soon rot, caus- 
ing inconvenience and extra expense for replacement. 
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Our Exhibit at the Panama-Pacific Exposition is in Block 26, Manufacturers’ 
Building, corner of 5th St. and Ave. D. Call and see us. 


» See page 29; also Front Cover 




















NEW GOODS AND NOVELTIES 


Products Being Placed on the Market by Hardware Manufacturers 


“Boss” Bucket Pump and 
Water Purifier 


The Cincinnati Pump Company, 
Cincinnati, Ohio, is manufacturing 
the “Boss” bucket pump and water 
purifier, which is shown in the accom- 
panying illustration. This pump 
draws 10 gallons of water per minute. 
It will not freeze, the company stat- 
ing that it has stood the test of a tem- 
perature of 38 degrees below zero. 

Exceptional ease of operation is 


_ Claimed for the “Boss” pump, the 


company making the statement that 
a 10-year-old boy can draw water 
with ease from a 30-foot well with it. 
This pump can be put up in 15 
minutes. It has no attachment below 
the platform. 

The chain, wheel and all parts in 
water are made from the best gal- 
vanized sheet steel. The company 
guarantees that the pump will purify 
any foul well or cistern in ten days’ 
ordinary use. The chain is made of 

















The “Boss” bucket pumn and water 
purifier 


the best galvanized steel, connected 
with solid, heavy, galvanized 16-gauge 
fiat links. 

This pump purifies the water by 
causing pure air to circulate in it. 
The company states that for every 
gallon of water drawn a gallon of air 
is circulated through the water. The 
oxygen of the air thus liberated, ven- 
tilates and vitalizes the water. 


THE WALDEN KNIFE COMPANY, 
Walden, N. Y., controlled by the Sim- 
mons Hardware Company, St. Louis, 
Mo., has broken ground for a new fac- 
tory building, 100 by 30 feet, one 
story high, which is in addition to an 
extension to the hardening and tem- 
pering department already under con- 
struction. 


A New Bargain Table 


The American Fixture & Showcase 
Mfg. Company, Seventh and Mullan- 
phy streets, St. Louis, Mo., has lately 














New bargain table brought out by the 
American Fixture 4 Showcase Mfg. Com- 
pany 


brought out a new bargain table, 
which is shown in the accompanying 
illustration. This table measures 5 
feet 8 inches in length, 24 inches in 
width and 30 inches in hight. The 
tables are finished in golden oak and 
they may be used for any kind of mer- 
chandise. : 

The wood strips which make the 
partitions of this table are adjustable, 
being provided with special metal 
clamps. The display rack has two 
tiers. It is made of steel and it is 
electroplated in an oxidized copper 
finish. These tables are shipped 
knocked down in a compact box. It is 
stated that they may be easily set up. 
The new bargain table is styled No. 
3928, and it sells for $5.50. 


New “Flexible Flyer” Sleds 
for 1915 


S. L. Allen & Co., Box 1207 W, 
Philadelphia, Pa., is sending out to 
the trade a circular featuring the 
“Flexible Flyer” sleds for 1915. This 
circular illustrates the full line and 
gives a brief description of all the im- 
provements. These sleds are made 
with front steel rails and a front 
cross bar, which, in combination with 
the runners, acts as a shock absorber 
and strengthens the whole construc- 
tion. The circular is illustrated in 
colors and printed on heavy card 
stock. 


Silica-Graphite Paint 


Hardware men and others carrying 
in stock paint for protecting metals 
and similar surfaces will be interest- 
ed in a silica-graphite paint manufac- 
tured by the Joseph Dixon Crucible 
Company, Jersey City, N. J. Manu- 
facturers and other users, especially 
those operating power plants, are pro- 
tecting the inner surfaces of steam 
boiler drums against corrosion. 

This paint is offered as a protec- 
tion against pitting. Silica-graphite 
paint is made especially for this pur- 
pose. 
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New “Berco” Metal Shingles 


The Berger Mfg. Company, Canton, 
Ohio, has brought out the “Berco” 
metal shingles. These shingles are 10 
by 14 inches. The company states 
that these shingles are an entirely new 
style of metal shingle design and con- 
struction. 

The “Berco” shingles are made with 
a three-point contact lock construction 
and an end lap providing high corru- 
gations at the top. It is pointed out 
by the company that this construction 
serves a twofold purpose. It facili- 
tates the application of the shingles 
and at the same time makes the 
shingles automatically interlocking 
and self-aligning, while the knife edge 
at the top insures a tight joint and 
prevents capillary attraction. 

The “Berco” shingles are made 
either from galvanized, rust-resisting 
toncan metal or galvanized, open 
hearth steel, painted terne plate of 
any weight or coating desired. The 
company states that it will be very 

















New “Berco” metal shingles 


glad to furnish hardware dealers with 
samples of this new shingle upon 
request. 


Challenge Refrigerator 
Catalog 


The Challenge Refrigerator Com- 
pany, Grand Haven, Mich., has issued 
four new catalogs, illustrating and 
describing the “Grand” hardwood re- 
frigerators, the “Victor” refrigera- 
tors, the Challenge “Iceberg” refrig- 
erators and the “Triumph” white 
enamel lined refrigerators. All of 
these are attractive in appearance, 
containing many illustrations. 


THE EUREKA PLOWING COMPANY, 
Chicago, IIl., has been organized with 
a capital stock of $25,000 by Claire 
Mendel, Charles B. Obermeyer and 
Herbert S. Simpson; capital $25,000, 
to manufacture and deal in farm im- 
plements. 
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Buy and Sell 


_W 


- (Berea Grit) 
GRINDSTONES 










Every workman is careful of his. tools—not 
only because they cost him money—but they 
must be kept in good condition. He works 
with those tools and his livelihood depends on 
the quality of his work. 


A R-W (Berea Grit) Grindstone, therefore, 


is a necessity in his equipment, is 


Tool Insurance 


No. 400 R-W Victor Tubular Steel Frame Grind- 


stone. Ball-bearing journals and crank attachment. 





















It's as rigid as a rock! Strongly and properly 
constructed—operates perfectly through years of 
hard service. Embodies the latest, the most 
desirable improvements and conveniences. 





Stone is regular size guaranteed best quality 
Berea Grit for general grinding—‘‘takes hpld’’ and 
grinds every second of the time it is in operation. 


No. 07 R-W Mogul Steel Frame Power Grind- 
stone. Strong, rigid; ball-bearing journals; one- 
piece grey iron water pan. Pulley and hand crank 
furnished regular, foot pedal attachment can be had 


if desired. 


A grindstone for every purpose. 


Write us for our best proposition—today please. 


chards 





A Hanger for any 
Door that slides 





Ask for vour copy 
of our[new No. 12 


catalog 
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Richards- Wilcox Canadian Co. Ltd., 
Lendon, Ont. 
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“Model W” Store Shelving 


The American Fixture & Showcase 
Mfg. Company, Seventh and Mulanphy 
streets, St. Louis, Mo., is placing on 
the market the “Model W” shelving, 
which is stated to be a new departure 
in stére shelving. The framework is 
mage of polished steel tubing 1 inch in 
diameter, with an electro-plated, oxi- 
dized-copper finish. The ornaments 
and fittings are gold bronzed. 

The shelves are of selected and 
thoroughly seasoned %-inch hard 
wood finished in golden oak. It is 
stated that the shelving is entirely 
rigid and will not sag or sway. This 
shelving can be shipped knocked down, 
at a saving of freight charges, and it 
requires no skilled labor to set it up, 
which can be done by any one in a few 
minutes. The shelves can be readily 
adjusted to any hight and they are re- 
movable. These shelvings are stated 
to be beautiful in appearance and they 
are easily kept clean. 

The “Model W” is built either as a 
center shelving or as a wall shelving, 


























The “Model W” store shelving 


and it is equipped with ball-bearing 
rollers or heavy metal flanges secur- 
ing the rack rigidly to the floor. In 
ordering it should be stated whether 
the rollers or flanges are desired. The 
“Model W” measures 6 feet high and 
26 inches wide. In a length of 6 feet, 
with six posts, the rack sells for $15. 
The 8-foot length, which also has six 
posts, sells for $17.50, while the 10- 
foot length with six posts is priced at 
$20 and the 12-foot length with eight 
posts costs $24.50. 


Gifford-Wood Bulletin 
No. 18 


The Gifford-Wood Company, Hud- 
son, N. Y., has published a new bul- 
letin, No. 18, which illustrates and 
describes the company’s adjustable 
car loader and house ice cutter, for 
separating ice cakes in the house. The 
new bulletin is illustrated and con- 
tains eight pages. 


THE WARREN AXE & TooL Com- 
PANY, Warren, Pa., has built an addi- 
tion measuring 100 by 100 feet, in 
which it will install a large press to 
punch eye holes in axe heads, doing 
away with rolling. 
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The ‘Weitzel’ double lock nut and re-oiling wagon skeins 


Double Lock Nut and Re- 
Oiling Wagon Skeins 


The Crescent Foundry Company, 
Rochester, N. Y., is manufacturing the 
“Weitzel” double lock nut and- re- 
oiling wagon skeins. The company 
states that it is impossible for the 
nut to jolt loose and come off in back- 
ing. It is also claimed that a wagon 
can be greased in one-fourth the time 
and does not require as much greas- 
ing when equipped with the “Weitzel” 
double lock nut and re-oiling wagon 
skeins. 

The locking device is of very simple 
construction, having nothing about it 
to work loose or get out of order. 
These wagon skeins are right-handed 
and they re-oil themselves when the 
oil channels are kept open, causing the 
wagon to run much easier and to wear 
longer. The axles are made of the 
best steel; the spindles and boxes are 
semi-steel. The spindles are very 
large in circumference. 

The company also manufactures 
steel and tubular axles equipped with 
the “Weitzel” double lock nut and re- 
oiling skeins. Axles are manufac- 
tured by the company for from a one- 
horse farm wagon up to a ten-ton 
truck. 


The Airmatic Pistol 


The Airmatic Pistol, Citizens’ 
Building, Cleveland, Ohio, is manu- 
facturing the Airmatic pistol, which 
is an automatic, repeating pistol 
which makes a loud report without 
the use of powder, bullet or cap. The 
company states that this pistol grati- 
fies the boy’s desire for a weapon and 
at the same time relieves his parents 
from fear for his safety as it is abso- 
lutely harmless. 

The pneumatic perforations of a 
paper ribbon produce the _ report. 
From one roll of Airmatic paper rib- 

















The Airmatic pistol 


bon 1,500 loud reports can be pro- 
duced, extra rolls being procurable at 
a nominal cost. The Airmatic pistol 
is attractive in appearance and sub- 
stantial in construction, selling at a 
moderate price. It is as large as the 
average revolver, being 8 inches over 
all. It is made with a blue steel 
finish and is extremely simple to 
operate. 


Bohem Pressed Steel Win- 
dow Ventilator 


The Bohem Mfg. Company, Fif- 
teenth and Federal streets, Philadel- 
phia, Pa., is manufacturing the Bohem 
pressed steel window ventilator, which 
has been patented by Anthony O. 
Bohem. The Bohem ventilator is com- 
posed entirely of steel, with a hard 
baked, enamel finish, and it will not 
rust, being storm proof. 

This ventilator requires no screws 
and can be adjusted in the window in 
an instant. There is a lip turning up 

















The Bohem pressed steel window ven- 
. tilator 


on the inside of the frame, which 
makes the ventilator, when in place, 
perfectly rigid and requires no pack- 
ing. The doors, which are controlled 
by friction screens, are adjustable to 
any angle, and the air can be regulated 
by pushing the doors either in or out. 
There are no projecting pipes. The 
No. 1 ventilator expands from 28 to 
35 inches and this model sells for $2.75. 
Style No. 2 expands from 37 to 45 
inches. This size is priced at $3.50. 


THE MAYVILLE MFrc. COMPANY, 
Mayville, N. Y., has been incorpo- 
rated for $15,000 to manufacture 
double trees, single trees and other 
implements, by H. M. Young, presi- 
dent; J. G. Cornell, vice-president; 
D. E. Morris, treasurer, and W. J. 
Cook, secretary. 


THE FOLLOWING OFFICERS of the 
Lafayette Stamping & Enameling 
Company, Coshocton, Ohio, have been 
elected: H. R. McCurdy, president; 
Edward Le Retilley, vice-president; 
P. E. Burt, secretary and general 
manager, and A. T. Beall, treasurer. 
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Tempered Steel Wire—no kinking 
—no tangling—lively—deadly—and 


Sells for 10c. 


Strong and durab1le—always 
springs back into shape—every 
swat gets a fly—lasts several sea- 
sons. 


The Osborn Fly Swatter 


Packed three dozen in counter display stand which shows half 
a dozen swatters at a time and makes sales unassisted. Get it 
on your counter. 


PLACE A TRIAL ORDER FOR 3 DOZ. TO-DAY 
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Faultless Casters 


have interchangeable 
steel sockets. 


Faultless Casters never 
drop out. 


Faultless Casters sell! 
“Be prepared” 


Faultless Caster Company 
Evansville, Indiana, U. S. A. 











‘‘Faultless’”—to be sure! 
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Dover Steel Laundry Hood 


The Dover Mfg. Company, Canal 
Dover, Ohio, has brought out the new 
No. 71 Dover steel laundry hood, 

















The Dover No. 71 steel laundry hood 


which is shown herewith. The new 
laundry hood consists of an outer 
steel shell, lined completely with 
asbestos, with another thin steel shell 
forming an inner lining. 

The shield, supporting the wood 
handle, is securely fastened to the 
hood by two rivets, which pass 
through the button strap and the two 
steel shells and are riveted inside the 
inner shell. Locking is effected by 
forcing the spring from the vertical, 
which releases it from the projecting 
buttons, causing it to contract in- 
wardly and forcing the studs into the 
recess in the core. 

This-new hood is used on the com- 
pany’s laundry sets, Nos. 70 and 100. 
It is heavily nickeled and buffed or 
polished to a bright finish. The new 
construction makes the hood and 
handle very light as well as stronger. 
The asbestos lining, while performing 
its intended function of insulating 
the heat from the handle and prevent- 
ing upward radiation, causing loss of 
heat, is protected by the inner steel 
shell or lining. 


The “Friar’s” Lantern 


The Beacon Miniature 
Company, 108-110 Duane street, New 
York City, has placed on the market 
the “Friar’s” lantern, which is made 





The “Friar’s”’ lantern 


in the shape of the old style oil lamp, 
in which the old form of fuel has been 
substituted for the dry batteries. The 
“Aladdin” battery used with the 


© 
4 





Electric © 


“Friar’s” lantern is a stock battery. 

The chimney in the lantern is also 
a stock article and can be readily 
replaced. The whole lantern is very 
substantially made and will withstand 
a reasonable amount of rough usage. 
The battery is guaranteed to give 5 
hours’ continuous and 10 hours’ in- 
termittent service. 

This lantern is equipped with a 
Mazda bulb. - It is finished in nickel 
and sells for $1.50. The “Aladdin” 
battery is priced at 40 cents and 
Mazda bulbs are listed at 13 cents 
each. 


Columbia Ventilators 


The Columbia Metal Stamping 
Company, 1536-1540 East Forty-ninth 
street, Cleveland, Ohio, is manufac- 
turing the Columbia adjustable ven- 
tilators, which are neat in appear- 
ance, consisting of two _ identical 
pieces of steel bent into an inverted 
V shape. They may be readily placed 
on a window sill below the lower sash 
or they may be used on the top of the 
upper sash and extended or contracted 
to accommodate the particular width 
of the window casing. 

These ventilators will purify the 
air in rooms and, while they are espe- 
cially intended for use in cold weather, 
they are desirable at all times, as they 
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One of the Columbia adjustable venti- 
lators 
will keep out snow, dust, dirt and 
rain, no matter how stormy the 
weather may be, and also the windows 
may be left open without admitting 
flies, mosquitoes or other insects. 
The Columbia adjustable ventilators 
are made in three sizes, 18-inch, for 
windows not over 35 inches wide; 24- 
inch, for windows 47 inches wide, and 
a special size, for windows up to 58 
inches in width. The three sizes re- 
tail for $1.25, $1.50 and $2.25 respec- 
tively. With each of these ventilators 
the company furnishes free a Colum- 
bia sash lock. By the use of this lock 
the window cannot be opened from the 
outside, and it is therefore safe to use 
the Columbia ventilator in ground 
floor rooms when the window is 
equipped with the sash lock. 


“Ekvall” Milk Strainer 


The Elgin Sheet Metal Products 
Company,. Elgin, Ill., is manufactur- 
ing a milk strainer for dairy work 
which is said to overcome the disad- 
vantages experienced by dairymen 
with the ordinary milk strainer. The 
“Ekvall” strainer is really three 
strainers in one, i. e., the milk is 
forced to pass through three wire 
cloth divisions before it reaches the 
container. In addition a settling 
basin outside each strainer catches 
and holds much of the sediment. The 
illustration shows a sectional cut of 
the strainer. 

The small cone C, with the finest 
mesh, is placed point downward in 
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the bowl A. The second small cone 
B, which is the same size as C and 
exactly like it, is placed in an in- 
verted position over C. The large 
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The “Ekvall”’ sanitary milk strainer 


cone D, with the threads, is then put 
on and turned to the right as far as 
possible, which clamps the rims of 
B and C snugly together and _pre- 
vents all leakage. 

Milk is poured into the bowl A and 
follows the course indicated by the 
small arrows. The sediment falls into 
the first settling recess at E, the milk 
passing up through the first strainer 
F, over the second settling recess G 
and through the second strainer H. 
It then falls into the third cone, at 
the bottom of which is the third 
settling recess I, from here passing 
up and laterally through the third 
and last strainer K, and into the can 
or other receptacle. 


“Bullet Holes” 


Douglas B. Wesson, of Smith & 
Wesson, Springfield, Mass., has com- 
piled a book entitled “Bullet Holes,” 
which is now in the publisher’s hands. 
This book contains a collection of 
records and it is profusely illustrated 
with pictures of the prominent shoot- 
ers, etc. This book will comprise 
about 100 pages and it is the first 





BU LET 
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Front cover of “Bullet Holes” 


complete record published since 1900, 
when such a record was published by 
the United States Revolver Associa- 
tion in pamphlet form. 
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Sporting Goods 


form a most delightful part of 
the modern hardware store. 


@ These goods are the center of attractive dis- 
plays. They lend tone and color to the 
sombre shades of more sturdy merchandise and 
in their own pretty, pleasing ways have strength- 
ened the fibre of salesmanship and improved the 


quality of customers. 


@ To these goods the hardware merchant is 
indebted for much that has made his place of 
business more popular and his investment more 
profitable. In acknowledgment he has given 
them better advertising, finer fixtures, more 
frequent displays, and better still, more of his 


personal attention. 


@ Will America’s hardware merchants push 
your sporting goods during 1915, Mr. Manufac- 
turer? [he answer depends upon you. 


@ You can increase their interest in your goods 
and obtain more of their co-operation by getting 
closer in touch with them, through an advertis- 


ing campaign in HARDWARE AGE. 


@ Shall we submit a proposition? 


HARDWARE AGE 
239 West 39th Street, - New York 
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MOTOR ACCESSORIES 





The Hardware Man’s Opportunity in the Oil and Grease Business 


N a recent issue of HARDWARE AGE 

The Man Behind the Counter said: 
“You are either selling automobile 
accessories now or you will be—if you 
remain in the hardware business. The 
trade in this industry has been drift- 
ing steadily through hardware chan- 
nels. To-day there are few who will 
deny that the hardware man is the 
logical distributor.” 

In the vernacular of young America 
he said a “page full,” and his state- 
ment governs not only the sale of 
spark plugs, horns, tubes and such 
goods, but automobile lubricants as 
well. The live hardware man to-day 
handles oils and greases, and the one 
who does not simply has not had his 
ear to the ground. 

The manufacture of automobiles is 
one of the leading industries in the 
country to-day, and its rapid growth 
is matched only by the moving-pic- 
ture enterprise. Practically every man 


nowadays who can afford it owns an | 


automobile of some kind, and in the 
course of a year uses up approximate- 
ly one-half a barrel of oil. The con- 
sumption of a motor-truck varies with 
its size, but can be safely set down as 
a barrel of oil per year. Leading men 
in the industry who know conditions 
estimate that by the end of 1915 there 
will be 2,250,000 cars in use in this 
country. A conservative estimate of 
‘the oil they will use, allowing one-half 
barrel to a car, is 1,125,000 barrels. 
These figures apply to gas-engine-cyl- 
inder oil only and do not include the 
vast number of barrels of transmis- 
sion oil and grease which will also be 
used. 

The hardware man who is not hus- 
tling to build up a trade on automobile 
oils and grease is missing the chance 
of his business career, for what other 
field offers such opportunities for 
trade and profit? 

Until recently marketing automo- 
bile necessities was generally con- 
fined to garages and automobile-sup- 
ply houses, but the business methods 
which a number of these gentry have 
employed have driven trade to other 
channels. As a result of exorbitant 
charges, cheap materials, poor service 
and even actual theft the automobile 





public has transferred its affections. 
Home garages followed for other rea- 
sons than mere convenience. 

The most natural distributor to turn 
to then was the hardware store—a 
good old institution in the life of every 
community, honest and fair in its deal- 
ings. Oil ofmpanis especially, real- 
izing fully that the garage man was 
losing out on the home-garage trade, 
are now directing a big part of their 
efforts toward influencing the hard- 
ware man to carry oils and greases, 
and, in order. to help him, have brought 
out new steel drums holding from 15 
to 55 gallons. 

They are sending all kinds of sales 
helps, such as booklets, cloth and met- 
al signs, gasoline gauges, etc. Special 
stress is laid on the increased tran- 
sient trade as a result of the war in 
Europe, and the importance of carry- 
ing in stock a supply of one and five 
gallon cans. 

In short, nothing is being left un- 
done in their campaign. Past masters 
in the art of co-operation, the larger 
oil firms are selling some hardware 
stores a carload at a time, supplying 
a list of car owners and furnishing a 
salesman to sell them, circularizing 
the town, advertising, etc. Dealers 
who can handle only a few barrels a 
year are offered the same assistance. 

Motorboats, motorcycles, gas trac- 
tors and farm machinery take the 
same oils as motor-cars, and who can 
deny that the hardware man should 
control this class of trade? There is 
no good reason why he should supply 
their other mechanical needs and not 
their oil and grease. 


United States Motor Truck 
Catalog 


The United States Motor Truck 
Company, Cincinnati, Ohio, has just 
issued a new catalog for 1915. This 
booklet lists the company’s line of mo- 
tor trucks, which are built in four 
sizes with normal load capacities of 2, 
2%, 3 and 4 tons. Each size is a 
separate unit, especially designed to 
carry its normal load. The new cata- 
log is well printed and illustrated and 
contains 24 pages. 
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A New Ford Engine Chart 


A new Ford engine chart by Victor 
W. Page has just been published by 
the Norman W. Henley Publishing 
Company, 132 Nassau street, New 
York City, entitled “The Location of 
Ford Engine Troubles Made Easy.” 
This chart measures 25 by 38 inches 
and it is printed on heavy bond paper. 
It retails for 25 cents. 

The chart shows clear, sectional 
views depicting all portions of the 
Ford power plant and auxiliary 
groups. It outlines clearly all parts 
of the engine, fuel supply system, 
ignition group and cooling system that 
are apt to give trouble, detailing all 
derangements which are liable to 
make an engine lose power, start hard 
or work irregularly. This chart is 
valuable to students, owners and driv- 
ers, as it simplifies the location of all 
engine faults. The chart can be car- 
ried in the tool box or coat pocket 
with ease. 


New York Headlight Con- 
troller 


The New York Coil Company, 338 
Pearl street, New York City, has re- 
cently placed on the market its New 
York headlight controller for Ford 
cars. This device is unusual in con- 
struction and the maker claims that 
it will cause a Ford magneto to de- 
liver a brilliant strong light when 
operating, even at the lowest speeds 
at which the car can be run. The 
most novel feature of the device con- 
sists in the principle of utilizing the 
entire electrical output of the Ford 
magneto at all speeds below approxi- 


mately fifteen miles per hour for the © 


one headlight located on the left-hand 
side of the car. Above this speed the 
two lights come into operation and 
at still greater speed, a resistance is 
automatically thrown in the circuit to 
prevent the lamps becoming burnt out 
at high speeds. Every operation of 
the device is automatic. The device 
depends for its operation on the draft 
of air created by the fan, the instru- 
ment being placed about 8 inches to 
the rear of the fan, where it is secured 
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Model ‘‘F’’ 
$4.00 Sparton 
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Fast-Traveling High Call 





is readily recognized in the Model 
‘*F’’ now sold at all dealers’ at 
the new price of $4.00. Can be 
attached in ten minutes to any 
car. Hasthe true, reliable, decisive 
Sparton voice. 





of the Sparton 


Is the largest hand horn on the 
market. The efficiency of the 
Sparton factory, the most extensive 
in America, makes possible the 
finest workmanship at a reasonable 
price. That is way the 





SAF ETY SIGNAL 


Model ‘‘F’’ is the first and finest to 
be sold at $4.00. Finished in satin 
black and nickel or all black. 

Manufactured with true Sparton 
care. The diaphragm of every Sparton 
Horn is carefully hand hammered by 
a skilled workman until it has the 
right vibration to carry the clear, strong 
Sparton note. It has the far-reaching 
call for country roads—the quick, 
sharp cry for city traffic. 

Model ‘‘F’’ Sparton is now on sale 
at all dealers’ at the new price of $4.00. 


The Sparks-Withington Co. 
Jaekson, Michigan 
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to the top of the cylinder by means of 
one of the cylinder bolts. 

An arm which is counter-weighted 
carries on one end an aluminum disc; 
this disc is in line with the left-hand 
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The New York headlight controller 


half of the fan. The air from the fan 
causes this disc to move away from 
the fan in direct proportion to the 
speed at which the engine is revolv- 
ing. An adjustable spiral spring 
tends always to operate the arm and 
the disc in the opposite direction. The 
arm carries a contact, which forms a 
sliding connection or contact on three 
similar contacts secured in the solid 
metal base. When the engine is turn- 
ing at speeds below fifteen miles per 
hour the arm establishes connections 
to the one left-hand lamp. As the 
speed increases to a point where the 
magneto is able to supply the two 
lamps with current to give the proper 
candlepower the air draft from the 
fan is sufficient to move the arm to 
the second contact, which cuts in two 
lights. At still greater speed, as be- 
fore described, the device causes the 
current to travel through a resistance 
coil, which, while not diminishing the 
lights perceptibly, introduces suffi- 
cient resistance to prevent their being 
burnt out. 

It is necessary to make but three 
connections; the wires are already at- 
tached to the instrument. A single 
polt secures the device in position, and 
the maker states that the attachment 
may be made in less than fifteen 
minutes. The price of the system 
complete, ready to install, is $5. 


THE UNITED STATES GAUGE Com- 
PANY, New York City, has closed with 
the Goodyear Tire & Rubber Com- 
pany, Akron, Ohio, for the handling 
of the New York company’s tire 
gauges through the Goodyear selling 
organization. This gauge is known as 
the “Invincible.” 


THE HERCULES SELF-STARTER AND 
Mrc. COMPANY, Bank of Commerce 
Building, St. Louis, Mo., has suc- 
ceeded the Auto Accessories & Mfg. 
Company, and will soon place upon 
the market the Hercules self-starter. 


THE WILLIAM R. GRIFFEY SPE- 
~ CIALTY COMPANY, Indianapolis, Ind., 
has been incorporated with a capital 
stock of $5,000, to distribute motor 
parts and accessories. 


“O. M. C.” Shock Absorber 
for Fords 


A. J. Picard & Co., 1720-1722 
Broadway, New York City, are 
marketing the “O. M. C.” shock ab- 
sorber for Ford cars, which is stated 
to be the result of careful designing 
and testing. The spring retainer con- 
tains two integral, interlocking 
bosses, which fit into recesses in the 
perches and automatically adjust 
themselves to the different positions 
of the car spring, as it lengthens or 
contracts under varying road condi- 
tions. 

The front and rear perches are of 
the I-beam type, of strong, durable 
construction. The front perch is a 
drop forging and the rear perch is 
made of cast vanadium steel. The 
carrying irons are drop forgings with 
an integral rebound spring seat and 
an adjusting nut to regulate the ten- 
sion of the spiral springs. 

This shock absorber will take the 
jar of the car both ways. The main 
double spring absorbs the jar going 
down and the secondary spring (at 

















The “O. M. C.” shock absorber for Ford 


Cais 


the bottom of the spring cup) takes 
the rebound. The “O. M. C.” shock 
absorbers are priced at $8 per pair, 
or $15 for a set of four. 


THE MyYERS-HOFFMAN TIRE COM- 
PANY, Detroit, Mich., has been incor- 
porated for $50,000, by C. E. Myers, 
president and general manager; E. A. 
Hoffman, secretary and treasurer; F. 
W. Cowley, vice-president; J. A. Kil- 
gour, assistant secretary and Frank- 
lin A. Houp. 


THE EAGLE Hay Press & IMPLE- 
MENT COMPANY, Muskogee, Okla., has 
been incorporated by F. V. Maddin, 
Tams Bixby and H. H. Ogden to man- 
ufacture farming implements. The 
capital stock is $175,000. 
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The “Safety Steersman” 


The Racine Auto Specialty Sales 
Company, 826 Consumers Building, 
Chicago, IIl., is marketing the “Safety 

















The “Safety Steersman” 


Steersman” for Ford cars. This de- 
vice prevents wheel lash, lost motion 
in steering, wear and tear on tires, 
due to excessive motions in steer- 
ing, etc. 

The “Safety Steersman” is a 
mechanical device to be attached to 
the steering knuckle and reach rod of 
a Ford. It can be attached in a few 
minutes and does not detract from 
the appearance of the car. With this 
device the wheels will not wobble, and 
stones, ruts and other obstacles of 
ordinary size will not change the 
straight course of the car. 

In applying this device, the front 
wheels are brought into a position 


_ parallel with the back wheels. Then 


the short arm of the “Safety Steers- 
man” is clamped on the spindle arm 
and the long arm clamped on the 
spindle connecting rod. This device 
retails for $8 per set. 


“Simplex” Automobile Jacks 


Templeton, Kenly & Co., Ltd., Chi- 
cago, Ill., have placed on the market 
a line of automobile jacks embodying 
features which will interest hardware 
dealers selling automobile accessories. 

Four sizes, varying from % ton to 
3 tons in capacity, and from $1.25 to 
$5.00 in price, are now being mar- 
keted. The smaller size, No. 36, illus- 
trated herewith, has a capacity of 
1,000 pounds. It is 10 inches high, 
has a lift of 6% inches and weighs 5 
pounds. It is equipped with a 12- 
inch, hard maple bar and is guaran- 
teed against any defects in material 
or workmanship. 

The larger jack, No. 43, has a 
capacity of 3 tons. This jack is 13 
inches high, has a lift of 10 inches, 
weighs 13 pounds and is supplied with 
a 24-inch steel lever bar. 

Among the features of these jacks 
is that every part is either malleable 
iron or drop-forged steel, making 
them capable of rendering dependable 
service in any emergency that may 
occur. The main bearings are heavy 
trunnions, said to be superior for 


heavy’ loads to any bearing ever used 


on a small jack. 

“Simplex” jacks are built on the 
quick acting, short-stroke principle. 
Because of the long lever and the 
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Porcelain 


Not Break 


The explosions in the cylinders of 
your motor hit the spark plug porce- 
lains with heavy, trip-hammer blows. 

This incessant pounding often 
cracks or breaks the porcelain in ordi- 
nary plugs. 








Champion porcelain insulators take 
these blows on an asbestos cushioned 
copper gasket (A in illustration). 
This effectually deadens the force and 
saves not only the porcelain but also 
the compression. 


This exclusive Champion feature is 
an absolute guarantee of reliability. It 
is one of the advantages which make 
the Champion the spark plug de- 
manded by experienced motorists. 


It explains, in part, why 75% of all 
motors built in America are equipped 
at the factory with Champion Spark 
Plugs, and why dealers, almost with- 
out exception, recommend them con- 
sistently. 


Any dealer who has not yet 
secured our profit sharing 
agreement should speak to 
his jobber’s salesman about 
it at once. Time limft ex- 
pires July 1 


Champion Spark Plug Co. 


1709 Upton Ave., Toledo, Ohio 
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short stroke the hand is away from 
beneath the car and the trouble of 
“barking” the knuckles is eliminated. 

The locking feature is so arranged 
that a car can never be dropped unex- 
pectedly. The cap may be pulled up 

















The “Simplex” No. 36 jack is shown at 
the left; the right-hand view shows the 
“Simplex” No. 43 jack 


to the load but nothing but “pump- 
ing” can lower the load. The jacks 
are equipped with a detachable shoe 
which swings in an arc of 180 degrees 
and makes the jack available for 
many awkward positions. It is 
claimed that this is an exclusive fea- 
ture of these jacks. 


New York Master Vibrator 
for Fords 


The New York Coil:Company, 338 
Pearl street, New York City, manu- 
facturer of ignition devices, etc., has 
recently planned the arrangement of 
its master vibrator on the 1915 model 
T Ford cars. From a glance at the 
accompanying illustration it will be 
evident that provision is made where- 
by the bracket may be shifted higher 
on the right-hand side, which allows 
screws to find a solid foundation in 
a wooden sill provided under the up- 
holstery. In this position the vibrator 
is readily accessible and does not take 
up any leg room in the car. 

Wires provided with connections 
are supplied with these vibrators, 
which enable the owner to make the 
proper connections to the magneto to 
secure the best results from both the 
































The New York master vibrator installed 
on a Ford car 


ignition and the lighting system. All 
models are equipped with these addi- 
tions so that they will fit either the 
old models or the 1915 model, enabling 
the dealer to supply all models from 
one stock. 


“J. M.” Type Z2 Shock 
Absorber 


The J. M. Shock Absorber Com- 
pany, .10 South Seventeenth street, 
Philadelphia, Pa., has _ recently 
brought out the “J. M.” type Z2 
shock absorber, which may be used on 
any motor car. weighing less than 
3,000 pounds, except the Ford. The 
new shock absorber is made with a 
fine steel shell, spring, roller and 
plunger. 

The type Z2 shock absorber has a 
helical spring. capable of twenty to 
thirty oscillations per second, which 
reduces sjolts to slight vibrations, 
making it possible, the company 


points out, to attain high speeds on 


roads of various types without a sac- 


Tifice of eomfort. This shock ab- 


sorber is guaranteed to give two ‘years 
of satisfactory service, and the com- 
pany states that the only part likely 

















The new “J. M.” type Z2 shock absorber 


to wear out and need replacing is the 
bronze bushing, which may be re- 
placed for a slight sum. 


THE MAHER MFG. ComMPANY, Lib- 
ertyville, Ill., has been incorporated 
to manufacture automobile lighting 
fixtures. The capital of the company 
is $50,000, and the incorporators are 
Nathan L. Maher, Lucas W. Maher 
and Elton C. Armitage. The officers 
are Nathan L. Maher, president; F. 
P. Dymond, vice-president, and Lu- 
cas W. Maher, secretary-treasurer. 


THE CHESTER RUBBER TIRE & TUBE 
CoMPANY, Chester, W. Va., has been 
recently incorporated with a capital 
stock of $2,000,000. The incorpora- 
tors are: Philip Freshwater, J. C. 
Freshwater, Elmer Freshwater, A. L. 
Skinner and George A. Hasson. The 
company has purchased a running 
plant, which is fully equipped, having 
a daily capacity of 100 tires. 


THE ARTHUR VULCANIZING Ma- 
CHINE COMPANY, Warren, Ohio, has 
been formed with a capital stock of 
$15,000 by James W. Arthur, John M. 
Arthur, Charles Fillius, J. G. Gates 


‘and Paul B. Masters. 


Hardware Age 


Improved Corbin-Brown 
Speedometer 


The Corbin Screw Corporation, 
New Britain, Conn:, has recently per- 
fected a new improvement in the 

















The improved Corbin-Brown speedometer 


Corbin-Brown speedometer, which, it 


is believed, will be of great service to 
both automobilists and motorcyclists, 
particularly in commercial lines, 
The improvement is in the form of 
an individual maximum speed hand. 
The hand, which is red and entirely 
distinct from the regular speed indi- 
cator, is locked to the trip odometer 


in such a manner as to render it im- : 


possible for anyone to reset it-at zero 
unless provided with the key. ‘The 
hand, as its name implies, registers 
the highest speed made during the 


day or trip, and remains at that point 


until unlocked by the key. 

This device will act as a check on 
drivers of trucks, delivery wagons, 
motorcycle parcel cars, etc., and at 
the same time will protect them from 
false speed charges, etc. 


“Ufasco” Ford Tire Holder 


The Uniqué Findings & -Supply 
Company, Providence, R. I., is manu- 
facturing the “Ufasco” Ford lock tire 
holder, which consists of three prop- 
erly designed, light weight brackets, 
two of which are supplied with straps, 
the third with a pressed steel swing 
strap and an all brass, automatic 
Yale lock which securely locks the 
casing, preventing theft. 

All three brackets are attached by 

















The “Ufasco” Ford lock tire holder 
means of studs passing through the 


‘deck and fastened by nuts under the 


deck, and, as these studs do not. ap- 
pear on the outside, it is impossible to 


remove the brackets when the door’ 


is locked. 
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(| See That Shoe? 


[= IS one of the many advan- 
tages of the Simplex Jack — 
the only jack made that will 
meet any emergency, work in 
any position, right and left, 
wherever the load lies. 

All drop forged steel and malleable 
iron construction. Steel lever bar. 
Heavy trunnion bearings. With this 
jack the heaviest cars or trucks can 


be raised faster and easier than with 
any other jack on the market. No 





time wasted jockeying the car into a 
favorable position. With a Simplex in 
the car you are always prepared—you 
are insured against accidents. 
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Quick Action—Short Stroke 


The short leverage makes work easy and increases speed 


SIMPLEX 
JACKS 


A fast seller for hardware dealers. Even 
the man who has a jack in his car will buy 
a Simplex when he sees its many advan- 
tages 


That Detachable Shoe 


—an exclusive Simplex feature. Gives a 
great range of lifts. Take the load on the 
cap, the detachable shoe or the lower shoe 
—whichever is most convenient. 

The motorist’s necessity and best friend. 

A fast sales special for hardware dealers. 
Four sizes do the work of ten. Small 
storage room. 


cd 


SIMPLEX | 





’ 
a | 





No. 36—%4 Ton Capacity 
No. 41— 1 Ton Capacity 
No. 42— 2 Ton Capacity 
No. 43— 3 Ton Capacity 


SNOLZ ALIDVdVO 


Write for information and prices 


TEMPLETON, KENLY & CO., LTD. 


tablished 1899 


Manufacturers exclusively of Simplex Jacks for Automobiles, 
Railroads, Agricultural and all classes of industries 


MuYVW XIIGWNIS a0vVaL 


1009 South Central Avenue Chicago, Illinois 
| , 
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Hardware Age 


NOTES OF THE RETAIL HARDWARE TRADE 


EXETER, CAL.—E. E. Pollard has purchased the Moss hard- 
ware store and combined it with his own. He will operate 
it under the title of the Exeter Hardware Company. 


FRUITVALE, CAL.—Perry C. Fry has succeeded I. H. Parks, 
whose stock consists of stoves, tinware, woodenware, paints, 
oils and glass. 


BRADENTOWN, FLA.—The Bradentown Hardware Company, 
for the past 10 years owned and managed by L. D. Sim- 
mons, has been incorporated with a capital stock of $50,000, 
to conduct both a wholesale and retail business in the fol- 
lowing lines: Baseball goods, bathroom fixtures, building 
paper, cutlery, fishing tackle, mechanics’ tools, shelf hard- 
ware, sporting goods and washing machines. The incorpora- 
tors are L. D. Simmons, president; Dr. B. G. Arnold, vice- 
president; L. J. Simmons, secretary, and Nettie Simmons 
Herrin, treasurer. 


PAUL, IDAHO.—Clark and Son have established themselves 
here, handling buggy whips, harness, gasoline engines, pumps, 
electrical household specialities and wagons and buggies. 
ae request catalogs on pumps, wire harness and mechanics’ 
tools. 


CLINTON, ILL.—H. G. Beatty & Co., in operation since 
1853, have improved the interior of their store, and installed 
a new glass case. 


GRANVILJ.E, ILL.—The George J. Ward Hardware Company, 
wholesaler and retailer, requests catalogs on automobile ac- 
cessories, baseball goods, bathroom fixtures, bicycles, buggy 
whips, builders’ hardware, children’s vehicles, churns, cream 
separators, cutlery, dog collars, electrical household special- 
ties, fishing tackle, furniture department, galvanized and tin 
sheets, hammocks and tents, heating stoves, iron beds, kitchen 
cabinets, kitchen housefurnishings, linoleum, lubricating oils, 
mechanics’ tools, oil cloth, paints, oils, varnishes and glass, 
plumbing department poultry supplies, prepared roofing, 
ranges and cook stoves, refrigerators, sewing machines, toys 
and games, and washing machines. 


ROANOKE, ILL.—The Roanoke Hardware Company has re- 
cently purchased property, including a building, which will 
be remodeled for use as a store room for machinery and 
hardware material. 


ELKHART, IND.—The Electric Hardware Company has 
opened a store here, carrying a stock comprising automobile 
accessories, baseball goods, bicycles, builders’ hardware, 
building paper, children’s vehicles, cutlery, dog collars, elec- 
trical household Po aggecone fishing tackle, hammocks and 
tents, lubricating oils, mechanics’ tools, paints, oils, varnishes 
and glass, prepared roofing, pumps, refrigerators, shelf hard- 
ware, sporting goods and toys and games. The company’s 
business is both wholesale and retail, and is a branch of 
Borneman & Sons of Elkhart. 


UNION City, InND.—The Union City Hardware Company 
has disposed of its stock of general hardware, stoves, paints, 
oils, sporting goods, roofing, spouting, pumps and fittings and 
farm implements, to the Minnich-Wenger Hardware Com- 
pany. The new owner requests catalogs and discounts on 
above articles. 


Bristow, lowa.—Hardman & Corey are proprietors of the 
business formerly owned by Hardman & Needham. Their 
stock consists of automobile accessories, bathroom fixtures, 
bicycles, buggy whips. builders’ hardware, building paper, 
children’s vehicles, churns, cream separators, cutlery, dairy 
supplies, dog collars, dynamite, electrical household special- 
ties, fishing tackle, furnaces, galvanized and tin sheets, ham- 
mocks and tents, harness, heating stoves, heavy hardware, 
home barbers’ supplies, kitchen cabinets, kitchen housefur- 
nishings, lubricating oils, mechanics’ tools, paints, oils, var- 
nishes and glass, plumbing department, poultry supplies, 
pumps, ranges and cook stoves, refrigerators, sewing ma- 


chines, shelf hardware, silverware, tin shop and washing 


machines, on which they ask catalogs. 


CONRAD, IowA.—The implement stock of I. S. Rourke has 
been taken over by J. F. Keefer, who requests catalogs. 


COON RAPIps, Iowa.—Patrick & Pump have sold their hard- 
ware store to Knapp & Monosmith, who are now in posses- 
sion. Catalogs requested covering hardware, implements, 
plumbing and heating. 


HARRIS, Iowa.—The implement business of George Bauer 
has been sold. F. H. Cooper is the purchaser. 


LA PorRTE City, Ilowa.—J. W. Lehman, senior member of 
the firm of Lehman Brothers, has disposed of his interest to 
George Klock. The business will be continued under the firm 
name of Lehman & Klock. 


NEW MARKET, Iowa.—The implement business of Hipsley 
Brothers has changed hands. F. J. Rogers is the new owner. 


SLATER, Iowa.—The firm of Dunton & MacDonald has sold 
its stock of hardware, tinware, plumbing and heating to 
Dahl Brothers, who will take possession about September 1. 
Catalogs requested. 


TAMA, Iowa.—The stock of J. A. Roach, recently purchased 
from W. F. Spooner, has been bought by Slaboch Brothers, 
who request catalogs on baseball goods, bathroom fixtures, 
bicycles, buggy whips, builders’ hardware, children’s vehicles, 
churns, cutlery, dairy supplies, dog collars, dynamite, elec- 
trical household specialties, fishing tackle, furnaces, galvan- 
ized and tin sheets, hammocks and tents, heating stoves, 
heavy hardware, lubricating oils, mechanics’ tools, paints, 
oils, varnishes and glass, plumbing department, poultry sup- 
plies, pumps, ranges and cook stoves, refrigerators, sewing 


alll daciinetettintiia ie coeteecmn enti 


machines, shelf hardware, silverware, sporting goods, tin 
shop and washing machines. 


; MADISONVILLE, Ky.—C,. S. Williams has purchased a half 
interest in the Plain Hardware Company. The firm name 
will remain the same. 


ROCKLAND, MAINE.—Albert P. Blaisdell has recently pur- 
chased from the estate of the late Harry E. Brown, the lat- 
ter’s interest in the Rockland Hardware Company. The busi- 
ness was established in 1843 and incorporated in 1901. 


Saco, MAINE.—E. M. Scales and E. W. Genthner have 


formed a partnership under the name of the Scales Hardware . 


Company, successor to the Milliken Hardware Company at 
244 Main street. The new proprietors are now in possession 
and carry a stock comprising automobile accessories, buggy 
whips, builders’ hardware, building paper, churns, cutlery, 
dairy supplies, dog collars, electrical household specialties, 
fishing tackle, hammocks and tents, heavy hardware, home 
barbers’ supplies, lubricating oils, mechanics’ tools, paints, 
oils, varnishes and glass, poultry supplies, prepared roofing, 
shelf hardware, sporting goods and washing machines, on 
which catalogs are requested. 


SOMERVILLE, Mass.—The firm of Whitney & Snow, of 21 
Union square, which has been in existence for nearly 30 
years, was recently dissolved by mutual consent. Mr. Whit- 
ney has bought Mr. Snow’s interest. The firm name will be 
discontinued, and the business will be conducted under the 
name of William E. Whitney. 


BRANT, Micu.—The partnership of Crane & Crane, com- 
posed of Stanley L. Crane and C Crane, dealing in im- 
plements, stoves, ranges, hardware, wind mills, paints, etc., 
has been dissolved. Stanley L. Crane has taken over the 
hardware stock, and C. M. Crane the implement stock, which 
was later sold to Kinsey Brothers. 


JACKSON, MicH.—The Smith-Winchester Company is en- 
larging its present store capacity, and having its store 
remodeled. A sporting goods department will be opened 
about July 1. 


ALBERTVILLE, MINN.—James Coleman and William Klanke, 
of Le Sueur, have engaged in business here, dealing in base- 
ball goods, belting and packing, builders’ hardware, churns, 
cream separators, cutlery, dairy supplies, dynamite, fishing 
tackle, furnaces, galvanized and tin sheets, gasoline engines, 
hammocks and tents, heating stoves, heavy farm implements, 
heavy hardware, kitchen housefurnishings, lubricating oils, 
mechanics’ tools, paints, oils, varnishes and glass, poultry 
supplies, prepared roofing, pumps, ranges and cook stoves, 
sewing machines, shelf hardware, silverware, sporting goods, 
wagons and buggies and washing machines. The firm will 
be known as Coleman & Klanke. 


GARDEN CITy, MINN.—A change has taken place in the 
J. K. Osgood hardware store. The new purchaser, the Gar- 
den City Hardware Company, is about to commence the 
erection of a building, which it is expected will be ready for 
occupancy about August 1. Catalogs covering furniture and 
milking machinery requested. 


MANKATO, MINN.—Schroeder & Murphy, doing both a 
wholesale and retail business for the past 17 years at 121 
South Front street, have retired from business. 


Mounp City, Mo.—The hardware store of J. L. Riffe & Co. 
has been bought by W. L. Riffe & Co. The new owners are 
now in charge. 


MOUNTAIN VIEW, Mo.—T. E. Padgett has acquired the 
stock of hardware, implements and furniture of C. C. Padgett. 
He will continue business under his own name. 


Roscog, Mo.—The stock of churns, cutlery, dynamite, fish- 
ing tackle, heating stoves, heavy farm implements, lubricat- 
ing oils, prepared roofing, pumps, ranges and cook stoves, 
silverware, tin shop, wagons and buggies and washing ma- 
chines of Pence, Pritchard and Stratton, has been bought by 
M. J. Johnson. Catalogs requested. 


BURWELL, NEB.—W. T. Wetweiler has succeeded F. A. 
Downey in the implement business. 


CLATONIA, NeEsB.—Edward Krauter, Charles Hayes and 
Harvey Krauter have started in business here under the 
name of Krauter & Son. Their stock consists of baseball 
goods, builders’ hardware, children’s vehicles, churns, cutlery, 
fishing tackle, furnaces, galvanized and tin sheets, heating 
stoves, poultry supplies, ranges and cook stoves, shelf hard- 
ware, silverware, sporting goods and tin shop. Catalogs per- 
taining to light hardware requested. 


JUNIATA, NeEB.—T. J. and M. C. L. Stanley have bought 
the stock of J. J. Gish & Co., and will do business under the 
title of the Stanley Hardware Company, and carry the fol- 
lowing lines, on which catalogs are requested: Baseball 
goods, belting and packing, bicycles, buggy whips, builders’ 
hardware, children’s vehicles, cream separators, cutlery, dog 
collars, fishing tackle, furnaces, galvanized and tin sheets, 
gasoline engines, harness, heating stoves, heavy hardware, 
lubricating oils, mechanics’ tools, ranges and cook stoves, 
refrigerators, sewing machines, shelf hardware, silverware, 
sporting goods, tin shop and washing machines. 


KENMORE, N. D.—Nelsen & Peterson have disposed of their 
store to Hjort & Stormo. The new owners have made many 
alterations in the building and entrances. An entire new 
plate front has been installed, and partitions removed, mak- 
ing the interior into one large display room. The store will 
also be repainted. Mr. Hjort was formerly in business at 
Powers Lake. 
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Pumps and Oil Guns ween Wee , 
: : igitlxg, seperate ges Ne | 
‘‘Search-Light” Bicycle Lanterns [Beseeee- Nees | 
The name ‘‘ Bridgeport ’’ on a tire pump or oil gun is } es | 
a guarantee of the highest quality and finest workmanship. 


‘* Bridgeport ’’’ Pumps and Oil Guns have seamless brass 
barrels which cannot rust. They are strongly made and 
will give the longest service life. The 


‘*Search-Light’’ Bicycle Lantern 


is an easy seller—it’s a trade builder. Throws a clear, 
penetrating white light. Boys like it because it is com- 
pact and strong and gives the desired result. 


Send for new 1915 pump booklet 
The Bridgeport Brass Company 


Bridgeport Connecticut 
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Cross section, showing the reversibly directed projections which prevent the 
Shield from turning in the hole—-the one great trouble with other Shields. 


PARKER EXPANSION BOLTS 


‘‘CAN’T TURN IN THE HOLE’”’ 





1) they’ll satisfy your trade; 
The Bolts for you to handle, because— t2) ee Sc cad goatee. 


Ask your Jobber, or write to us for samples, discounts, etc. Manufacturers of Parker Products 


P ARKER SUP P LY COMP ANY, 518 West 45th Street, NEW YORK . 


Jobbers: Write for our proposition. 
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The Classified Directory appears in the first issue of each month 
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will back this appreciation with cold cash. 











A Warning Signal with Lots of 
Talking Points 


You must know that automobilists have no-mean knowledge of what constitutes a good warning 


signal. They’re always on the lookout for improvements. They appreciate real ones, and they 


Our new Garford Hand Operated 
Warning Signal operates with excep- 
tional ease. The 45° angle at which the 
plunger is paced is quite an improve- 
ment over the usual vertical position, 
for it allows the hand to come into play 
in a natural forward-and-down move- 
ment. 


Price $3.85 Delivery Now. 


The intensity of the sound can be reg- 
ulated at will. 


On the strength of the value of this 
one good talking point, may we quote 
others—in detail? 


Gartford Mfg. Co., 
ELYRIA, OHIO. 


Canadian Distributers, 
The Tire Import Co., Toronto, Canada 





























Have you a copy of the 1915 edition of ““Motor Trucks 
of America,’’ giving the concise facts about nearly 100 
of the leading makes? It’s worth writing for. Free. 











Service Stations and 
Branches in All Principal |e 
Cities 


The B. F. Goodrich Co., 


Factories: Akron, Ohio 
Address Dept. H, Wireless Truck 


Tire Division 





GOODRICH 


WIRELESS 

TRUCK TIRES 

11.000 and Hauling steel castings over Chicago pave- 
4 ° ments and on bad country roads running to 
20,000 miles suburban towns is the work done by this 6%4- 
ton Saurer truck owned by the American 

over bad roads Brake Shoe and Foundry Company, Chicago. 


Goodrich Wireless Tires have gone 11,000 
miles on the rear and 20,000 miles on the front. 


A good record—but not unusual. 


AMERICAN 
Brake Shoe 
Foundry 
-OMPANY 
Caen 
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ou can rely on Uncle 
am’s Judgment=— 





MASTER 


Regular Length 
$1.00 Each 


This is a significant fact and well worth 
considering. 

The United States Government 
has officially adopted the MAS- 
TER SPARK PLUG and the Mas- 
ter is used extensively by the 
U. S. Navy Department. 

Some of the greatest engineers are in the 
government service—men who know—who 
must be absolutely convinced of the merits 
of a spark plug before they put their seal 
of approval on it. 

These experienced—unprejudiced—unbiased 
engineers have adopted the Master— 

—solely on its merit—out of several hun- 
dred different makes of spark plugs—the 
Master alone was selected for government 
use—not one qualification but every one pos- 
sible in a spark plug was demanded. 

The Master stands pre-eminent as the 
sole selection of the U. S. Government. It 
combines the utmost in quality—perfection 
of design, constancy of service and freedom 
from troubles of any kind— 

The Master is 

Leak Proof— 

Soot Proof— 

Made of the highest grade of materials 
obtainable, and has the enviable and un- 
qualified record of a 100% score in a series 
of 6000 tests. 

Tested 6000 times not a single Master 
failed. 

The judgment of the U. S. Government 
should be sufficient guide for motor car 
owners in the purchase of spark plugs. 

Note this. We made spark plugs for years 
for a majority of the spark plug people. 

The Master combines every merit of 
every other plug and has none of their faults. 


The Master is the ‘‘Daddy of them all.’’ 
Motorists who want-— 
Freedom from fouled plugs— 
and a guarantee against loss of power from 
leaky plugs— 


—will buy ASTER Spark Plugs. 


Regular length, $1.00 each. £&xtra long, 

.25 each. Ford Special ‘‘Specially for 
Fords,’’ $1.25 each. 

All standard threads carried in stock. 

Dealers who handle Master Spark Plugs are 
men with a keen appreciation of the value 
of service to their customers. The Master 
serves them as well as the motorist. 

There is a good fair margin of profit for 
the dealer in every Master Plug sold. 

Dealers not handling Masters would do 
well to address us. 


Master Electric Tire Pump 


If you cater to a growing motor car trade 
you should broaden your service and give 
free air for inflating tires. 

MASTER TIRE PUMPS are built in 
sizes for every service. 

Three models—either on trucks or sta- 
tionary—any one will inflate a 37 x 5 tire 
in a couple of minutes—electric driven— 
from $55 to $105. Write for descriptive 
literature. Fill the tires while you are gell- 
ing the motorist Master Plugs. 


HARTFORD 
MACHINE 
SCREW CO. 


488 Capitol Avenue 
HARTFORD, CONN. 





ASTER 


FORD Special 
$1.25 Each 





Sold by Hardware Dealers 








A Shaler Vulcanizer is the one accessory that every motorist needs. 
He can carry one in his tool kit for emergency repairs or mend his 
own tires at home—keeping them in perfect condition all the time. 
Shaler Vulcanizers are sold at hardware stores. It is the logical 
place for the motorist to buy one because garages do not sell them 


for the same reason barbers don’t sell safety razors. It would hurt 


their tire repair trade. 


HALS 











Vulcanizers 


The Auto Accessory Every Hardware Dealer Can Sell 


Build up a big auto accessory trade 
by featuring Shaler Vulcanizers. You 
can increase your sales on all Auto 
accessories and increase business in 
that department. 


Every motorist is looking for some- 
thing that will rid him of tire troubles. 
Shaler Vulcanizers enable him to keep 
— tires in perfect condition all the 

ime. 


They mend tube injuries and casing 
cuts. They prevent sand and water 
from rotting the fabric and causing 
blow-outs. Vulcanizing is an exceed- 
ingly simple process—with a Shaler. 
Anyone can make a perfect repair the 
first time they try. 

The Shaler line of vulcanizers is 
complete and is the “standard’’ vul- 
canizer used by the best garages and 
wisest motorists everywhere. 


fram Hds ¥ andtira 


Hardware Dealers—Write for Catalog 


It contains practical information about automobile tires. It tells what to do 
for every kind of tire trouble—how io treble tire mileage—how to get the most 
service out of tires, and how motorists can vulcanize and repair tires at home. 
It explains Shaler Vulcanizers and describes each model. Send today. 


C. A. SHALER CO., 1456 Fourth St., Waupun, Wis. 


The Largest Manufacturers of Vulcanizers In the World. 


Canadian Distributors—John Millen & Son, Limited, Toronto, Winnipeg, 
Montreal, Vancouver. 





PANTER TREAT RE MATT OT Paw 
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Fits Any 
Size Casing 
or Tube 
Can be carried 
in the tool bo 
Absolutely safe. 
Burns gasoline or alcohol — an 
exclusive Shaler feature. You 


can’t overcure or undercure a repair. 
Handle always cool, Complete, $3.50. 


* FL DOLE i CLOG BO PLOE ELOISE, iis OE IEEE LES ELIE LOD: 


temporary patch- 
es for repairing 


_and the fuel cannot , 
polit and Sere ap Handle ze 
detachable 


# 


J > | 
SRALER 


Ford-Kit $2.75 
For Ford Tubes 
and Casings 


Pe 
BS Oe 


casing repair. 
Safe,simple,clean 
—noex blaze 


SATO RRR PTT IEE ya en oe = 
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Introduce your automobile trade to Arthur Duray, 
nt has traveled faster than any other human being 
and uses 






For Transmissions 
and Differentials 


His picture is among those of a set of photo-testi- 
monial window display cards. Ask for assortment 
No. 40-G. 

Made in Jersey City, N. J., by the 


Joseph Dixon Crucible Company 


DOG Estahlished 1827. an 








Samsog-Tiger is an 
easy horn to sell, be- ae 
cause it is the ‘only 
shaft-driven hand horn 


on the market, and be- 
cause our advertising 
appropriation is spent 
with the dealer in the 
form of profit-making 
discounts and “dealer 
helps.”’ 


If our <—* ar 


ers’ discount and sample 
horn at our expense. 


American Electric Co. 


CHICAGO 00 
aMempetwed ABE PTICCs.svceoves * Joe 





Shaft-driven, Auto- 


State and 64th Streets, mobile, Hand Horn 











Tie-Up With the Most 
Popular Slogan In All 
gua Motordom 


You'll sell a lot of these “* Safety First ” 
Radiator Emblems, not merely as fads, 
but as practical mediums thru which 
human lives may be saved. 


The raised white enameled “Safety 
First’ letters stand out boldly from a 
beautiful medium green background, the 
official colors of the “‘Safety First’’ Soci- 
ety. Rim and base highly polished and 
nickeled. Will fit all cars. List Price 75c. 


STEVENS ©& COMPANY 


Manufacturers of High Grade Automo- 
biles Parts and Accessories 


© Be ge 375 Broadway New York 


























The Oiler Demand 


from your trade is most satisfactorily 
answered with “WALL” OILERS. 
They relieve you of all responsibility. 
Each is fully guaranteed for five years. 


“Wall” Oilers are brazed with hard 
solder and prevent melting when con- 
tents are heated. The body is drop- 
forged steel—the bottom apring steel. 
Nozzle won’t clog—has case hardened 
— and large cuening & at the body 

or easy filling. 


Get our catalog describing oilers for 
every use. 


P. Wall Mfg. Supply Co. 


N. S.. PITTSBURGH 





The New Waterproof 





=RAJA 


PLUG 


Meets the“demand for an absolutely 
reliable, waterproof (insulated) plug. 





Furnished in all the standard sizes with Rajah 
Regular Terminal fitting any cable. Rajah 
Ferrule Terminals, making a neater connec- 
tion, will be furnished if a sample of cable 
is included with the order. 


Dealers: Here’s a money-maker for you 


RAJAH AUTO 1+ etl co. 
Bloomfield, N. 


JOHN MILLEN & SON, fi Montreal 
i Toronto Winnipeg Vancouver 











McKINNON F OLDING SEATS 


Provide room and comfort for extra passengers. 
Just the thing for Jitneys. 


McKINNON DASH COoO., Buffalo, N. Y. 

















“IDEAL” Riveting Machine 






Simplest, Strong- 
est and Best 
Riveter made. 





SEND FOR CATALOGUE AND PRICES 
Also of Cobbler Outfits, Lasts and Stands, Heel Plates, Corn 
Shellers, Grist Mills, etc. 


THE ROOT-HEATH MFG. CO., Plymouth, Ohio 
N. Y. Agents: D. N. Winner, 90-92 West Broadway. 








Proved Best 
by Public Demand 


-Poa 
Books and Forms 


At First Class Stationers 


Irving-Pitt Manufacturing Co. 
410 Eighth St. Kansas City, Mo. 
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“The No. 1 Fire Pot 


is made to meet the requirements 
of critical users, and is very 
popular because it will do a 
wider range of work than any 
other Fire Pot on the market. 
The tank is made of heavy gal- 
vanized iron, reinforced and 
fitted with bottom ring. The 
burner is swiveled, giving the 
user always perfect contro] of his 
fire. The No. 1 will heat per- 
fectly a pair of twelve pound 
coppers and melt a pot of lead 
at the same time if desired. Try 
it and you will be pleased and 
satisfied. Jobbers will supply at 
factory price. Send for catalog 


No. 1 Fire Pot —it’s free. 


Clayton & Lambert Mfg.Co., Detroit, Mich., U.S.A. 
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saneniiiiiiine DEALERS: 


EVERY PAIR OF 


KLEIN PLIERS 


You sell will make 
a satisfied cus- 
tomer for you. 

Write for cata- ¢ 
log describing our 
complete line of 
tools. 


Mathias Klein] & Sons, Tool Mfrs., Canal Stn. 21, Chicago 

















SNOW SHOE IRONS 


The illustration shows 
Ute f our No. 2 Iron for slate 
Vij se. roots. We make a sim- 
| llar one for standin 
seam, corrugated and 
crimp roofing. 
These are the most sub- 
stantial irons made. 
Write for prices and sam- 
ples, also our general 
Catalog. 


Everything for the 
Roofer, 


BERGER BROS. CO. 
PHILADELPHIA 
Office: 229-281 Arch St.; Store: 287 
Arch 8t. 






Warerooms and Factory: 
100 to 114 Bread St. 











Copper Rod 
Brass 


Hard Rolled Copper 
Rectangular Copper 


We can furnish any of this 
material at very close prices and 
make good delivery. 

Write us when you are in the 
market. 


The Eureka Company 
NORTH EAST ~ - 























Goodell Mitre Box 


Made of STEEL—Cannot Break 


For years this Box has been recognized as being first 
in quality and improvements, and the new STEEL 
BOTTOM PLATES with ANGULAR SERRATURES 
to prevent work from slipping add still more to its 
convenience and attractiveness. 

Write for new 
Catalog B, de- 
scribing this 
and many 
other features. 


GOODELW 
MFG. CO. 
Greenfield, Mass. 











C. E. JENNINGS steers patent 
EXPANSIVE BIT 
SEE THAT BEVEL 


ON CAP AND CUTTER 








CANNOT 
N 


Note Micrometer Screw, by means of which, Cutter can be in- 
stantly adjusted to peg part of an inch. 





C. E. JENNINGS & CO. ssonsteciurers 71-73 Murray St. N.Y. 











Look for the full name 


Russell Jennings 


stamped on the round of our 


Auger Bits 


The original double twist auger bit, patented by 
Mr. Russell Jennings in 1855 


Russell Jennings Mfg. Co. 
Chester, Conn. 





SITS Ta 
ee" 


“BEST BY TEST” 


Perfect Satisfaction Guaranteed 
Write for Prices 





Os i 
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aap Sash Balance 


@ Does away with weights 
and cords, and is VASTLY 


more durable. 


@ Makes sashes work per- 
fectly. 


@ Permits greater window 


frames are not. necessary. 


@ May be applied to old 
windows without altering 
sashes or frames. 


@ Write for circular to the 


CALDWELL MFG. CO. 


3 Jones St., Rochester, N. Y. 











space in new work, as box . 








The Perfection No. 31 
Sickle Grinder 


is a hand-operated machine 
running easily on ball-bear- 
ings; unequalled for keep- 
ing sickle. blades sharp and 
in Si best of condition. 









gear, large sickle 
gear —" Be tool wheel are special 
atures worth investigating. 


Combination tool rest supplied 
for tool grinding. 


Get prices and particulars. 


Star Specialty Mfg. Co. 


227 W. Erie Street 
CHICAGO, ILL. 
New York Office, 37 Warren St. 














Armstrong 
Ceiling Nipple 
Threaders 


This tool is made to 
thread pipe projecting 
from the ceiling or wall. 
The holder takes dies %, 

, % in. R. or L. and 
bushings to match. 


Dealers will find this a Profitable Tool to Stock. 
MANUFACTURED BY 


THE ARMSTRONG MFG. CO. 
290 KNOWLTON ST. BRIDGEPORT, CONN. 

















Iwan’s “Champion” 
Tile Drain 


Cleaning 
Tool 





The only ditching tool 
made and sold that will 
clean out the loose earth 
thoroughly to prepare a 
smooth bed for ‘he til- 
ing. Made in bot: Ad- 
justable and Stationary 
styles with six-foot han- 
dies that “hang” ri ~ 
in the hand. Packed 
quick handling in hon. 
dles of half dozens. 


Order them! 


IWAN BROTHERS, South Bend, Ind. 


1511 Prairie Ave. 






ANS PAT. STATIONARY 
TILE. E DRAIN CLEANER 











The Idea of METAL CEILINGS 
is to add to the 
artistic effect or 
reduce the cost 


of building. 


Our Large 
Oatalog Tells 
How. 


Write for it. 


Pattern euitable 
or 
all dutldings. 





“‘PNAMBETILE”’ equals tile and costs much less. It is sanitary, 
durable. This catalog, free, too, tells all about it. 


New York Metal Ceiling Company °72.°°y i 











HE circulation of 
Hardware Age is 
guaranteed. 

A sworn statement 
in detail will. be sent 
to any one upon re- 
quest. 











4H tai i 


Prompt remem on Receipt 
of Your Order 


Ferrules, Co Bars, Copper ; , atten, Copper; Burrs, Cop- 
. eo or Pipe, we tens Sheet, Copper ; Eaves 
fro per ; ry te Corrugated Copper ; 
cae: Mitres, Copper Nails, ‘Cop ; Rivets, Cop- 
per Roll Copper; Shoes, Copper; Sheets, pper; . Soldering 
rs; —_. Copper ; : ‘Washers, Copper. 
te our selling needs are listed above, write us at once 
Pitavarah Copper and Brass Rolling Mills 


C. G. HUSSEY CO. _Pittsperen, Pa. 


A Name Favorably Known Wherever 
easurements Are Taken 


Get our new catalogue. 


Measuring ne s, Boxwood ee Steel Rules, Board 
an 


og Rules, serine oint P evar 
of every description 


=e men ene C8 SAGINAW |} Laie York 


dsor, Oan. 
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Make More Money 
During the Year 
1915 





Stock Our Line of 
COBBLER SETS 





Star Heel Plate Co. 


Louis Sacks, Prop. 


Newark, N. J. U.S.A. 








Hardware Store Fixtures 


Warren Fixtures are made 
in several distinctly different 
designs or made entirely to 
order as you may choose. 


Catalogs 65 & 216 mailed free. 


J. D. Warren Mfg. Co., Chicago. 




















BICYCLE 
Step Ladders 


are made in 
many styles 
and to fit 
all kinds of 
shelving 


Send for catalog giv- 
ing full description 
and prices. 
The Bicycle Step 


Ladder Company 


62 West Randolph St. 
CHICAGO, ILL. 





POEL AD) Tt LADDERS 


will pay for themselves in 
a short time by enabling you 
to wait on more trade, save 
the wear and tear on your 
fixtures and goods, as well 
as bring the appearance of 
your store up to date. 


Write for catalogue show- 
ing a large number of styles 
suitable for all kinds of 
shelving. 


Milbradt Mfg. Co. 


2410 N. 10th St. 
St. Louis, Mo. 























An “Acme’”’ 
Won't Cut 
the Carpet 


A large, smooth, hardened steel ball re- 
volving on opposed ball bearings within a 
cup-shaped shell allows the “Acme” Caster 
to roll freely in any direction. No axles, 
horns or rivets to tear carpets and rugs or 
to mark the floor. 

Brass, nickeled, and galvanized finishes. 
PRICE THEM 


THE SCHATZ MFG. CO. 
POUGHKEEPSIE, N. Y. 
Agents: J. C. McCarty & Co., 29 Murray St., N. Y. C. 














Within the circle of Hard- 
ware Age subscribers are 
many who desire to buy or 
sell hardware stores, who 
need “Help” or are look- 
ing for situations. 


If you are interested in 
reaching these people, an 
advertisement in the Op- 
portunity Exchange Col- 
umns is the surest way. 























American Steel & Wire Co. 


MANUFACTURERS OF 


Telephone & Telegraph 
Wire. Electrical Wires 
of every description 











CLEVELAND 
PITTSBURGH 


CHICAGO — WORCESTER 
NEW YORK DENVER 








When Wash Day Comes 


Hill’s Dryers 
go up every- 
where. People 
are beginning 
to see the folly 
of marring the 
beauty of their 
lawns with un- 
sightly poles, 
when . Gill's 
Dryer performs 
the work of 
drying in a jiffy 
and can be eas- 
ily removed in 
less than no 
time. Write 


HILL DRYER CO. 
316 Park Avenue WORCESTER, MASS. 
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YOU will eventually buy 


F. & N. Self-Adjusting 


BALL-BEARING LAWN MOWERS 


Your customers demand them because they 
STAY IN ADJUSTMENT 


THE MODERN LAWN MOWERS 


All parts are fitted to precision and interchangeable. 
Hardened and tempered Crucible Steel Blades. 

Also Horse and Motor Mowers, Golf Mowers and 
Rollers. Write for Prices. 


THE F. & N. LAWN MOWER CO. 
RICHMOND, IND. 











Largest Makers of Lawn Mowers in the World. 


Trace Mark 


Diamond Nozzle 


Rec. U. &. Par. Orrice 


The BEST At ANY PRICE 
COSTS LESS Than Other Good Ones 





Patented 


Spray—Straight Stream—Shutoff. Wrought Brass— 
Not Cast Brass. The only nozzle with pilot to keep 
spray point central and prevent one-sided spray. 
Stronger, last longer, bigger volume of water. Sample 
sent postpaid on receipt of 25 cents. 


H. B. Sherman Mf¢.Co. _Battle;Creek, Mich. 

















Ask Your Jobber 


For Harness Snaps, Rope 
Snaps, Breast Chains, 
Horse and Cattle Ties, 
Halters, Wagon Jacks, 
Gate Hooks, etc. 


MADE BY 


Covert’s Saddlery Works 


INTERLAKEN, N. Y., U.S.A. 











Townsend Gavejto the World 
The Ball Bearing Lawn Mower 





All other manufacturers now make Ball-Bear- 
ing Mowers for their best grade, but Town- 
send still leads in design, quality and finish. 


S. P. TOWNSEND & CO., Orange, N. J. 














“HOLD 
FAST” 


Ask your Jobber 


ONE YEAR 
GUARANTEE 


Double and stitched 
of the heaviest 





| MOTE THe wew Chrome 
Retail Price - $1.50 














AMERICAN BRAND 





LASTS LONGER—LOOKS BETTER 
ALSO 
COPPER, BRONZE, GALVANOID ENAMELED. 
PAINTED, BRIGHT GALVANIZED 
All Meshes and Widths 


AMERICAN WIRE FABRICS CO. 
: CHICAGO, ILL. 
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Protect Your Own Reputation 


2 & &x B' 


CEM EVVAncEs meltiiea@b (ciaelets 


always gives satisfaction, which is a guar- 
antee to the dealer that he will have no 
“come backs’ if he handles wire nettings 
o) Melb) am setstahetecteatlacs 

The Gilbert & Bennett Manufacturing Co. 


Kansa Coit 
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T may seem impossible that wire 
could be shaped like the human 





“Pennsylvania Fruit Picker” it would 
prove to you that this Picker is so 
much like the Human Hand that it 
shows at once the utility of the arti- 
cle. As a Fruit Picker it has no 
equal. It is made of heavy Wire and 
Galvanized after made, and can be 
easily adjusted to any pole. 


THE LOW PRICE AT WHICH IT 
IS SOLD brings it within reach of 
those who have little fruit to gather, 
as well as those who have large quan- 
tities. 
PRICE PER DOZEN, $3.00 
It will gather Apples, Peaches, Pears, etc. 
MANUFACTURED ONLY BY 
Edward Darby & Sons Company, Inc. 
y wr 9 Phi 


245 Arch Street PHI A, PA. 


hand, but if you could see our - 
















Twin Lawn 
Sprinkler 


In Big Demand. 
Throws fine mist like spray 
over large area. Brass lined. 


Best built sprinkler on the market. Customers invaria- 
bly select it. Made of zinc and brass. Novel design. 
Place your order now. Write for descriptive folder of 
sprinklers and permanent systems. 


THOMPSON ANCE AL URES COMPANY 
E. 8th and Santa Fe Ave. Los Angeles, Calif. 
Eastern Representative 


Chicago Hardware Sales Co., 214 N. State St., Chicago. 











IMPERIAL BIT AND SNAP CO., 





Imperial Lawn Edge Trimmer 


Sells on sight. See how easy it —— 
Note the clean, even edge. No movin 
Very durable. Price is right. Good Droft profit. 
Most jobbers will een” you. 


Racine, Wis. 











STRAIGHT AWAY LAWN SPRINKLER 


No. 1 


Perforations 





Throws all An water away from the end of 

the hose. Can be held in the hand for sprink- 

ling flowers. Write for our general catalogue. 
New York Office: J. M. Sherwood Co., 168 Church St. 


Stuber & Kuck Co., Peoria, IIl. 
Wm. P. Horn Oo., Pacific Coast Representative, San Francisco, Calif. 











Safety Fuse 


Ensign-Bickford is the ORIGINAL safety 
fuse—tested and tried by time and experience. 


The 
Ensign- 
Bickford 
Co. 


Simsbury, 
Conn., U.S.A, 

















When you want 


eficient help or results remember that one 
dollar will pay for a fifty word advertise- 
ment in “The Opportunity Exchange Col- 
umns’ of HARDWARE ACE. They are 


result producers. 


HARDWARE AGE 
239 West 39th Street New York City 


























THE ROBERTSON 


“Horseshoe Ma 


Trade Mark Reg. U. S. Pat. gn 


Hammer 


7 


gnet” 








The best magnet hammer 
It holds the tack 


Write for illustrated price list. 
ARTHUR R. ROBERTSON, Sole Mfr. 


144 Oliver Street Boston, Mass. 
Owner of the “Horseshee Magnet” Trade Marks. 











American Steel & Wire Co. 


MANUFACTURERS OF 


Nails, Staples, Spikes, 
Tacks, Barbed Wire. 





CLEVELAND 
PITTSBURGH 


CHICAGO WORCESTER 
NEW YORK DENVER 

















Thompson’s Improved 
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Gifford-Wood Co.’ 


Write for Jobbers’ Prices and let us 
tell you the different tools sold in 
your territory. Ask for Catalog. 









NEW YORK 





Show the Housewife the handy Tongs, Picks and 
Shavers you sell for the ice chest— 
She wili appreciate the quality. 





are Standard in Quality— 


Ice Tools Used Everywhere by Everybody 


GIFFORD-WOOD CO. nupson,'n. y. 


BOSTON~ CHICAGO 











SHOE SLOYD 
KITCHEN OYSTER 
PRUNING RUBBER 
HANGER PATTERN 
HA 


MAKERS’ 





Paper Hangers’ Knife 
—Square Point 


ROBERT MURPHY’S SONS CO. = Ayer, Mass. 





The famous “Gem” 
mounted twelve on a baa 
some counter card. Sells at 
25 cents each. Big 
profit. We also make 
a ten-cent nail clip- 
per. Write. 
H.C.COOK CO. 

Ansonia, Conn. 


“GEM?” Nail Culp 











**ALUMINOX’”? 


MR. DEALER—To prove the merit and 
salability of this product, we shall be pleased 
to send you, all charges prepaid, a single dozen 
of the 10c. size at 90c., including a liberal 
amount of advertising matter and valuable sug- 
gestions that will increase your ALUMINUM 
WA sales. 

Yours respectfully, 


THE ALUMINOX CO. 
25th and Indiana Ave., Kansas City, Mo. 














O. LINDEMANN & CO. 
Manufacturers of 


BIRD 
CAGES 











Fin, 


coeseee -——<—“e8e8 


ganv® men 
Established 1863 
35-37 Wooster Street, New York 
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Ivanized Sheets | 
BEARING STEEL—Unequaled for vas 
Ss caieteall eater iad Suns 


use noother. Write for full information. 
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BROOKS 


Bright Iron and Brass Wire 
Goods. Special Wire Geods 
made to order. 


M. S. BROOKS & SONS 
CHESTER, | CONN. 





Parker Wire Goods Company 


Manufacturers of 


General and Special Wire Hardware, 
Wire Goods and Stampings 


WORCESTER MASSACHUSETTS 














—An absolute guarantee with every bar of solder— 


ALUMUNITE 





ALUMINUM—SOLDER 


Aluminum Solder & Refining Co., Syracuse, N. Y. 


$2 per pox of 4 bars. Discounts to Dealers. 











4 ZZZ=—__ZZ- ZN 
ROBIN HOOD 


A AMMUNIT ION 
WP Z Robin Hood Ammunition Co, 
a ZA SWANTON, VT. 
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SAVMUOUGUOOUOUEUOUOUECOUOUOUOOOOUEDOOOCONOUOUOEROGEOEAOUEROGOUOOOUOOOOOOOUCOEES 
Jump! And the Fish is 
Gone, Unless -- 


you prepare for the scaly fighter 
by using tackle stamped with the sign of the 
- ae Dolphin.”’ Then he can twist and turn, hide in 
sharp rocks, or run wild down the river without damage to 
rod or reel, hook or line. A century of quality in ‘‘Leap- 
ing Dolphin” tackle 

New illustrated catelog H (236 pages) sent on tage 
of parcel postage (10 cents) to any angler who will 

give us his tackle dealer's name. 


Abbey & Imbrie, 18 Vesey St., New York 
Titi 


| al OHN, OMMERS PEERLESS FAUCETS 





d 





MAPLE wooD BODY HIGHLY POLISHED 


OntyY THE Genuine ARE STAMPED IN THE WOOD WITH 
TRADE MARK MALTESE cross (as Pee cur) 


BEWARE OF 1M MITATIONS 
SUCH AS FAUCETS SIMILAR IN SHAPE WITH KEY 
MADE OF F LEAD,IRONOROTHER INFERIOR METALS, TINNED OR HICKELED. 











hs 





all 


penne if 








JOHN SOMMER FAUCET CO. 555 Cenrrat Ave. Newarn NL, 




















An invaluable aid to the farmer for stretching 
woven, plain, twisted and barbed ~ire fences taut 
and quickly. The apparatus is light. Parts are of 
malleable iron with two corrugated steel grips riv- 
eted in where the stretcher grasps the wire. 
Write—today—for circular. Read it—then stock— 
from your jobber. 


Manufacturer 


F. J. TOWNSEND, Painted Post, New York 





New Eng. Rep. 
F. M TRAFTON, 176 FEDERAL ST., BOSTON, MASS. 
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SAMSON CORDAGE WORKS | [ anak eh a 


GASH CORD, CLOTHES | |SORCRRCIORCROREHTCIO Lawn Vases 
= LINES, SMALL LINES | Ant “§4\\409 


ETC. SEWO/OP LAVALOG intl “sa SO 
MASS. | PT TTT Terertt! Ask for Catalog | 








MANUFACTURERS OF 


BRAIDED CORDAGE . 
AND COTTON TWINES ‘py 
LOSTON 



































ZE-LITT PAT FILE AND TOOL HANDLE 
Stronges Interchangeable Handle Made 





Porter’s “New Easy” Bolt Clippers 
All singe, All parts interchangeable. Jaws Special Steel THE (JHAPIN- STEPHENS (jo. Union Factory 


Good profit. Write for prices. 
HH. K. PORTER Everett, Mase PINE MEADOW, CONN., U. S. A, 




















(eee —— 
~ 


Saw Sets, Hand Punches, | The 





_ —_ ' . = 





Nail Puller Ss, Box Openers, FORD 2 This Extension is of the same pattere as our 
Seal Presses, Bench Stops, po Tiiggy n— a  Figgg ht BR ga Be 


Liq uid Soa p Di spensers. Improved which allows it to hold the shanks of all Auger 


It is made to follow an eleven-sixteenth hole. 











Chas. Morrill, Manufacturer | Bit Se SS SS RE. We Ss: Say as 
ee pnnne a Extension The Ford Auger Bit Co., Holyoke, Mass. 
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Rock Island Autovises 


Number 241 vise is swivel, weighing 80 Ib., and is adapted for 
automobile and heavy repair work. No. 231 vise is same in design, 
but is stationary, weighing 32 Ib., and is suitable for the individual 
automobile owner. These vises are a combination of vise jaws, 
pipe jaws and anvil. 


ROCK ISLAND MFG. CO. Rock Island, III. 


SEND FOR NEW CATALOG OF LARGEST AND MOST ie 
COMPLETE LINE OF VISES MANUFACTURED Saree 
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Manufacturers of Punches and Sets 
(Hand MDrive and Foot Power) for 
Leather, Cloth and Metal. Punch Tubes. 
Punch and Dies. All kinds and sises 
made to order. Write jobber. Booklets 
free. Established 1858. 


40 Lincoln St., BOSTON, MASS. 


~ SOHN HASSALL. inc. 
RIVETS. 
ESCUTCHEON PINS. 
SPEGIAL WIRE NAILS 
Cray ame Cone Streets 
<- — <=) <—) ae =) 


In Aca MeTar 
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Remmecmmm — woes Elods} | ELEVATORS AND DUMBWAITERS 


‘NEVER DR/P”’ Send for Catalogue Made to be sold by the Hardware Trade. 
and Price List Can be placed in position by any carpenter. 
Mfd. by 


CATALOGUE FREE 


ENERGY ELEVATOR CO. 
214-216-218 New St. Philadelphia, Pa. 


METAL DEPT. 


THE CLEVELAND 
WIRE SPRING CO. 
Cleveland, Ohlo 





























Mr. Dealer: I want you and your 
trade to know all about my 


BALL POWER WASHER 


I will ship on 60 days’ trial to any city 
where I am not represented. 
Order at once to secure exclusive sale. 
Large margin of profit. 


RICHARD D. SIMS 


2934 Gilbert Ave. 
Cincinnati, Ohio 


KEEP You can get the latest prices from 
7 I A S 
Par oe ee 


HARDWARE LIsTs., 
cular and specimen pages. 


DAVID WILLIAMS COMPANY 
239 W. 39th St., New York 




















ESTABLISHED 1826 


Round and Oval Punches 


OF SUPERIOR QUALITY 


antec Newark, N. J. 





PLIERS 
NIPPERS 


AND 


PUNCHES 


Send for Catalog 
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may be listed in one 








A Good Position For You 


ads on this page. Better read 
them all over and find 
not—an ad will let the 
know your want. 





of the Advertisements 


Situations 
a:- 2f 


others 





Help Wanted and 
Business Opportunity 


—$1.00 minimum rate. 


2c. nd word—soc. minimum. 
tsplay rates on request. 
These Advertisements are Pay- 
able in Advance 


These advertisements go to press 
every Friday at noon. 


2c. per word 


Wanted 





every 
read these pages. 
a part of the service you 


are paying for. 


AKE ITA POINT 


week to 
It is 








Help Wanted 


Original letters of reference should 
not be enclosed with replies to ad- 
verttsements appearing in these col- 
umns, as they are frequently mis- 
laid and lost. A copy of the refer- 
ence will serve the purpose. 








MANUFACTURER of full line 
household _ specialties wants local 
representatives in all important cities 
to handle line on commission. De- 

riment stores, hardware dealers, 
instalment houses, premium  con- 
cerns, are all big users. State ex- 
perience, lines handled and territory 
covered. e want none but those 
who can “make good.” For such 
our proposition is an excellent one. 
Address “S. H.,” care HarpWAreE 
AcE, New York. 





WANTED—Experienced HARD- 
WARE SALESMAN, one acquainted 
with Southern trade preferred, to 
sell established factory lines to the 
wholesale trade, Virginia to Texas. 
State age, previous experience and 
salary expected. Address “R. K.,” 
care Harpware Acz, New York. 





SALESMAN WANTED—By large 
established manufacturing concern, 
introducing new specialties. Oppor- 
tunity for acvancement to right 
man. State age, experience, if any, 
and salary wanted. Young men of 
good address and of sure ability to 
sell goods. Address “S. A.,” care 
HARDWARE AGz, New York. 





WANTED—A-1 SALESMEN, ac- 
OER with the hardware trade. 

o sell an old and well known line 
of cutlery with an improvement that 
makes it a specialty. Territories: 
No. 1, Kansas and Nebraska. No. 2 
Minnesota and kotas. No. 3, 
Iowa and Illinois. No. 4, Wisconsin 
and Northern Michigan. No. 5 
Georgia and Florida. Agencies and 
“Side line’? men need not apply. 
Genuine up-to-date full fledged sales- 
men wanted. References required. 
Address “S. E.,” care HarpWARE 
Ace, New York. 


Ww 
* 





A MANUFACTURER OF 
BUILDERS’ HARDWARE requires 
a salesman to travel in New Eng- 
land, New York, Pennsylvania, 
Michigan and Ohio. State experi- 
ence and salary expected. Only ex- 
perienced builders’ hardware sales- 
men _ will 
*“S. J.,” care Harpware Ace, New 
York. 


Situations Wanted 


Business Opportunities 





A SUCCESSFUL SALESMAN 
and for last ten years a director of 
sales would like to get in touch with 
manufacturer of hardware or kindred 
line who is desirous of increasing 
his sales. Have been very success- 
ful in selling to departments of 
U. S. Government_as well as to the 
jobbing trade. Exceptional refer- 
ences. Address “P. W.,” care Harp- 
warE AcE, New York. 





EXPERIENCED HARDWARE 
and MILL SUPPLY man would 
like to connect with good live dealer 
or manufacturer. Thirty-seven years 
of age, have had 20 years’ experience 
buying and selling hardware, tools, 
metals and supplies. Executive abil- 
ity. A. E. Crook, Morrisville, Pa. 





SITUATION WANTED—By one 
who has -had 25 years’ experience in 
buying and selling builders’ hard- 
ware and thoroughly understands 
reading of plans. Best of refer- 
ences. Can show results. Address 
= —— care Harpware Acer, New 

ork. 





HARDWARE MAN, with eight- 
een years’ experience, desires posi- 
tion. Experience covers assistant 
buyer, superintendent of order and 
shipping departments and catalog 
and advertising work. Can furnish 
good references. Francis W. Robin- 
son, 1515%% Arlington Ave., Daven- 
port, Iowa. 


NETS $7,000 A YEAR. _ 

A big paying and well established, 
splendid hardware business, belong- 
ing to one of our clients, is for sale. 
THIS BUSINESS IS LOCATED 
IN THE MOST PROSPEROUS 
AND HEALTHY SECTION OF 
CALIFORNIA. 

For many years the net profits of 
this business have never been less 
than $7,000 per year. Will be soid 
on inventory showing. Nothing 
added for good will. The business 
is clear of all indebtedness and in- 
cumbrance. A real reason for sell- 
ing. This is an papertuntts to se- 
cure a well established, money mak- 
ing business in a rapidly growing 
community; $20,000 required. Full- 
est investigation courted. We _ will 
deal only with principals. Address 
Cooper Advertising Company, 742 
Market St., San Francisco, Cal. 








SITUATION WANTED. 
Expert catalogue builder and all 
around hardwareman will entertain 
proposition of permanent nature; 
best references. Address “S. N.,” 

care HarpwAre Ace, New York. 





be considered. Address) 





WANTED — A COMPETENT 
WORKS MANAGER for an English 
enamelled hollow-ware factory. Ex- 
cellent position for fully qualified 
applicant. Write stating ——a 
and other poem to Box 29, 
Griffiths & Millington, Ltd., Adver- 
tising Contractors 32 Wellington 
Street, London, 7. ¢. 


THOROUGHLY COMPETENT 
BUILDERS’ HARDWARE MA 
age 29, wishes to make change. Have 
been with same jobbing concern 
eleven years. Knowledge not lim- 
ited to builders’ hardware. Knows 
whole line, including sash, doors, 
etc. This knowledge ined with 
million dollar jobbine house. Ad- 
dress “S. P.,” care Harpware AGF, 
New York. 











Business Opportunities 





IF YOU ARE DESIROUS of 
buying, selling or exchanging a stock 
of hardware we can be of great 
service to you on account of our 
intimate knowledge of these matters 
in every section of the United States. 
Address “H. B. G.,” care HARDWARE 
Ace, New York. 





FOR SALE — Hardware, harness 
and implement business in Arizona. 
Doing about $50,000 business per 
year. For particulars address “H. 
E.,”? care Harpware Ace, New York. 





FOR SAL E—Near Providence, 
R. I., hardware, tool and mill sup- 
ply business. Well located, well 
equipped and doing a good business. 
Owner wishes to retire. No brokers. 
Cash proposition. Address “J. I.,” 
care Hiarpware Acer, New York. 








WANTED—Good steady man, that 
can do plumbing, heating, tin work. 
Good job the year around for the 
right man. Located in a good South 
Dakota town. No “boozer” need ap- 
ply. Address “S. 9." care HaArp- 
ware Ace, New York. 





THE semeseece’ HERMAN COM- 


26 Hamilton Road, 
Highbury, London, England, 
wish to buy from manufacturers of 
cycle accessories—motor accessories 
—small workshop tools. Best prices 

to be quoted. 


WANTED—Good, clean hardware 
stock in live, up-to-date town or 
city. No objection to stock of imple- 
ments or tin shop in connection. 
Give full particulars as to price, lo- 
cality, etc., at once. “Q. T.,” care 
Harpware Ace, New York. 





LIVE HARDWARE STORE, 


doing good business in live town on 


Coos Bay, Oregon. to date 
stock of about $6,000. ill sell for 
cash only. This is a fine oppor- 


tunity for some one wishing to get 
into a well established hardware 
business. If interested and wish to 
talk business write for particulars, 
or better yet, come and investigate. 
For further information address 
“S. I.,” care Harpware Ace, New 
York. 





COLLECTIONS! 

Bad debts, delinquent accounts, 
claims, etc., collected everywhere. 
Ouick results, prompt settlements. 
No advance fees—no “retainers.” 
No coilection, no charge. Money- 
getting particulars free. Best Ad- 
justment Co., Room 840, 1328 Broad- 
way, New York. 





FOR SALE—Modern factory well 
equipped and now operating in 
thriving town of over seventy thou- 
sand. Brick buildings about 31,000 
square feet floor space, well con- 
structed and on railroad track. Lot 
ample for extension. Property suit- 
able for hardware, automobile trim- 
mings, cutlery, or other light metal 
manufacturing; or for any business 
artes cheap power and spacious, 
well lighted workrooms. r 
abundant, cheap and efficient. Boil- 
ers and engine nearly new, fine con- 
dition. Horse power 225. Prefer to 
sell to parties who will purchase pro- 
ductive machinery, retain present 
help and continue operation. Ad- 
dress “R. W.,’? care Harpware AGE, 
New York. 


Business Opportunities 
LARGE 


wishes to engage 
the services of an 





institution 


expert trained in the sale 
of agricultural implements 
for the purpose of making 
a tour of South America 
and reporting fully on the 
markets there for these 
A man of some 
in South 


America is preferred but 


articles. 


experience 


this is not required. He 
must, however, be able to 
speak Spanish well and 
must be a man of good 
address. If those who are 
interested will send an ac- 
count of their qualifica- 
tions to the box number 
in this advertise- 
their 
will be given careful con- 


given 
ment applications 
sideration. The tour is 
planned to begin early in 
nine 


Full 


expenses and an adequate 


July and to last 


months or a year. 


salary will be paid. 


Address | 
Box R. P. 





c/o Hardware Age, N. Y. 


$$ $$$, 














Worth $100 To You 


Arithmetic simplified, made easy. Learn to 


figure fast. 
quire it. 


The demands of the day re- 
Sixty shortest methods comprise 


Prewett’s System, anyone can learn without 


teacher. 


leatherette cover, postpaid. 


E. C. ROBERTSON, 


Houston, Texas. 


Send $1 today for book 50 pages, 


Circular free. 
1406 Prairie avenue, 
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Business Opportunities 





FOR SALE—General hardware 
and plumbing business, established 
42 years. ocation in Rochester, 
N. Y., after January 1, 1916. Clean 
stock paints, oils and varnishes. Will 
invoice about $6,500. Owner wishes 
to retire. An opportunity for some 
energetic young man. Address “S. 
R.,” care Harpwre Acz, New York. 





LOCATION WANTED—Weare in 
the market to buy at once a_ good, 
clean hardware stock, preferably in 
one of the following States: Kansas, 
Oklahoma, New Mexico, Arizona, 
California. Towns of less than five 
thousand population will not be con- 
sidered. State condition of stock, 
invoice, amount of business per year, 
rent, etc. State chief occupation of 
surrounding country, condition, ete. 
Give names of nearest large jobbers. 
Address all communications to “S. 
O.,”’ care HARDWARE Ace, New York. 





-_—--~— 


A PARTY who is thoroughly fa- 
miliar with the manufacture of cut- 
lery would like to meet parties desir- 
ous of financing an up-to-date fac- 
tory. Address “S, K.,’’ care Harp- 
warE AGE, New York. 





FOR SALE. 

A rare opportunity to the right 
party to buy one-half interest or 
the whele of a thoroughly up-to-date 
hardware stock with an exceptionally 
nice established trade. Store prop- 
erty and fixtures can be leased for 
a term of years. Capital required 
by party from $15,000 to $35,000. 
Location in Western New England. 
Health is the only reason for making 
this offer. Address “‘S. L.,” care 
Harpware Ace, New York . 





HE value of any 
{ publication to an 
advertiser is the 


value of its circulation— 
Quality not quantity. 


The manufacturer must 
satisfy himself whether 
the publication is read by 
the people who buy or 
should buy his product. 


HARDWARE AGE is 
so chock full of business 
helps, that practically 
every progressive hard- 
ware merchant has ac- 
quired the ‘Hardware 
Age Habit,”’ and they all 
have thereby been able to 
turn many a perplexing 
problem into a live-wire 
profit-producer. ‘‘Hard- 
ware Age Day’ is the 
most important day in the 
week in these successful 
stores. The answer is 
simple, and a sample copy 
will help you figure it out 
for yourself. 


HARDWARE AGE has 
the quality and quantity 
circulation in the hard- 
ware field. 











A Man 
Market 


Men of brains; men of initia- 

tive; men of energy, selling 
ability, capital, executive ability— 
these are the sort of men you can 
reach through the “Opportunity 
Exchange” of HARDWARE 
AGE. 


It is the market place for op- 

portunities in the hardware 
field; it commands the attention 
of the “cream” of hardware men. 
Your story in a fifty-word ad. will 
reach these men at a cost of only 
one dollar, and you'll find it a 
most profitable short-cut to results. 





“Delta” 
Superiority 


Has Been Proved 
Through Comparative 

















“The only 
Line of Files 
from 3 to 24 
inches that 
are made ab- 
solutely of 


Crucible 
Steel” 


Why continue using 
other brands when 
the best is pro- 
curable? 


The best file is the 
most economical in 
the long run, 


quantity of 
output and lasts 
longer. 


If you are not using 
the ‘‘DELTA’”’ get 
one from your 
dealer. Every deal- 
er is authorized by 
us to give any cus- 
tomers back the 
price paid if the 
file is not exactly 
as we claim. 


DELTA FILES 
are made in sev- 
eral shapes 
sizes 680 

meet your 
requirement. 


We trade 
mark all our 
files for your 
rotec tion. 
on’t let your 
dealer sell you any ’ 
other kind — get 
the most value for 
your money — the 
‘*‘DELTA.”’ 


If your dealer 
does not handle it, 
write us direct, 





DELTA 
Delta File Works 


Philadelphia, Pa. 


Chicago Office: 62 E. Lake St. 
.New York Office: 260 West S t. 
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An exact duplicate of the ad below appears in the June 17th 


Hardware Dealers! and 24th issues of “‘American Machinist.” Tear off here and 


paste on your window with a display of Starrett Tools. 




















en 





Current Issue of ‘‘American Machinist ’’ 











Starrett Tools 


Gages 


In addition to our regular line of machinists’ tools and instruments, we 
make a number of standard gages which are of great assistance to the ma- 
chinist and toolmaker. The gage shown here 1s a drill, tap and wire gage 
which gives standard sizes of drills and their corresponding taps, to- 
gether with decimal equivalents, etc. We make other gages, such as our 
screw pitch gages, thickness gages or feelers, wire gages, etc. 





Send for free catalog No. 20A to aid you in select- 
ing tools and gages. It gives prices and illustra- 
tions of 2100 styles and sizes of tools and hack saws. 


Tho tS Sinwitt Lo. Aitel, Mass. 


WORLD’S GREATEST TOOLMAKERS 
New York London Chicago 


Starrett lools 


GY INVITATION 
MEMBER OF 











42-453 











J he Standard Instruments of Precision 
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SIN. AN UL LUAU eS ANNUALS 


| 


THE. 


SURE 


TEST 





HANNAN 


© Many thousand merchants have learned, by 
applying the acid test, that using our catalogue 
as their chief source of supply enables them to 
quicken the turn, keep the investment down, 


and INCREASE THEIR NET PROFITS. 


€ They have found, by comparing Our Goods 
with those they buy elsewhere, that we DO 
habitually price everything in the line on a low 


average basis—that we SAVE THEM 
MONEY in their buying. : 


© Are we telling you the straight of the thing 
here? It’s easy enough to ascertain. Our 
June catalogue, now in the mails, supplies the 
PROOF. In this book we name Net Guaran- 
teed Prices on thousands of articles whose 
value you know, or can know, to a penny. 


COMPARE! And thus promote your profit 


interests. 


BUTLER BROTHERS 


Wholesalers of General Merchandise 
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New York Chicago ot. L 
Minneapolis Dallas 
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Damon Evce FOOD CUTTERS 


3 4 
$ <a 


3 June 24, 1915 





. 


ARE MADE OF THE BEST QUALITY OF MATERIALS AND WORK- 
' MANSHIP. THE PLATES ARE MADE FROM TOOL STEEL. 
ALL PARTS ARE HEAVILY COATED WITH BLOCK TiN. : =: 


>. 
. 


Drimoend EngeE FOOD CUTTERS — 
DO NOT MASH OR SQUEEZE BUT CUT CLEAN, UNIFORM PIECES 


ASK OUR SALESMAN TO SHOW YOU SAMPLES 


, “DIAMOND EDGE 1S_A QUALITY PLEDGE” 7 
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